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e FLUORESCENT LUMINATRES 
Gilded Meet the Challenge of 
EDUCATION 





tion—the vocational schools, the halls of learning in prominent 
universities, even in the little red school-houses—there is a crying 


need for better classroom lighting. 


a ee film Leader has met this challenge to the lighting industry by extensive 
on lighting tre sles met! | research and careful design of fluorescent fixtures for educational 
, use. For better lighting to safeguard the sight of America’s youth— 

for fixtures with lower surface brightness that raise the level of 


light above the students’ eyes—Look to Leader. 


Only better electrical wholesalers and contractors 






distribute and install Leader fluorescent fixtures. 


LEADER ELECTRIC COMPANY. 


ER 
aie ONE 66125 NORTH BROADWAY * CHICAGO 40, ILLINOIS 
WEST COAST FACTORY * 2040 LIVINGSTON ST., OAKLAND 6, CALIFORNIA 
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SEGONOMY FUSE AND MEG. CO., 2717 creenview ave, cricaco 14, 1uinois seressesranves. 
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ELECTRICAL 
WHOLESALERS 


@The Superior Protection of- 
ered by these new Economy 
“Time-Delay” Fuses has 
aroused the keen interest of 
men who buy and specify 
fuses. Be ready for them 
with complete stocks. 


The New Economy “Time-Delay” Renewable Fuses give improved protection in the 135 to 
200% overload range, in addition to meeting the maximum of all requirements of the 
“Standard for Fuses”. 


The Economy “Delay” Ferrule-Type Fuse is open-end construction with removable end plugs 
and slotted washers. Every part of the fuse is accessible, so all contact surfaces can be 
cleaned and any deposit caused by blowing, easily removed. The simple design and ex- 
cellent mechanical construction make it easy to take Economy Fuses apart and reassemble. 


See Your Electrical Wholesaler. He now has the new Economy “Time-Delay” Fuses and 
Renewable Links in stock. 







SEND FOR NEW CATALOG 


2279 


‘ 








Manufacturers of Wire Rope and Strand «+ Fittings ¢ Slings * Screen, Hardware and Industrial Wire Cloth « Aerial Wire Rope Systems 
Hord, Annealed or Tempered High and Low Carbon Fine ond Specialty Wire. Flat Wire, Cold Rolled Strip and Cold Rolled Spring Steel ° Ski Lifts 





.... HOW much 18 1¢ worth? 


N 1846, twenty three years before the Golden Spike 
was driven at Ogden, Utah marking the completion 
of the first transcontinental railway, John August Roe- 
bling built America’s first truly practical, wire rope 
suspension bridge. This bridge, which carried traffic 
across the Monongahela River for scores of years, 
stood as a silent testimonial to his confidence in a 
principle of bridge building which, in that day, was 
looked upon with considerable misgiving. 
How much is this confidence worth to bridge 
engineers, and to humanity as a whole, today? 

Had it not been for his confidence there would have been no Brooklyn, George Washington nor G olden 
Gate Bridges. Had it not been for your confidence in the company that bears this pioneer’s name, there could 
have been no John A. Roebling’s Sons Company. 

Your confidence is valued above all of this company’s assets. Every Roebling employee's job depends upon 
his ability to preserve that confidence by producing better products and by giving you better service than you 
can find elsewhere. 

Any product is only as good as the organization that makes it, 


NEW WIRE AND CABLE DATA BOOK FOR YOUR CUSTOMERS 


UST OFF THE PRESS— Roebling’s new catalog of electrical 
J wires and cables. 

It contains descriptive material on Roebling bare wire, 
magnet wire, building wire (both rubber and thermoplastic), 
metallic and non-metallic covered power cable, metallic and 
non-metallic covered parkway cable, mining cable, varnished 
cambric cable and other miscellaneous items. Accompanying 
illustrations show the various constructions. 

Different grades of Roebling rubber insulating compounds 
are listed with application recommendations and operation 
limitations. 

Tables give sizes, dimensions and weights of the different 
types of wire and cable. 





Be sure to have enough copies on hand to distribute to your 
customers. They’ll want to consult its helpful pages fre- 
quently .. . in placing orders with you for Roebling electrical 
wire or cable to meet their coming requirements. 


JOHN A. ROEBLING'S SONS COMPANY 
TRENTON 2, NEW JERSEY 


Branches and Warehouses in Principal Cities 





Electrical Wire and Cable ° Suspension Bridges and Cables 
Airtord, Aircord Terminals and Air Controls + Lawn Mowers 





A CENTURY OF CONFIDENCE 


ROEBLING 
ede 





A PART OF 


COMPAC 


Contacts are non-welding, 
silver composition mounted on 
copper alloy contact arm and 
terminal. 


Mechanism sealed in bakelite 
case. 


All connections welded or 
silver-brazed. 


Thermal overcurrent elements 
trip breaker on sustained or 
heavy overload. 


Magnetic elements trip break- 
er instantly on higher than 
normal overloads. 


Bakelite trip bar actuated by 
overcurrent elements to trip 
breaker. 


Automatic Tripping clearly 
indicated by intermediate 
handle position. 


Special Solderiess lugs with 
hinged tops. 


Similar in design and features to tion panelboards, switchboards, and 
the ML2, 100 ampere frame circuit in dust-resisting enclosures. 
breaker, this new quick-make and Trip ratings 125 to 225 amperes. 
quick-break, Type ML3, 225 am- Voltages 125-250 volts AC. 600 
pere frame is available in distribu- volts AC. 250 volts DC. 

























DESIGNS 


ML line of Circuit Breakers 
now extended to include 225 amperes 





Dust-resisting Enclosure 





Distribution Panel 





Write for Bulletin 3600 which gives complete details of both the ML2 and 
ML3. Address Square D Company, 6060 Rivard St., Detroit 11, Michigan. 


SQUARE J) COMPANY 


DETROIT ° MILWAUKEE ° LOS ANGELES 
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CHANGE OF ADDRESS 


Director of Circulation, Electrical Wholesaling 
330 West 42nd Street, New York 18, N. Y. 


Please change the address of my Electrical Wholesaling 
subscription. 


Name 

Old Address... 

New Address.... 

New Company Connection...... 
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T&B HINJON JR. TEE-PARALLEL TAP* 


Take a good searching look at it. It has everything to make it 
easy for you to sell. In the first place it is APPROVED—in all 
sizes—by the Underwriters’ Laboratories. That one word tells 
your customers it is okay electrically and mechanically.. 


It is smooth and easy to install with a screw driver—even in 
awkward, hard to reach places. Once tightened, it stays tight. 
This saves your customer time and profanity. 


T&B Hinjon Jr. Taps take all mains +8 to 1000 MCM; all 
branches +14 to +1, each fitting taking overlapping sizes. 


It is economical for your customer to buy and use, and a profit 
maker for you to sell. Good news for both pocketbooks. 


It cannot be sold in competition with you, because you T&B 
Wholesalers are the only ones who sell it. We never, under any 
circumstances, sell T&B products direct. That has another 
pocketbook appeal to an Electrical Wholesaler, hasn't it? 


* Patented 


The Thomas & Betts Co. 


INCORPORATED 
MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 


ELIZABETH |, NEW JERSEY 
tn Canada: Thomas & Betts Ltd. Montreal 
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ARE YOUR LAMP SALES 
“ON THE BEAM’? 
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NEW SALES MANUAL SHOWS HOW TO MAKE 
MORE AND MORE PROFITS WITH G-E LAMPS 


Meet Binny Beam, spritely “M.C.” of 

> General Electrie’s new lamp manual, 

“How to Shine behind a G-E Bulb Count- 

er.” This helpful booklet is making a hit 

WY a with dealers everywhere, because it: pro- 
( 


nN vides a quick, painless way to train sales 





people in the tricks of profitable light bulb merchandising. 

Yep, it’s all in the book—basic lamp facts, lighting 
information, tips on displays and lamp salesmanship. 
You'll be amazed how quickly your lamp sales get 
“on the beam” when your dealers Know how to make 
full use of these General Eleetrie merchandising ad- 
vantages: 


1. STEADY DEMAND —Everybody needs G-E lamps. 


G-E LAMPS 


GENERAL €8 ELECTRIC 
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2. HIGH PR rem —Volume sales, good profit’ margin. 

3. NATIONS VERTISING —Pre-sells G-E lamps to your 
trade. 

4. MERCHAN ‘ OPERATION — Plenty of displays and 
hin pane pe pars promotion, 

5. FASTER TURNOVER — Viore and more people prefer G-E 
lamps. 

6. COMPLETE —General Electric makes lamps for 
every need. 

7. NO STOCK INVESTMENT—Lamps come to dealers on con- 
signment. 

8. QUALITY LEADERSHIP — General Electric research works 


constantly to make G-E lamps Stay Brighter Longer! 
Call your nearby G-E Lamp office today, and order 
a supply of the “How to Shine” booklets. See that each 
of your dealers get a copy—then watch for results! 


- 








EASY-SEEING LIGHT... plus GEILINGS UNLIMITED 


MILLER FLUORESCENT TROFFER LIGHTING 
SYSTEMS not only provide light for “easy 
seeing ...they make it possible for the interiors 
of stores, offices, schools, factories and public 
buildings to be planned around the lighting 
to use the lighting as a structural aid to form 
any ceiling pattern desired — CEILINGS UN- 
LIMITED! The MILLER CEILING FURRING 
HANGER (patented), hung from structural ceil- 
ing, supports both furred ceiling and lighting 
system and makes possible a boundless versatility 
of lighting application. Simplified installation. 
50 to 80% cut in wiring, conduit and conduit 
fitting costs. More “above ceiling space’ for 
piping and air-conditioning ducts. 


Miller lighting service, developed over 103 
years’ pioneering in good lighting, is all-inclusive 
Its 50 and 100 FOOT CANDLERS (Continuous 
Wireway Fluorescent Lighting Systems) have 
been established as standard for general factory 
lighting. And its Incandescent and Mercury 
Vapor reflector equipment have broad factory 
and commercial application. 


MILLER field engineers and distributors 
are conveniently located. 





~ | 
+ a" — f 
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THE MILLER fa] COMPANY. 








Kiluminating Division, Meriden, Connecticut 


#LLUMINATING DIVISION HEATING PRODUCTS DIVISION 


Fluorescent, Incandescent Domestic Oil Burners 
and Liquid Fuel Devices 


ROLLING MILL DIVISION 
Phosphor Bronze and Brass 


Mercury Lighting Equipment in sheets, strips and rolls 
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“LAY-IN” XTENSIONDUCT 


For Wall or Ceiling Extensions 







Here’s the neatest thing in 
extensions for carrying wires 
along walls or ceilings. Elim- 
inates difficult fishing through 
narrow channels. No ugly clips. 
Only the smooth, flat capping 
shows on finished work. No. 
111 holds two No. 14 wires. 












5 easy roads 





OVALFLEX ABC 


Flat Armored Bushed Cable 


Used for surface or concealed wiring. 
Only 7/16” thick. Can be installed 
and covered within plaster thickness. 
Bends flatwise and edgewise. There’s 
a complete line of NE shallow Outlet 
and Switch Boxes and flat Connectors 
for Ovalflex. 





WHEN new lighting requires extensions, 
changes or detours in wiring systems, 
here are 5 approved raceways to make 
the job easy. Designed to meet the 
most exacting architectural or indus- 
trial requirements . . . Quick and inex- 
pensive to install. Complete intercon- 
nectable fittings to take care of every 
situation. Write for installation data. 





National Electric 


ee ooucrTs ever PTA ATION 
Box 897 — Pittsburgh 30, Pa. 


“LAY-IN” METAL MOLDING 


For On-The-Surface Wiring 


It’s easy to install wiring with 
NE Metal Molding. Screw down 
the base, lay-in the wires, snap 
on the capping. 


No. 333 is only 7/16” thick, yet 
holds four No. 12 or No. 14 wires, 
or three No. 8 or No. 10 wires. 


No. 888 is 11/16’ thick, holds ten 
No. 14, No. 12 or No. 10 wires. 











































SURFACEDUCT 


The New Raceway for 
Industrial and Commercial 
Lighting 


Another lay-in surface 
raceway (2-1/8"’ x 1-5/8” 
cross section) for use with 
all types of suspended 
lighting, cove, trough or 
window lighting. Banks 
of lights can be switch- 
controlled. Intercon- 
nectable with other sys- 
tems. Unique bridge an- 
chors capping and devices 
securely; serves as wire 
retainer when Surface- 
duct is mounted overhead. 





OVALDUCT 


Rigid Oval Steel Raceway 


An “‘in-the-surface’’ race- 
way for concealed extensions 
from existing outlets. Only 
13/32” thick. Easily installed 
within plaster thickness. 
Electro-galvanized for pro- 
tection against rust. In addi- 
tion, the inside is enameled 
for extra smooth fishing. 
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RAYMERSION 


INFRA-RED OVEN 











WON'T EVEN SPOT 
A HANDKERCHIEF! 





TRUMBULL ELECTRIC 





ryy 

The facts on this installation of a Trumbull Ravymersion 
Infra-Red Oven should be important to many manufacturers for the following reasons: 
|. The oven, 45 ft. in length. was assembled from unit sections which permit building to any width. 


height or length. 


2. A completely assembled oil burner is sprayed with a force-dry gray paint... passes through the oven 
at 2 ft. per minute . . . maximum temperature 170° F. . . . operating load 90 KW. 
3. Production is 320 units per day .. . saving the plant thousands of dollars annually over the former 


process. 
1. The finish is so dry and so clean that it may be wiped with a white handkerchief without spotting. 
If your present baking or drying process is not satisfactory. ask the nearest Trumbull representative for rec- 
ommendations. Raymersion Ovens will save time and space, improve finish. reduce costs. Bulletin on request. 


,rHE rRUMBULL ELECTRIC MANUFACTURING COMPANY 
PLAINVILLE, CONNECTICUT 
OTHER FACTORIES AT NORWOOD, OHIO, LOS ANGELES, SAN FRANCISCO, SEATTLE 
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DAY-LINE... 





Stress-Engineered Like a Bridge 


Its truss-like channel is structurally designed to withstand years of vibration and 


rough handling. The heavy-duty DAY-LINE has strength to spare 
down to the smallest detail. That means you save substantially on upkeep. 
May we send Bulletin 30-A with complete details? 


“/4e DAY-LINE 


Heavy duty industrial fluorescent fixture with porcelain-enameled steel reflectors. Designed for two and three 
40- or two 100-watt lamps—unit or continuous installations. U. S. Patent Nos. 2317434, D-135375 and D-133458. 


Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Louis 7, Mo. 
Nationally distributed through leading electrical supply houses. 


In Canada: address all inquiries to Amalgamated Electric Corp., Ltd., Toronto 6, Ont 


IT’S EASY TO SEE WHEN IT’S 


wtidtn ACALA' VTP, 
+ 
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Because — you can always 
depend on the variety of Burndy connectors to provide quick, eco- 
nomical and highly efficient electrical connections. 

This dependability stems from Burndy’s long leadership in the 
electrical connector field . . . which has resulted in the acceptance of 


Burndy connectors for all construction and maintenance requirements. 





Remember too, deliveries are good at Burndy. Do you have the latest 


Burndy Catalog? 








IN CANADA: Canadian Line Materials, Limited, Toronto 13 
BURNDY- New York 54, N.Y. 


FOREIGN: Philips Export Corporation, New York 17, N. Y. 
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Now! YOU CAN SELL 


| DOUBLE UNDERGROUND PROTECTION | 









Underground Cable 


Your customers will welcome RoMarine-RoPrene, latest Rome 
Cable development, because it is an excellent substitute for 
scarce lead sheathed cable. 

RoMarine-RoPrene is a 600-volt underground distribu- 
tion cable intended for direct earth burial or duct service. 
RoMarine is the insulation—compounded to assure high 
electrical stability in water plus excellent aging char- 
acteristics. RoPrene is the Neoprene jacket which re- 
sists abrasion, acids, alkalies, oil and flame. With 
both RoMarine and RoPrene your customers get 
protection . .. against moisture, corrosion, ab- 
rasion ... Recommend RoMarine-RoPrene for 
underground distribution circuits, trans- 
former leads, pole riser cables, station 
auxiliaries and industrial services. 


Please return, and ask your customers 
to return, all reels and spools prompt- 
ly... It will help speed deliveries. 





ow BAR TO FINISHED - 
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STAY OUT OF Ty, ayy WITH 


CONDUIT PIPE PRODUCTS 





Important electrical contractors throughout the country are 
familiar with the finer quality of Conduit Pipe Products... 
preter their trouble-free starting and satisfactory perform- 
ance on every job. To keep your fitting sales out of the rut, be 


sure you have an adequate stock of Conduit Pipe Products. 






REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 


PIPE COUPLINGS (_y PIPE NIPPLES @—D ELBOWS, 90°¢-® AND 45° => 


RUNNING THREAD PIPE gg) GOOSENECKS <—~))_WALLPLATES 
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Lazaro Spallanzini, 1729-1799. 


Abbe, Professor, writer. . 

the famed Italian microbe 
hunter who first discovered 
the danger in the air, first 
proved that disease- producing 
germs are air-borne. 





Bs con ns eC 


THE ART METAL COMPANY 


Engineered Lighting and Ultraviolet Equipment 


1814 EAST 40TH STREET + CLEVELAND 3, OHIO 





danger in the air—danger caused by concentra- 
tions of air-borne bacteria. 


In all the places where Electronic Air Disinfec- 
tion with PISINFECTAIRE Ultraviolet 
Germicidal Equipment provides protection . .. 
the danger to both personnel and products 

is greatly reduced. An efficient and econom- 
ical... a simple, silent DISINFECTAIRE 
installation . . . kills 99% of airborne 
pathogens, spores and viruses . . . 

prevents contagion, cross-infection 

and contamination. 


Wherever you are . . . there’s an 
expert on Electronic Air Disinfection 
near you... a DISINFECTAIRE 

specialist who will be glad to | . . 
help you in your battle against Wie, 
air-borne bacteria. 


Manufacturers of 





The DISINFECTAIRE spe- 
cialist, 1947, expert in the 
control of air-borne contagion 
and contamination, planner of 
modern installations of Elec- 
tronic Air Disinfection to 
protect both personnel and 
products. 


DISINFECT THE AIR YOU BREATHE WITH 


-DISINFECTAIRE 








U.S, PAT. OFF 7 ™ 
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* NON-RAVELING 
°* HIGH TENSILE STRENGTH 
* GUARANTEED TO SATISFY 


a4) 
BER 
WPPLETON Ww pecs 


poston, MA 


APPLETON RUBBER CO., INC. 


BOSTON 30, MASS. 
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How RLM Standards Institute 
BUYERS and 





IN INDUSTRIAL LIGHTING EQUIPMENT 


SPECIFICATIONS The procedure for developing an RLM Standard Specification requires a thorough investiga- 
tion and report by a Technical Committee of the Institute, guided by the findings of the 
Illuminating Engineering Society and other recognized industry associations. These specifica- 
tions are available without charge to everyone interested. 


NSPECTION . .. A rigid inspection and testing system, conducted by Electrical Testing Laboratories, Inc. a 
wholly independent testing organization . . . provides positive assurance that RLM certified 
Industrial Lighting Units conform to RLM rigid standards of efficiency and economy. 


CERTIFICATION , When equipment so inspected and tested conforms to RLM specifications, the laboratory 
issues a label of compliance. When you find this RLM LABEL affixed to an industrial light- 
ing unit you know that it has been manufactured in compliance with the exacting procedure 
developed and administered by RLM Standards Institute. 


The RLM Standards Institute is a non-profit organization. Any manufacturer of Industrial 
lighting equipment may at his own initiative, if he so desires, submit his equipment for 
RLM inspection and certification. He need not become a member of the Institute. It is 
only necessary for him to assume his equitable share of the cost of operating the program. 


The lettters RLM Stand for Reflector and Lighting Equipment Manufacturers 
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AUMESTANDARD GRINS TITUTE 
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Small diameter. Light 
weight. Natural rubber 
insulation. Perfectly cen- 
tered conductors. High 


tensile strength. High di- 
electric strength. Flame 
retardant, moisture re- 
sistant cover. 





Reg. U.S. Trade Mark 


ELECTRICAL WIRES AND CABLES 
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ANY WAY YOU 
LOOK AT IT! 


And no wonder, because first of all, Laytex (Type RU) 
branch circuit building wire is smaller in diameter 
than any other rubber insulated building wire. That 
means more Circuits per conduit. 

It is lighter in weight and easier to handle, has a 
saturated cotton fibrous cover that is flame-retardant 
and moisture-resistant. 

Laytex (Type RU) is insulated with laminated walls 
of 90% unmilled, grainless natural rubber. This forms 
a homogeneous sheath around perfectly centered con- 
ductors, eliminating the possibilities of thin spots. 

In physical and electrical properties, Laytex has 
no equal. 


UNITED STATES RUBBER COMPANY 
1230 Avenue of the Americas « Rockefeller Center * New York 20, N.Y. 


THE FINEST BUILDING WIRE ON THE MARKET 
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fee Cream FREEZERS 


Heavy current demand for our 
products prevents usfromassuring 
immediate delivery of all types 4 
Porter freezers. Meanwhile, we'll 
be glad to send specifications and 
prices on the complete line, with 
4 promise to fill your orders as 
fast as conditions permit. 


[ere are the feature-packed freezers made by the 79- 

year old J. E. Porter Corporation . . . They’re Ameri- 
ca’s first choice for eye-appeal, for performance, and for 
popular price. . . Yes, extra profits are yours when you 
add the money-making Porter line. , 


CORPORATION 


v 
79 vents pes 


eek Oy ee. 
OTTAWA, ILLINOIS 


MANUFACTURERS OF AMERICA’S FAVORITE ICE CREAM FREEZERS 
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DON’T JUST SAY BUILDING WIRE 





THE next time one of your customers asks 
for building wire, suggest General Electric 
thermoplastic, and see how quickly he will 
agree. He'll be pleased to have you mention 
the Cieneral Electric name, because it shows 
that you consider him a quality-minded buyer 

. one who knows long-term values in the 
products he uses. 

You'll never regret recommending General 
Electric thermoplastic. In thousands of instal- 
lations, this modern building wire has helped 
to provide easier, safer, and more durable wir- 
ing than any other type previously available. 

And don’t forget to point out to your cus- 
tomers that General Electric was first with 
thermoplastic insulation for building wire . . . 


will remain first wherever high-quality wires 





and cables are sold. 


Wires and Cables by 
GENERAL @ ELECTRIC 
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Model PJ-13 Portable Room 
Heater. 110 volts A.C.; 1320 
watts; 4507 BTU. 13” high, 
1134” wide, 7” deep Only 


Has THE SAFETY-GRID! 


HIS newest idea in home heating is a real money-maker for 

many a contractor, wholesaler and dealer! Here is something 

no other heater can offer--all-electric operation plus absolute 

safety thanks to Electromode’s exclusive Safety-Grid Heating 

Element (see X-ray View above). It has no exposed hot or glowing 
wires, no danger of fire, shock or burn 

Electromode All-Electric Room Heaters and Industrial Unit Heat 

3 ers, too are demonstrating daily, the many profit possibilities of 

handling a quality product built to give service-free operation 

throughout long periods of use. Sell Electromode and you sell com 














Model WJ-13 Bilt-in-Wall Small- 
Room Heater. 110 voles A.C. ;1320 
watts, 4507 BTI Approximate plete heating Satisfaction 
wall opening required :974"x114". 


ELECTROMODE CORPORATION « 45 Crouch Street + Rochester 3, N. Y. 


1500 to ; . watts; $122 > 
10245 BTU. Approximate wall 
opening required :1414°x 1814", 
For Booklet 46-D illustrat- oom Hi 


ing and describing Elec- 
tromode Room Heaters, 
write Department EG-57. 





WORLD'S LEADING EXCLUSIVE MANUFACTURER OF ALL-ELECTRIC HEATERS 
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DESIGNER & INSTALLER 
DATA: 
A ten-foot standard ventilated | 
section of 1000A, 3 Phase 4 Pole 
Lo-X feeder duct. At 90% 
power factor, voltage drop per 
Ampere per foot is .0000255 
Volts. Carrying rated load of 
LOOOA, temperature rise will be | 
26°C above ambient. 


OLTAGE drop can be figured—and so can temperature rise 
—even before your feeder system is installed. 


The answer to these critical power distribution problems 
lies in BullDog Ventilated Lo-X BUStribution DUCT. And 
what do these problems mean to you? Just this: 


] Underpowered equipment can’t operate efficiently. At 

ten percent under voltage, induction motors have 19% 
less maximum running torque. And incandescent lights 
yield 30% less illumination! 


2 High temperatures shorten the life of your distribution 
system and needlessly increase electrical costs. 


Detroit 32, Mich. Field Offices In A 
All Principal Cities. In Canada: W' 
BullDog Electric Products of 


Canada, Limited, Toronto 
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BULLDOG 


ELECTRIC PRODUCTS 


Get the drop on voltage drop 


with BullDog Lo-X BUStribution DUCT 





What to do about it: 

Be sure that your operating voltages and temperatures are 
curbed to insure peak performance by specifying BullDog 
Ventilated Lo-X BUStribution DUCT, Unique, superior design 
minimizes voltage drop and temperature rise. Prefabrication 
makes it possible to predetermine both factors. 

Call a BullDog Field Engineer for full information. Or, write 
BullDog direct for descriptive literature. 

« * ° 


BullDog manufactures Vacu-Break Safety Switches—SafToFuse Panelboards 

Superba and Rocker Type Lighting Panels—Switchboards—Circuit Master 

Breakers—"’Lo-X’’ Feeder BUStribution DUCT—‘’Plug-in’’ Type BUStribution 

DUCT—Universal Trol-E-Duct for flexible lighting—Industrial Trol-E-Duct for 
portable tools, cranes, hoists. 
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ATTIC FAN Cools the whole house for 
years —for less than the cost of a 
week’s vacation. Available in 30, 36, 


tion. Fan operates in any position because ball 
bearings are used throughout. Quiet-running— 
motor mounted on live rubber; blades driven at 
slower speeds. Four wide, scientifically designed 
blades within true Venturi Ring that eliminates 
excessive “air whip” and inefficient re-circulation. 





A, 
* 
ls 














PEDESTAL FAN 
Pearl-essence fin- _ 
ish on blades, mo- 

tor housing and 

base. Brightly finished guard. Adjustable for 
height—12 and 16-inch models from 38 up to 
62 inches; 10-inch fan from 35 to 59 inches 
from floor to center of guard. Wide, quiet- 
running, overlapping 10, 12, and 16-inch 
blades. Totally enclosed oscillating mecha- 
nism. Two speeds on 12 and 16-inch fans. 
Guaranteed five full years.” 
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DE LUXE FAN Body, base, and blades in 
lustrous pearl-essence finish with con- 
trasting silver striping and bright guard. 
Modern, durable die-cast motor body 
and base. Totally enclosed oscillating mech- 
anism. Wide, overlapping 10, 12, and 16- 
inch blades give unusually quiet delivery of 
large air volume. Three speeds on 12 and 
16-inch fans. Price includes bracket for 
wall mounting. Guaranteed five full years. 


42, and 48-inch sizes to suit any type of installa- 


BANNER FAN Popular priced. Gives big air 
delivery at low current cost. Lustrous dark 
brown finish. Streamlined, sturdy die-cast 
motor body and base. Totally enclosed os- 
cillating mechanism. Wide, quiet-running 10, 12, 
and 16-inch blades. Two speeds on 12 and 16- 

inch fans. Wall-mounting bracket included. One ¢ 
full year guarantee. 











of the guarantee. 


National advertising helps you merchandise them. Point-of-sale mate- 
rial, newspaper mats, and other sales stimulants (all at no cost to you) 
help you sell them. So, see your nearest R&M Fan distributor OR mail 
the coupon for his name, address, and literature on this fast-selling 


R&M Fan line. 





Ultra-quiet operation—no belts . . . no pulleys... 
motor mounted in live rubber. Rich ivory finish. 


A 

in 24 or 30-ineh sizes to fit most windows; in 24- 
inch size mounted .on adjustable stand. Three 
speeds on all models. One full year guarantee. 


~fere They Ctre! 


R « M NATIONALLY ADVERTISED FANS! 


As complete an assortment as you could ask for. Styles to suit every 
taste. Prices to fit all purses. 

And they’re good fans—backed with 50 years of fan-making skill. 
They’re business-builders for you, too. They give your customers the 
one thing that brings them back—satisfaction. For you are authorized 
to repair or replace any R&M Fan found to be defective during the life 


ROBBINS & MYERS, INC. sprincritio, onto . BRANTFORD, ONT. 





WHOLESALERS’ 
SALESMEN! 











HOME COOLER It’s portable—cus- 
tomers set it into open window; 
take it along when they move! 


ver—extends only 64 inches into room! 



















This ad is the second of a series 
designed to help you sell R « M Fans. 
Timed right for the buying season, 
pitched perfectly to give dealers the 
product information they want, it 
appears this month in Electrical Mer- 
chandising, Electrical Dealer, Electrical 
South, and Electrical West. 
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...with REGENT-SAVOY 
PROFIT-MAKERS 


NOW READY FOR IMMEDIATE DELIVERY — 
this new, beautiful line of modern, no-glare 
incandescent lighting fixtures, designed and 
manufactured exclusively by REGENT-SAVOY 
Craftsmen. 


+ aan Produced with the same care and expert super- 


jexe™™ | vision that attained an enviable, national repu- 


Ju \ e 

UGnTing | tation for REGENT-SAVOY Products, these 

vous WO" fixtures are proven sales leaders that assure 
guar HOMES ° 

oe | you of quick turnover and extra profits. 

Recent Savor \ 


Be the first in your community to display and 
— stock this line of fast selling incandescent profit- 

en or 
Folder No. 47A makers. Write for full details, today. 


REGENT-9 AVOY Bicrices manuracrurme cove 

















Look to the Future 






CIRCLINE CEILING FIXTURE—surface mount high 
gloss white enamel for maximum soft light diffu- 
sion, brite chrome lower plate easily detachable 
for replacing concealed starter. Circline fluo- 
rescent utility fixture is designed for bedroom, 
kitchen, bathroom, and rumpus room. Adaptable 
for side wall lighting. Over all size: 14%" diam- 
eter, 442" depth. Weight 10 Ibs. 


CIRCLINE DESK LAMP-—statuary bronze plated or 
metallic grey. Scientifically designed shade, white 
baked enamel inside. Push button switch in base 
Over all size: 14’ diameter, 18” height. 
Weight 12 Ibs. 


lo Lighting ludustitos 


3654 WEST LAWRENCE AVENUE ¢ CHICAGO 25 


.. with 


CIRCLINE... 


the newest feature 
in the fluorescent field 


¢ General Electric major 
component parts used 
throughout. 


e Performance guaran- 
teed, quality assured. 


Sold exclusively through recog- 
nized wholesale electrical job- 
bers and distributors. 


Write today for price lists and 
discount arrangements. 


Fixture and lamp units individu- 
ally packaged. Shipped com- 
plete with fluorescent tube. 
Available for immediate delivery. 


Circle Lighting Industries presents 
a complete line of Circline 
commercial and industrial fixtures. 
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’ oF aoe IN FEATACRES / 


1. Exclusive “Suction-Regula- 
tor” eliminates sealing and 
dragging of lightweight rugs. 
2. Automatic Rug-Adjusting 
Nozzle adjusts to any rug. 


3. All-Metal Construction for 
beauty and sturdy long life. 


4. Oversize “Vibro-Brush” 
loosens stubborn dir. 


- 


5. Rubber Pistol-Grip Handle 
which assures easy, accurate 
manipulation. 

6. “Touch-Toe” Handle Con- 
trol gives choice of three han- 
dle positions. 

7."‘Day-Glo” Headlight points 
the way into dark corners. 

8. ‘‘No-Mar” Bumper protects 
furniture on all three sides. 
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“ZLEADERSHIP THAT BUILDS YOUR DEALERSHIP! 


LANDERS, FRARY & CLARK 


WITH EXCLUSIVE. 
“SUCTION-REGULATOR”’ 


Universal's new Brush-Type Cleaner 
offets th® greatest advancement in 
Cleaner history . .. the sensational new 
“Suction-Regulator.” No longer will 
housewives have to hold down small 
rugs while cleaning them. This unique 
feature developed by Universal engi- 
neers switches at a tap of the toe from 


= “High” for cleaning large rugs to 


7 “Low” for cleaning scatter rugs pre- 
venting rug drag or sealing. 


Look for No. F 


in the Universal 
Product Parade 
Next Month! 


New Britain, Conn. 
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UNIFORM LIGHT 


10% DOWN 


' 
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Cinkeficled 


LIGHTING EQUIPMENT FOR OFFICE, SCHOOL AND DRAFTING ROOM 
The F. W. Wakefield B Brass Co., 





THE GENERAL 


For full details write for Catalog No. 46. 








1. Low brightness... 
a maximum of .3 can- 
dles per square inch 
according to ETL test. 
Means no glare or re- 
flected glare. 


2. Blends into ceiling 

. means no distract- 
ing dark or bright 
patterns overhead... 
greater eye comfort. 


3. Provides soft pleas- 
ing indirect light... 
with light distribu- 
tion 90% UP and 10% 
DOWN. 
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REFLECTS 83% 
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EASY CLEANING 


NO SHADOWS 
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THE GRENADIER 
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Design Pat. Pend 


4. High efficiency re- 
flecting surface, of 
Plaskon... light 
weight, non-shatter- 
ing, non-electrostatic, 
and reflects 83%. 


5. Easy to maintain.. 
reflectors slide out 
like a drawer for 
quick, easy cleaning, 
maintenance of orig- 
inal light output. 


6. No shadows on work 

. because “ceiling 
of light’”’ means large 
area source with light 
over all...and thus... 
Over-ALL Lighting! 


Over-ALL— 


in lighting, 
in construction, 
in ease of maintenance. 


Vermilion, Ohio. 


So 


THE COMMODORE 











THE DIPLOMAT 
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OFFICES 
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FARMS AND RANCHES 
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MOTEL AND BUNGALOW 


COURTS 
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FOR TRULY MODER 


THERMADOR 







“Zee WEATING 


Modern electric heating . . . quick, fumeless, efficient . . . the kind 
Thermador Fan-Type Electric Wall Heaters provide, is in ever- 
increasing demand by modern home owners and by commercial 
and industrial concerns. Thermador users know they have the 
best in modern heating. They enjoy the convenience of opera- 
tion, the comfort of electrically heated and circulated air plus 
the knowledge that they have the safest, most dependable heating 
system available. Manufactured in six models... three with the 
exclusive new Thermador Thermostat . . . from 2000 to 4000 
watts. 230 volts, 50/60 cycles AC. 





Cools too! As a summer fan the Thermador constantly circulates 
cooling air throughout the living zone. 


an AHEAD 
SEVEN LEAGUES 





THERMADOR ELECTRICAL MANUFACTURING COMPANY «+ LOS ANGELES 22, CALIF. 
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ALWAY$ $PECIFY 





ALL-BRIGHT ELECTRIC PRODUCTS COMPANY </GHT RIGHT WITH 


“a 
Manufacturers of Fluorescent Lighting Fixtures 43 Wl Light 
3917-25 N. Kedzie Ave. Chicago 18, Illinois 
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Here is a Bell Ringing Trans- 
former designed and built to 
last forever. Its heavy duty 
design and construction from 
high grade materials will 
permit its use on many appli- 
cations requiring continuous 
performance. Not built for the 
5 and 10 trade—but a trans- 
former that will be appreci- 
ated by men who know the 
importance of sturdy construc- 
tion and reliable performance. 







Open type, easy to install. 


CA, Vs Mi (a TRANSTORMERS 


A unique feature of Acme Electric Chime transformers is 
the built in bi-metallic cut-off which operates automati- 
cally to prevent burn-out. Sturdily constructed, these 
transformers provide for reliable performance. 


With universal conduit box mounting plate, knockout mounting holes fit 
all type boxes. 


SIGNALING TRANSFORMERS 


Wherever a dependable low-voltage AC power supply is 
required for the operation of bells, gongs, horns, sirens, 
annunciators, relays, signalling systems, etc., recommend 
Acme Electric Transformers. 


Available in capacities from 50 VA to 750 VA, secondary 
voltage connections provide for 4-8-12-16-20-24 volts. 


ACME ELECTRIC CORPORATION 
67 WATER ST. CUBA, N.Y. 


Acme Electric manufactures Luminous Tube Transformers—Fluorescent Lamp 
Ballasts—Cold Cathode Lighting Transformers and Ballasts—Mercury Vapor 
Lighting Transformers—Radio and Television Transformers—Electronic Trans- 
formers—Door Bell, Chime and Signaling Transformers—Safety Transformers 
— Voltage Regulating Transformers—Step Down Transformers—Control Trans- 
formers—Warp-stop Transformers—Capacitor Transformers for Power Factor 
Correction—Air Cooled Power Transformers—Rectifiers. 





IN CANADA, ACME ELECTRIC (Canada) Ltd. * 824 Notre Dame St., West + Montreal 25, Quebec 
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STILL 
This is our neck, sticking out 


BUT... 


we have been making reasonably 
rompt delivery on these two 
HAZARD Products. We expect to 
continue, because less critical 
materials are required for 

their manufacture. 


HAZACORD 
Portable Cords and Cables 


Tough ... flexible . . . long lived because from the smallest size to the 
largest, they are all pressured-cured in continuous metal molds — a 
Hazard process that provides maximum jacket density... extra sur- 
face smoothness . . . more all around resistance to mechanical damage. 
All Hazacords are now made with a Hazaprene Jacket for protection 
against oil, grease, sunlight, water, chemicals, etc. . . . ample flexibility 
is provided by numerous copper wires skillfully stranded to form 
the conductors. 


HAZARD ARMORTITE 
Non-Metallic Sheathed Underground Cable 


For power and lighting, building entrances, airport lighting, power runs 
between buildings — Armortite gives you the advantages of an under- 
ground installation yet saves time and money because it requires no con- 
duit. All the necessary protection for direct burial is built into Armor- 
tite itself. Its submarine-type insulation successfully withstands water, 
acids and alkalies. The tough outer sheath of plastic sealing compound, 
asphalted jute coverings and non-metallic armor tape provides full 
protection against mechanical damage. As it has no lead sheath or steel 
armor, Armortite is light in weight, quick and easy to install. Hazard 
Insulated Wire Works, Division of The Okonite Company, Wilkes-Barre, 
Pennsylvania. 


lL MPL YL) Gq insulated wires and cables 


for every electrical use 


4869 
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Year of Lighting Leadership. 
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Guth Company; Saint Louis. Now in the 45th 
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nate, Ore Founder of The Edwin F. 


~*~ bR, 
m Ss 
a ‘? 
me C$ 
fa A 

AQ 


lle gel a. a 

% Pir Sash. jas. Boba 
fe ee Dapp be Gre 
yee Be fb a. 





a — 


Pl el A RP or ol ei ar eee 















=e oe 


“An Gansttta tion is 
nly the 2 Rensthened 
Shader of Fixe Alain 


EMERSON 











S Devinn o. Guth, (S- 
hs 


— Founder of the Edwin F. Guth Co., April 22, 1902. 
— €reator of more than 150 lighting device patents. 


— Designer of the world famous “BRASCOLITE”, of which millions were sold; thousands are still 
in use the world over. 


— @riginator of the first fully “Packaged” Lighting Fixture, which helped put the Electrical Whole- 
saler into the lighting business. 


— Manufacturer of beautifully designed cast bronze lighting equipment for many state capitol 
buildings, hundreds of post offices and churches, and other public institutional buildings from 
Coast-to-Coast; and in numerous foreign countries. | 

' 


— Producer of finest reflector finishes as they were developed — Alzak Aluminum, Porcelain Enamel, 
300° White, and Electroplated Finishes. 





—Enventor of the famous GUTHFAN — the first improved fan over a 30-year period. ; 
—Birector of large industrial and banking institutions. | , 
— Named “A Modern Pioneer on the Frontier of American Industry” by the National Association : 
of Manufacturers. ; 
— Designer and Producer of lighting equipment during all of a historical period — through Gas ¥ E 


Fixtures, Gas Mantles, Combination Gas & Electric, Carbon, Gem, Tantalum, Tungsten, Mercury, 
Fluorescent and Germicidal—from 1902 to the present! 


— And as alert and active in his 72nd year as at any time in his busy life! 
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ble rinciples- 
4 of him for his high ideals and unshakable P 
dustry — proud © i 


ym rent! 
But most of all we're proud of him as 4 pa 
ut 
- i d with a holy zeal 
j lert keen-witted, fille 
he’s a human dynamo — aierm, 
At home or at work, 
in the face of extremest 


for action. He's willing and eager to fight for his convictions 


odds—and we believe he’s proved himself right 99% of the time! 


Yet, with all his dynamic activity, he has the happy ability to flash a twinkling smile 
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Lighting is GOOD Lighting... .| 









for Every Modern Lighting Need 


| 
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EXCLUSIVE REPRESENTATIVES IN 19 CITIES 


The EDWIN F. GUTH CO. J sr. Louis 3 | 
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yam connector sizes 
needed on this job! 


plenty with this 
new XTP! 










For Tee or Parallel Taps! 


ora 2. Z. rivtine pokes THE work of ET 


One typical XTP connector replaces up to 32 different 
parallel or tee connectors because each XTP accommodates a 
wide range of wire sizes. All told, the XTP line of but 
25 connectors will receive over 400 wire-size combinations! 

For either tee or parallel taps, just snap special hinged 
clamp over main and tighten—the connector is permanently 
in place, positive contact assured. When you're ready to con- 
nect the tap, simply insert wire in tap end of connector. A 
wrench-turn or two and the job’s done! 


25 CONNECTOR SIZES do practically all tap jobs. 
@ Accommodate over 400 combinations of wire sizes 
@ Fit wire from #8 to 1,000,000 CM 


HINGED CONSTRUCTION for quick installation. 


SPRING STEEL LOCK WASHERS (tin plated) maintain pressure. 
© Hold resiliency—assure permanent connection 














Sey ree 


XTP asa “T” tap 

















MIN 


PRESSURE PLATES designed for maximum contact and grip. 
@ Serrated for firm grip 
e Can not rotate during installation 


HIGH STRENGTH, HIGH CONDUCTIVITY. ’ . ’ 
© High conductivity copper alloy for body They're 0.K. if They're O. Z. 


@ Extra strength copper alloy for pressure plates and a 


hinged parts 
Get these new combination fittings from your whole- ELECTRICAL 


saler now ... and put an end to bulky assortments MANUFACTURING 


of tap connectors. 






x XTP as a parallel tap 


CONDUIT FITTINGS °* CABLE TERMINATORS © e COMPANY 
CAST IRON BOXES * SOLDERLESS CONNECTORS 
GROUNDING DEVICES » POWER CONNECTORS 


262 BOND STREET - BROOKLYN 2,N. Y. 
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**There’s more to 
fluorescent lighting performance 
than meets the eye!”’ 


lhe BALLAST, the heart of good fluorescent fixture operation, is something 
the user doesn’t see, and shouldn't hear. He’s interested in trouble-free, 
satisfactory lighting performance. He doesn’t want his fixtures to overheat 
... or hum like a belligerent mosquito. He wants his money’s worth. 
The use of the right ballasts—CERTIFIED BALLASTS—mean protection 
and satisfaction not only for the user, but for the lighting people who 
supply him. Built to rigid specifications, CERTIFIED BALLASTS 
are tested, checked and re-checked by famous Electrical Testing 
Laboratories, Inc., to assure longer lamp life, most light from the 


i | 


lamps, and greater economy. Insist on the familiar 
ETL CERTIFIED Label on your ballasts! 





s CERTIFIED 


2 LRTVUTE|D BALLAST MANUFACTURERS 
Makers of Certified Ballasts for Fluorescent Lighting Fixtures 


Sola Electric Co. 
2525 Clybourn Avenue 
Chicago 14, Illinois 









General Electric Co. 
Specialty Transformer Division 
Fort Wayne, Ind. 


Acme Electric Corporation 


PEC. NO. 
SPEC. NO. 6 Cuba, New York 


HIGH PF 











Chicago Transformer Div. 
Essex Wire Corporation Jefferson Electric Co. 
3501 Addison St., Chicago, Illinois Bellwood, Illinois 


Wheeler insulated Wire Co., 378 Washington Ave., Bridgeport, Conn. 


Starring and Company 
Bridgeport, Conn. 
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Fluor-O-Shields help Engel & Fetzer Co., exclusive 
Cleveland women’s apparel store, to display merchan- 
dise at its best. Similarly, Fluor-O-Shields provide 
better light for better work from “bare-lamp” fixtures 
in schools, offices, factories and showrooms. 





Here’s why Engel & Fetzer chose 





No trick to install Fluor-O-Shields. Just 
snap them on. No bolts or tools needed. 
No flat surfaces to catch dust or dirt. 





3 sizes to fit most exposed lamp fix- 
tures. For continuous or unit mounting. 
92% of the light and none of the glare 


Light weight, ease of attachment and 
low maintenance make Fluor-O-Shield 
the most economical light diffuser on 
the market. 
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fluorescent plus Fluor-0-Shields 


‘We are all very much pleased with the Fluor-O-Shields that we used to complete 
the installation of fluorescent lights on our second and third floors. 

“They give us just the right diffusion of light, completely eliminating the glare, 
and their cost was surprisingly low. It’s needless to say how important modern 
lighting is to the ready-to-wear business.” 





F. L. Dunn, Superintendent, 
The Engel & Fetzer Co., Cleveland, Ohio 
Engel & Fetzer, featuring exclusive furs and women’s apparel, added 272 Fluor-O-Shields to com- 
plete a simple and decorative lighting installation, on the recommendation of their utility company 
engineers. Lighting intensity is approximately 33 foot candles, covering an area 14’ x 40’ x 140’. 
The 4-tube 40-watt fixtures are butted end-to-end. Without question, this is the most practical way 
to get efficient lighting without glare. 
Fluor-O-Shields are endorsed by lighting engineers, lamp tube manufacturers and electrical 
testing laboratories for use wherever good lighting is essential to better working conditions. For 
more data, specifications and information, write to the address below. 


THREE SIZES r 
$95 some NEW! FLUOR-O-SHIELD™ 
ee gpg I OT ey ITI Og 

95 100 wa 
$125 20 watt $2 58M inch 


227 inch 


Light Diffuser for Fluorescent Lamps 


Aluminum finished in white baked enamel *Trade Mark — Patent Pending. 


CAMFIELD MANUFACTURING COMPANY e GRAND HAVEN, MICHIGAN 
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Sales Mzovating! 
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PATENT PENDING 


DUO-WINDOW-LITE 








DOUBLE ACTION STORE WINDOW LIGHTING Jess 









This new All-Brite fixture does a twofold merchandising job: 


@ Floods entire window with excellent lighting. 

@ Provides an illuminated panel for an advertising message. The 
translucent panel is easily changed for special announcements 
by removing two wing nuts. 


The All-Brite Duo-Window-Lite is available for 4 20-watt and 4 40-watt tubes. 


SOLD THROUGH RECOGNIZED JOBBERS ONLY 
Approved by Underwriters Laboratories + Union Made 


WRITE FOR CATALOG AND DISCOUNT SHEET 


Manufactured by 


FLUORESCENT FIXTURES OF CALIFORNIA 


2779 FOLSOM STREET 
SAN FRANCISCO 10, CALIF. 


TESTED AND APPROVED 








Manufacturers of 
“ALL-BRITE” Fixtures 
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SEND FOR FREE 
COMPLETE CATALOG 
ON RACO PRODUCTS 





ALL-STEEL PRODUCTS 
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SWITCH BOXES 
OUTLET BOXES 


e Electrical wholesalers and salesmen the country over know 
they can always rely on Raco. They know it’s the packaged line, 
the uniform line, the dependable line—that it’s backed by 34 
years’ experience in the precision fabrication of steel products. 
Furthermore, Raco products are listed by Underwriter’s Labora- 
tories. Write today for information on this profit line of switch 


and outlet boxes. Remember, You Can Always Rely on Raco! 


ALL-STEEL EQUIPMENT, INC. 


300 Kensington Avenue, Aurora, Illinois 


MiL=-STEEL SOUVUlreRMeEnt, sac. 
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TODAY'S GREATEST BUSINESS-BUILDING SPPORTOMITIES 
ARE WIDE OPEN TO EVERY ELECTRICAL 
CONTRACTOR WHO USES 









a a *°2100 


{fa FLUORESCENT LIGHTING SYSTEM 








; J ‘ @ Sell it as a combined feeder raceway, and suspension for lighting 
| | ne <a: i : ; fixtures plus the economy and convenience of plug-in connections 
— A its. 
| ——F LIGHTING FEEDER eee 
—* } i 
J @ Sell ic to span beams in factory and commercial 
ee ——_ buildings. 
— Oh, 


<_-@ Sell it as a show case, wall case or special pur- 
“ : Z pose flvorescent lighting strip with or without 
COMBINATION ~~ “a ; reflectors. 


@ Sell it as a combined outlet and lighting strip 
INDIVIDUAL OR in kitchens etc 


> MULTIPLE UNITS } 
~~, ASK FOR DATA SHEET 


> — A PLUG-IN-ANYWHERE concentence WIRING SYSTEM 





oo ay @ Sell ic for plug-in-anywhere convenience in homes, 
se 8) — offices, schools, hospitals, hotels etc. . . 
—" ee, <= ; 
- - = a) 3 
- >» . “a @ “All the outlets desired exactly where they’re needed” 
<< ~ ; ‘ —_- ? ¥ a 
—" i. ~ es —, - - . . 
a ao WORK BENCH = @ Sell it to industries for work benches, laboratories, test 
~ » 
KITCHEN ~ ~ B. racks, etc. . . 
“3 =. | be =) @ Sell it to department stores for display areas. 
; | | 
ig @ Sell it to architects, builders, housewives . . . the highest 
| STORE DISPLAYS expression of ADEQUATE WIRING. 
> | -_™ —_ = oe ro 7 
ees es ee : ASK FOR DATA SHEET 








@ SELL it to building management and to industry as an ideal “mid-size” 
circuit wiring channel. 


@ Interconnects with all other Wiremold Systems and with existing wires. 
Listed by U. L. with all necessary fittings for complete installation. 


@ Conveniently and economically Spans Beams. 


@ Hanger fittings 2108 A and 2108D meet all needs. 


ASK FOR DATA SHEET 


CRRNEEAING DATA SHIT SRRWCE 


Wiremorp 
Wiremold Engineering Data Sheets and other litera- CATAL 


LOG ano 
WIRING GViog 


ture are designed to help solve wiring problems. If 
K F & | No. 164 


you are not receiving this literature, send us your 
mame TODAY 


THE WIREMOLD COMPANY + HARTFORD 10, CONNECTICUT 
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MAKES EVERY SLICE RIGHT! 


Te. with famous TOASTSWELL, you can make any shade of toast you like —light, dark, 
medium, etc.— without watching or turning. And every slice will be perfect—every time 
—with a delicious sealed-in flavor. TOASTSWELL is the “pop-up” toaster you have 
been looking for—in beauty, performance, and dependability. Fully guaranteed, too. 
A lovely, useful appliance for any home—a wonderful gift for any bride. 

Also TOASTSWELL Electric Sandwich 

Toaster, Food Warmer, Waffle Baker 


At Better Dealers and Department Stores EITHER WAY YOU LOOK AT IT 


“TOASTS-WELL” OR TOAST. SWELL 


THE TOASTSWELL COMPANY at 
SAINT LOUIS 10, MISSOURI » as 

















To ASTSWELL‘S National Advertising for Spring 
appears in Ladies’ Home Journal, Saturday Evening Post, American 
Home, Better Homes and Gardens, House Beautiful, and Sunset. The 
total readership of these outstanding magazines is 56,848,000! Because 
of this powerful advertising, get ready for a big June Bride business— 
stock and display TOASTSWELL Toasters now! Above is a reproduc- 
3 tion of cne of our advertisements. 


























a 
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“3C" Bulletin 6080 A.C. MAGNETIC STARTERS 





40 


2 





For application on drives where mechanical limitations 
require reduced torque on starting, OF where power re- 
strictions limit amount of starting current, “SC” Bulletin 
6080 Primary Resistor type A.C. Magnetic Starters are 
recommended. Constantly increasing forque is developed 
by the motor as it comes up to speed—=q@ smooth start is 
produced since motor circuit is not inferrupted during 
transfer from reduced to full voltage. Moreover, this starier 
does not reduce power factor at which power is taken 
from line during starting period. 


Features of this starter include: 
Reduced voltage starting. 
Edgewound accelerating resistors. 
Definite time acceleration. 

Motor overload protection. 
Copper-to-copper contacts. 


Rolling and wiping action on opening and 
closing keeps contacts clean. 


Arcs quickly extinguished by blowouts. 
Swing out feature for wall mounting sizes. 


@ Mechanical and electrical interlocks on re- 
versing types. 


A complete line of motor starters is available 
through all “3C” Distributors. 


de {ny 








THE CLARK CONTROLLER CO. 


« 





< 
RYTHING UNDER CONTROL 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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ENGINEERED LIGHTING 


- -. and now the NEW 
SPERO SPOT UNIT 
gives you another 










o 


Large illustration shows the Spero “SULV-1” Spot 
Unit mounted between two ‘‘LVR-448’’ Fixtures. 
Designed also for the following combinations. 


Here’s the fixture you've been looking for - a correctly 
engineered adjustable spot unit for use with SPERO 
“LVR” 448 fluorescent luminaires. It uses either a 
Par 38 or an R40 lamp with adjustment to any fixed 
At intersection position up to 45° from the vertical, within a 360° 
“EVR fixtures. circle. “SULV-1” follows the contour of the Spero 

“LVR” and can be mounted in €} combinations with 
the “LVR” (see sketches at right) or individually. 












































«) At ends of ““LVR”’ fixtures. 





The Spero “SULV-1” Spot 




































































7 
-( Unit gives you another 
} plus to help you sell “en- 
-\ gineered lighting”. Write 
- Q for information. 
Between two “LVR” Spero “SULV” Spot Unit for separate mounting has 
fixtures at 90° angle. the same end pieces as the “LVR”. 
uy 


























Spero also manufactures Reflectors, Floodlights, Vapor Proof Units and 
various Materials for Electrical Construction. Write for Bulletin No. 10. 


The SPERO ELECTRIC CORP. cievetanp 19, on10 
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Here’s the challenge one 
utility executive directs at 
fluorescent lighting fixtures: 


“IT wish the manufacturers of 





fluorescent fixtures would cut 
out the claims and counter-claims and 
get down to business with some facts 
and useful information. I wish they’d 
be frank with us.’’ Those sound like 
‘fightin’ words’’ but CERTIFIED 
FLEUR-O-LIERS provide a ready 
short-cut for wholesalers, contractors, 


utilities AND users. 


And 
here’s the quick answer that 
As simplifies the problem: 
an 


- CERTIFIED FLEUR-O-LIERS are made by 27 lead- 
7 ing manufacturers. Although each manufacturer 
creates his own styling and design, basically the CERTI- 
FIED FLEUR-O-LIER fixtures are made to exacting specifica- 
tions for electrical and mechanical excellence... plus good 
lighting performance. They are tested, checked and CER- 
TIFIED by famous Electrical Testing Laboratories, Inc., as 
meeting all specifications. That’s why the CERTIFIED 
FLEUR-O-LIER Label on a fixture is all you need to assure 


you—without exaggeration—of top quality in fixtures. 





CERTIFIED 


im accordance 
ut a with Test 
Requirements of 


Wanupacturers 


Fleur-O-Lier is not the name of an individual manufacturer, but a group of 27 lead- 
ing fixture manufacturers. Participation in the FLEUR-O-LIER MANUFACTURERS’ pro- 
gram is open to any manufacturer who complies with FLEUR-O-LIER requirements. 


Specifications of 
Fleur-O-Lier Manufacturers 


ELECTRICAL TESTING 
LABORATORIES. INC 
NEW YORK WN Y 
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'S ADAPTABLE 


: homes, skyscrapers, hazardous loca. 
"Ons OF occupancies, Central Rigid 





Here's why. 














Central Rigid Stee Conduit is 
algun mode from steel Pipe thot is coret 
“ae wrt ond ductility. This is Your assurance it will mind 
pret sin, Hon and yet be easy to bend. Every length of 
2 te wel Conduit is carefully cleaned, Pickled and ri 
enameled ites a panties eparnany gehen 
cme " ° vont, these corrosion resistant finishes w th, 
psi moe rOIns without cracking. Threads on ev, —- 
eel Conduit and couplings are rig 
limits 


of accuracy. The r 
; ~ SNe results ore ti ne 
moisture ond dusi proot Oh, extra strong joints thet ore vapor, 











This is one of a series of SPANG ads 
which are appearing regularly in: 
Electrical Contracting; Electrical 
Equipment; Electrical West and Elec- 
trical World. 








Although prod, 

been Sediicoat Central Rigid Steel Conduit is Ot its peak, it’ 
‘mes to supply your distrib j abe 
utor with alk the conduit 


he needs. But be 
wre to keep in touch wi 
order as Quickly as he con, with him. He will fill your 


° SP 






































THIS ADVERTISING HELPS KEEP THE 


poor open 702 Suture Sales 


Rigid Steel Conduit Distributor. In this way it 
helps build future sales for you. 

Advertising to protect and build future sales 
is just one way Spang is trying to help Central 
Rigid Steel Conduit Distributors. In addition 
every effort is being made to produce greater 
quantities of this high quality conduit, so you 
can meet your customers demands. 


Even though the demand exceeds the supply, 
Central Rigid Steel Conduit Advertising ap- 
pears every month in leading trade journals 
read by your customers. 

In this way buyers are constantly reminded 
of the advantages offered by Central Rigid 
Steel Conduit. But more important—this adver- 
tising urges buyers to contact their Central 


— SPANG-CHALFANT—— 


cr 
VTompany 


Division of The Natio 


General Sales Office: Grant Bldg., Pittsburgh 30, Pa. 
District Offices and Sales Representatives in Principal Cities 
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KEYSTONE “KNOW HOW” MEANS 








f T No. 930 
1% \ Antique Copper 


or Satin Black 










No. 950 
Satin Black only 










No. L12-D 
LUMILINE 
BRACKETS 
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WORLD LEADERSHIP... 
Our Duty and Our Opportunity 





APITALISM in Europe and the rest of the 

world is challenged by a real and formidable 

rival, communism. For capitalism to thrive 
a reasonable amount of prosperity is essential. 
Communism uses poverty to advance itself. 

Except for the Western Hemisphere, most of the 
world came out of the war poor. Two years after 
V-E Day it is still poor. It needs dollars. It needs 
credit. It needs capital. It needs trade. It needs 
technical and managerial skills. 

If we in America are to help the rest of the world 
back to its feet, starting it again on the road to peace 
and a free economy, we should try to supply those 
needs within the limits of our capacity. 

We must not overtax our own strength. For the 
first requirement of a stable world is a strong 
United States. But we must accept leadership in 
international economic recovery — in our own self- 
interest. 

What can the United States do to help men back 
to prosperity in a world economy which will allow 
them freedom and incentive? There are many 
things. But here are two of the most important: 


1. The United States, through Congress, must 
determine the pattern and the total of the 
foreign loans or grants it can afford. We 
must answer three questions. How much 
will the new program cost? Can we afford 
it? Have we the technicians and managers 
to watch the loans, assuring their fruitful 


use? 


2. We must demonstrate that we do not intend 
to raise our tariff walls to prohibitive heights 
when our debtors begin to repay us in goods 
and services, which is the only practical 
way they can pay us. Otherwise our loans 
will become losses. 


If the United States is to meet even the minimum 
requirements of world rehabilitation, Congress 
eventually must authorize more advances than those 
to Greece and Turkey. The $400 million for those 
two countries will not do the over-all job of political 
and economic defense which we have begun. A min- 
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imum of $5 billion, if promptly and wisely applied 
in eight to ten countries, might suffice. BUT this $5 
billion will be on top of approximately $16.8 billion 
which we have spent or earmarked during the past 
two years for use abroad, including our full share 
of the World Bank and Fund. We shall do a faster 
and more effective job if Congress will thus add up 
the foreseeable total of our international aid, and, 
even though the total looks imposingly large, com- 
mit us to it, with proper collateral safeguards from 
the debtor nations. 

Congress need not try to foretell all contingencies, 
like last winter’s weather in Britain, and it cer- 
tainly should not create the impression that nations 
need only ask for billions to receive them. On the 
other hand, the war should have taught us the mis- 
erable consequences of “too little and too late.’ The 
President should have learned that he engenders 
skepticism by going to Congress with parts of a 
program, as he has done in the British, Grecian 
and Turkish loans. Within the limits of our capac- 
ity, we must make the decision now to see the 
whole job through — or throw in the sponge. 

In the interest of the debtor nations—as well as 
in our own interest—the loan program should be 
hard-boiled. Rehabilitation loans must really re- 
habilitate. They must produce a state of economic 
health which will permit the World Bank and pri- 
vate capital to take over the task of financing 
world recovery — as perhaps can be done today in 
France and the Low Countries. 

The loans, therefore, must be within the limits 
of our technical and managerial ability to imple- 
ment them. Without technical help, Greece can not 
use its loan effectively — to rebuild railroads, clear 
ports, revive agriculture. Without skilled super- 
visors, Germany can not be made to pay its way. 
Money alone won’t pull China from the brink of 
economic chaos. 

Our lending calls for more than money. It calls 
for trained personnel to help the recipients utilize 
the loans effectively — geologists, construction and 
sanitary engineers, monetary experts, and manage- 
ment and agricultural specialists. 


















“‘WIRE-NUTS”? FROM 
YOUR WHOLESALER 








EVERYTHING in this powerful, colorful Ideal | D f A L | y » oF, : 


campaign points to you! Every ad, every direct 
mail piece tells buyers that ‘Wire-Nuts” are 
available for immediate delivery through 
their Electrical Wholesaler. 

It's a big bid for business in a huge, profit- 
able market. Millions of Ideal ‘“Wire-Nuts”’ 
are in use—but the surface has only been 
scratched. Millions more will be used this 
year in the production of electrical goods, new SCREWS ON—like a nut on a bolt! 
construction, remodeling and repair work. Get 
your share of these big-volume sales. Write 
for details of Ideal’s promotion program — ; 
learn how you too can sell more IDEAL auay t> one-up te sell. One shagie epese- 

tion makes a better connection of any usual 


“Wire-Nuts” now! combination of wires. Ideal ‘‘Wire-Nuts’’ are 
. listed by Underwriters’ Laboratories, Inc.,and ap- 

* . ’ ‘ 
Trade Mark Registered U.S. Pat. Off. proved by other leading electrical authorities. 













(The Solderless, Tapeless Wire Connectors) 





Distributed Through AMERICA’S LEADING WHOLESALERS 
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Loans are necessary but they are only a first 
step. A long-range program requires the opening of 
the half-closed doors of world trade—our own 
door, too. 


We will have to get used to the idea that, when 
our debtors pay us, they must pay us largely in 
goods and services. Refusal to permit such repay- 
ments in the twenties helped start the world de- 
pression in the thirties - 


lower tariffs, fewer quotas and a free flow of private 
trade. The task is a long one, and the results are as 
yet uncertain, but, if success is achieved, an im- 
mense opportunity for good works and good earn- 
ings will lie before American businessmen. 

This is no picayunish opportunity. Authoritative 
estimates put our 1947 exports at $11 billion and 
our imports at $6 billion. That’s substantial. It is 

greater than the value of 





and the loss of our invest- 
ments. Imports do tend to 
raise living standards, and 
a two-way trade program 
need not require us to 
slash our present tariff 
rates. 


The complexion of our 
foreign trade has changed 
since the war. Our man- 
ufacturing capacity has 
increased and our raw- Eight 
material self-sufficiency is 
tending to decline. For ex- 
ample, we probably shall 
have to continue import- 
ing copper and zinc and to 
increase our prewar de- 
pendence on imported 
lead. We may soon have 
to depend heavily on im- 
ported oil, and—gradually 
—on a growing volume of 
iron ore from abroad. Our 
normal dependence on im- 
ports for commodities like 
rubber, tin and silk will 
continue. 


36 world centers. 


IST (London). 





Our population has gone 


A NEW ENTERPRISE 


Advocacy by the McGraw-Hill Publishing Com- 
pany, in the accompanying editorial, of an effective 
world economic policy is not a mere verbal exercise. such as automobiles ($9 
In the faith that we as a nation shall develop such a 
policy, this Company, following a trail blazed by 
leaders in American industry and finance, is expand- 
ing its operations overseas. 


A newly created McGraw-Hill International Cor- 
poration will push forward the frontiers of our tech- 
nical magazine and book publishing business through- 
out the world. The new Corporation comprises: 


international magazines—the 
McGRAW-HILL DIGEST, THE AMERICAN AUTO- 
MOBILE and EL AUTOMOVIL AMERICANO, 
PHARMACY INTERNATIONAL and EL FARMA- 
CEUTICO, INGENIERIA INTERNACIONAL 
CONSTRUCCION, INGENIERIA INTERNACIO- 
NAL INDUSTRIA, THE MACHINIST. 

A newsgathering agency, McGRAW-HILL 
WORLD NEWS, specializing in industrial and 
engineering coverage with correspondents in 


McGraw-Hill Publishing Company, Ltd. (Lon- 
don), serving the special needs of Britain and 
western Europe and publishing THE MACHIN- 


Five buyers’ guides — AUTOMOTIVE EQuUIP- 
MENT (in English and Spanish), CONSTRUC- 
TION EQUIPMENT, INDUSTRIAL MACHINERY 
and PHARMACEUTICALS (all in Spanish). 


In addition, the McGraw-Hill Book Company has 
an overseas network for the distribution of its books. 


all crops grown on our 
farms ($10% billion) and 
exceeds the value of all 
shipments of industries 


billion), textiles ($8 bil- 
lion) and chemicals ($8 
billion). 


International trade is 
vital, not to be shrugged 
off, not to be kicked 
around as a football of 
party politics. Republicans 
and Democrats agree on a 
non-partisan foreign po- 
litical policy. They should 
agree also on a non-parti- 
san foreign economic pol- 
icy. The foreign relations 
of the United States, po- 
litical or economic, can no 
longer be log-rolled hither 
and yon. 

A general program for 
international recovery, 
outlined here, will bring 
its full quota of aches and 
pains. But lack of a pro- 
gram will produce eco- 








up 10 million in the last 
decade, and we now have a $176 billion national 
income, making room for more imports. 

As a result of every nation’s recent attempts 
to make itself secure and self-sufficient by slam- 
ming its trade door, a world-wide series of quotas 
and restrictions is blocking international trade. Even 
more, government buying and selling threaten to 
take commerce out of the hands of private traders, 
placing it in the uninspired care of bureaucratic 
negotiators. 

Our government has taken the lead in calling the 
conference of 18 nations, now meeting at Geneva, 
to open as many trade doors as possible. The Ameri- 
can delegates will bargain product by product and 
country by country — all summer, if necessary — for 


nomic and political troub- 
les on a vast scale; timid retreat will invite economic 
disaster and war. 

By an intelligent, bold and resourceful program, 
we have a chance to win through to a long peace 
in the kind of world we want. Unless America 
provides the leadership, there can be no such pro- 
gram. Then Communism merely needs to hang 
around long enough to pick up the pieces. 


Ours is the responsibility and the opportunity. 





President McGraw-Hill Publishing Company, Inc. 


THIS IS THE 58tn OF A SERIES 
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New MAGNETIC STARTER 
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TRENDS 








Your Business— 


Past, Present and Future 
successfully in these days requires more than casual 


Running a busi- 
ness of any size 


knowledge of the field and where competition 1s par- 
ticularly keen, the fellow who steers the ship wants all 
the ‘‘weather” reports he can get from reliable 
sources. 

No matter how well or how badly any electrical 
wholesaler may have fared in the last seven eventful 
years, we are fully convinced that the greatest sales 
opportunities in the history of the industry now lie 
ahead. However, to take fullest advantage of those op- 
portunities will require not only familiarity with and 
study of past records but also constant watching of 
present trends and last but not least—for the purpose 
of defining individual objectives—some sound and rea 
sonable projections as to what seems to be ahead in the 
more distant future. In this issue we are providing 
the means for doing those three things. 

The recent seven eventful years are allowed to pass 
in parade with the record of the electrical wholesaling 
industry charted and important factors that affected 
its performance marked for attention and interpreta 
tion. 

Present trends are recorded and interpreted on 
ELECTRICAL WHOLESALING’s Business Index pages 
which provide opportunity for studying monthly scores 
nationally and regionally. 

The future 1950-1960 is projected as a preview of 
economic life in the United States of America as it 
can and may reasonably develop “if we succeed in 
maintaining high-level employment.” 

We believe that not withstanding the possibility that 
temporary setbacks may occur, the electrical industry 
and all its branches can share richly in the period of 
sound and wholesome growth that seems to lie ahead. 
But now and in the future the electrical wholesaler 
must continue to justify his existence by providing 
efficient and effective sales and distribution services 
more economically than is obtainable through other 
channels. 
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Surplus Goods That old adage about just 
two things being inescapable, in life, namely, death and 
taxes, may apply quite well in normal times, but after 
a war it certainly needs to have one more item added 
and that is “surplus goods.” Today—two years after 
the victorious ending of a global war,—we can’t think 
of a single line of business that has been or is now 
wholly immune from various types of disruptions due 
directly to the presence in the world’s market places 
of surplus goods. 

It is our considered opinion that ELecrricat 
\WWHOLESALING has done at least a consistent, yes, 
probably an outstanding job in warning its readers of 
the dangers inherent in the surplus goods problem 
and suggesting a sound policy for wholesalers to fol- 
low. However, in the light of recent happenings it 
appears desirable that our editorializing on this vital 
subject be reviewed briefly and our position be re 
stated once more. 

In our September 1943 issue—1943 is correct 
when the first case of dumping of surplus goods by a 
Government agency had come to our notice we urged, 
editorially, that regularly established business should 
start then to fight for a basic policy to prevent disrup 
tion of industries and to be followed by all Government 
departments. 

In the November 1943 issue we printed in full and 
suggested support of a broad plan of surplus goods 
disposal that had been presented to the Small Business 
Comunittee of Congress. 

In our December 1943 issue we again urged that one 
policy should cover all disposal activities and proposed 
that each industry should be represented by an Indus- 
try Advisory Committee in all Government activities 
involving the disposal of surplus goods. 

Our campaign for orderly disposal of surplus goods 
was continued through 1944 and into 1945, and in May 
1945, when we wrote our editorial comment on the day 
that President Truman broadcast the news of the un 
conditional surrender of Germany, we reiterated what 


(Continued on page 51) 
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INADEQUATE WIRING, the industrial jinx, is too 
heavy a burden for any factory power lines. For, 
overtaxed, overextended, obsolete wiring can cut 
operating efficiency 25 to 50 percent. 

And, sooner or later, this sinister acrobat causes 
tie-ups that result in costly shut-downs for extensive 
alterations.* 

Call in your plant power engineer, consulting 
engineer, electrical contractor or utility power sales- 
man. These are the men who can throw a net over 
him! i 
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* WIRE AHEAD, a new booklet discussing pre- 
ventive maintenance... the symptoms of inade- 
quate wiring ...and presenting plons for antici- 
pating electrical demand, is now in preparation. 
We shall be glad to send it on request as soon 
asitis available. Address our Advertising 
Department, 25 Broadway, New York 4, N.Y. 
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ANACONDA WIRE AND CABLE COMPANY 
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(Continued from page 49) 
we believe should be the attitude of every far-sighted 


‘ wholesaler, when we wrote: 


“Watching the surplus-goods ‘board’ no doubt will 
uncover some opportunities for some wholesalers to 
make a ‘killing’ just as is true of watching the stock 
market. But—chances are that for every one who 
makes a ‘killing,’ there'll be a flock of others who 
eventually will find that they lost money on ‘following’ 
the surplus goods sales. 

“Our money goes down on the wholesalers who 
stick to their knitting: Who will buy fresh, new goods 
from the manufacturer when they need them—sell their 
customers nothing but fresh new goods when they 
want them, and so will have No Kicks—No Come- 
backs—No Credits to issue. Satisfied customers, 
faster turnover, better profits are proven steps to long- 
term success.” 

We took occasion to reiterate this belief five months 
later, in the October 1945 issue, when we wrote: 

“Having just returned from Washington after con- 
ferences with several officials who are directly involved 
in that stupendous task, we are wholly convinced that 
every effort is being made to clear out surplus goods as 
swiftly as possible—with the least possible disturbance 
to long established practices in affected industries and 

at the best price obtainable, which means with the 
least loss to the tax-payer. 

“But, despite a noticeable earnestness of effort, 
neither those officials now in charge, nor for that 
matter, any other human beings, could sell out 50 to 
80 billion dollars worth of goods without hurting 
somebody's feelings. 

“Wholesalers in the electrical field as well as in 
other lines—from chewing gum to machine tools—will 
lose orders to the sellers of job-lots and surplus 
goods whenever price is the sole consideration. 
However, in the long run the wholesaler who 
buys and sells goods obtained from his regular 
suppliers is going to be better off than those who 
look for long profits by making short-sighted 
job-lot deals.” 

Now, in May 1947, while government agencies still 
are struggling with the disposal of huge quantities of 
surplus goods, we see no reason for changing the 
opinion previously expressed as to which is the wisest 
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course for electrical wholesalers to follow during these 
trying times. 

An industry that performed miracles in services and 
deliveries in helping our country win a global war, 
certainly is not going to allow itself to become serious- 
ly disrupted by the backwash of that war. 


* 


Calm After The Storm? “And what a 


storm” we must add, when we look back upon the 
last 6 or 7 years of battling with everything, includ- 
ing prices on everything. Of course, when we scan 
the daily paper we still find plenty of headlines that 
indicate how much the price situation is still riled up 
but, like a ray of sunshine breaking through the 
clouds to lay a line of sparkle across a troubled sea, 
comes a telephone call from J. J. (‘‘Jess”) Mitchell 
of Bull Dog Electric Products, advising us that 
effective at once that company has removed the esca- 
lator clause from all its quotations. 

Perhaps we don’t know all that has happened on 
the pricing front of electrical products but this exit 
the-escalator-clause notice from an important manu 
facturer means to us that perhaps at last the end of 
the price-escalating period is at hand. If that be so, 
then perhaps a brief period of steady calm on the price 
front will undoubtedly bring such increase in produc- 
tion and lowered costs, that downward adjustments 
of prices will follow. 


* 


Cover = Obviously the two curves showing sales 
and inventories of electrical wholesalers during the 
last seven years are a compact reproduction of the 
monthly charts that are shown elsewhere in this 
issue, 

The background, made up of general economic 
data curves is reproduced from the chart, “Business 
Activity in the Critical Years 1939-1946" as pre 
pared by Dun & Bradstreet, Inc., to whom we are 
indebted for permission to reproduce. 
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NO DETAILS FORGOTTEN 


If you are considering the electrical system for a new plant— 
or the re-wiring of an existing building—study the advantages 
of the present practice of simplifying electrical distribution. 

The high quality, uniformity of characteristics and long-life 
performance of Jefferson Electric Power Circuit Transformers 


have been a factor in the great increase in the use of present- 


Make One Service Do For Two 
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460 o« 575 VOLT 
460 o« 575 VOLT "S230 VOLT THREE PHASE SERVICE 
THREE PHASE SERVICE SINGLE PHASE SERVICE 
moot ther o-o 20-0 20-0 
Oneness a 1ememe OOO OO 6 
Soke bideenipleadhdiloste 
oMenem as tomonel | ' Sis 
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JEFFERSON 
TRANSFORMER 
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OoMeonem aa (omeme wt A A he a 
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16 230 Moron rots esason. T 1'6@ 280 v moTOR 
This diagram shows two service en- The same requirements are met by the 
trances—one 460 volts and the other more economical wiring plan through the 
115 volts—requiring two entirely sep- use of Jefferson Power Circuit Transform- 
arate wiring systems. ers. There is only one service entrance. 


day single service high-voltage plant 
distribution systems. 

These Transformers provide the 115 
or 230-volt service wherever desired but 
only the higher voltage, lower-cost cir- 
cuit need be installed throughout the 
plant. 

No details are forgotten in the design 
or construction. Convenient knock-outs, 
easily accessible roomy wiring compart- 
ment, and sturdy mounting brackets save 
installation time. Air-cooled they require 
no special vaults or enclosures. 

Write for Bul. 461-PCT. JEFFERSON 
ELECTRIC COMPANY, Bellwood, 
(Chicago Suburb) Illinois. In Canada: 
Canadian Jefferson Electric Co., Ltd., 
384 Pape Ave., Toronto, Ont. 

Listed and Approved by Underwrit- 
ers’ Laboratories, Inc. 


JEFFERSON 





POWER CIRCUIT—Dry Type 55°C 


TRANSFORMER 
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CLEC TRICAL 


AOLESALI 


WITH WHOLESALERS SALESMAN 








SOURCE The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesal- 
ing field are Collected and compiled by the Bureau of 


the Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of February 1947 


SALES With prices more stabilized than during the 
previous two months, sales of electrical goods through 
wholesalers in February 1947 showed a level of gain 
that seems quite in line with the general rise in produc- 
tion and new construction activities. Helping, too, was 
a gradually-increasing supply of the faster-moving elec- 
trical supplies which have been in short supply. 

Dollar sales volume for wholesalers in February in- 
creased to 341 percent of the 1939 average monthly 
level. Compared to January, that was a 19 percent gain 
in dollar volume. 

While that gain in February infers a larger gross 
profit for the wholesaler——because the sales were made 
at the post-OPA margins—it must be remembered that 
the wholesaler not only has seen his operating expenses 
skyrocketing but he must invest more capital in inven- 
tory than at any time in the industry’s history. There- 
fore the return on the wholesaler’s invested capital has 
not increased in proportion to the gain in gross dollar 
volume. 


INVENTORIES Stocks of electrical goods held by 


wholesalers throughout the country in “February 1947, 
at cost value, were 321 percent larger than the average 
monthly inventory in 1939. 

As this represented only an 8 percent increase from 
the previous month, and occurred at a time when de 
liveries from the majority of manufacturers were in 
creasing, it is evident that this was more a tonnage 1n- 
crease of inventories and less the result of higher cost 
prices which latter undoubtedly accounted for much of 
the large inventory gains in the previous two months. 

Although a gradual increase in inventories is an- 
ticipated for many months to come as many of the 
supplies now scarce become plentiful, few in the in- 
dustry expect to see any recurrence of the large month 
to-month gains in stocks which marked the 1946 in- 
ventory record. 


COLLECTIONS The collection percentage for February 
1947 was 82. This was 7 points below the collection 
percentage for the same month of last year, and the 
same as the percentage for January 1947. Accounts re- 
ceivable were down 4 percent from the level of the 
previous month, and 106 percent ahead of the accounts 
receivable for February 1946. 
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110 — 8 light Series loop type 
outfit — Tri-plug connection 
with open outlet for attaching 
additional sets. 
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3010 —7 light indoor Berry des MA Colot ROMA BUB 
Bead ovtfit — Has Add-on NO nd 
connector .. . fastens upright Be a coratt full 
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aati 3415—15 light Straight line outfit—Wires A 2 
in multiple .. . has Add-on connector 
. lamps burn independently. Q '% 
700—Illuminated Tree Top Angel. i & 
Silver wings and dress, Hidden j 
cardboard cylinder makes it ‘ i; rs) 
easy to slip over top of tree. ' | 
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—Comp with cord ; Pie > An —— 
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Ew Yo lamps and hala device give 
beautiful glow effect. 
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They're new—they're 
revolutionary — they're 
NOMA Bubble-Lites. 
Clever, colorful, alive 
with bubbling action 
—they sell on sight! 





ee. 


509—Noma Bubbie-Lites—Nine shimmering crystal clear can- 
dies of bubbling light, set in colorful plastic bases. Completely 
wired. Has special clip to make attachment to tree easy. 


NAME IN CHRISTMAS LIGHTING 
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Electrical Wholesaling 


BUSINESS INDEX 





REGIONAL ANALYSIS 


‘ALES volume of electrical wholesalers in the in 
») dividual geographical regions during 
1947 gave little indication of a uniform trend in all of 
the nine groups of states. Much of this unbalance be- 
tween independent regions probably can be charged to 
getting operations ad- 
justed to a free market after price decontrol which dis 
rupted the index of dollar sales totals by sending it to 
abnormal levels in December. 


february 


varying degrees of success in 


\ll regions, however, reported sales gains for the 
month. These increases did not fit the type of pattern 
that might be expected. While the industrial Kast North 
Central was reporting a gain of 30 percent in sales, 
which was 11 percent above the level for the couniry, 
equally-industrial New England had a gain of only one 
percent—18 percent below the national level. The agri- 
cultural mid-West, the South, and the industrial West 
Coast reported sales within a few points of the national 
figure of 119 percent. 

Inventories, too, were not evenly balanced among 
the nine regions. Nevertheless, wholesalers in all 
groups of states, except the South Atlantic region, re 
ported gains in their stocks of electrical supplies 

Although there was this lack of balance in inven 
tories of electrical goods between the different regions, 
reports from within the various regions indicate that 
there is now considerable tniformity in delivery of 
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FEBRUARY, 1947 


Figures in this table apply to the geographic divisions 


as outlined and numbered in color on map above 








SALES | INVENTORIES 
February 1947 February 1947 
Compared in °%, with Trading Compared in %, with 


Jan. Feb. | Region Jan. Feb. 
1947 1946 [SeeMap)| 1947 1946 
101 119 | 113 156 
119 145 2 108 192 
130 149 3 106 195 
120 ii 4 107 168 
115 109 5 98 148 
119 95 6 126 231 
120 108 7 112 200 
118 114 8 116 216 
116 121 9 108 170 
For 
119 124 U.S.A. 108 181 











various materials to wholesalers everywhere. However, 
the supply of bulky goods still is irregular due to the 
transportation situation, because shortages of boxcars 
result in serious delays at the point of origin. 
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flexibility in conformance 
with Code, where fixture is 
mounted 12 inches or more 
from conduit. 
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Miustrating use of Types “ESD” and “ESS"’ Swivels 
with Appleton Explosion-Proof Fivorescent Fixture y) 
- 
} 
5 
f 
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NGLE MOUNTIN 


to provide complete flexibility—also ceiling fitting, 
fixture canopy and other hanging devices pre- 
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PATENT 
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Type “ESD” Explosion-Proof Swivel 
gives complete flexibility for mounting 
all types of single-hung lighting fixtures 
inh dous | , in conformance 

















bee and exclusive with Appleton . . . added 
Muility, even greater ease of installation and 
yconvenience in maintenance . .. are provided 
iby advanced Appleton engineering and de- 
)sign in Explosion-Proof Lighting Equipment. 


‘These 3 important advantages are provided: 


1. Appleton Explosion-Proof Fluores- 
cent Lighting Fixtures now are de- 
signed to hang either straight, in the 
conventional manner, or with the re- 
flector tilted at an angle of 45 degrees. 
See both in picture above at right. 
Each fixture is provided with two hubs 
at each end—one for straight mount- 
ing, the other for 45-degree mounting 
—with a plug to close the unused hub 
opening. 


2. New Appleton Type ‘ESS’ Explo- 
sion-Proof Swivels permit Explosion- 
Proof Fluorescent Lighting Fixtures, 
mounted end to end, to be swung out 
of line for convenient re-lamping or 
other service. 


VA 
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COMPLETE FLEXIBILITY FOR ALL 
EXPLOSION-PROOF FIXTURES WHEREVER REQUIRED 


3. All Explosion-Proof Lighting Fix- 
tures may be mounted more than 12 
inches below the conduit line, in com- 
plete conformance with the 1947 Na- 
tional Electrical Code, Article 500, 
with Appleton Type “ESS” and Type 
“ESD” Swivels. Type “ESD” provides 
entire flexibility and uniformly 
perpendicular suspension. 


Now Appleton Explosion-Proof Fluorescent 
Lighting is ideally suited to panel-boards, 
meters, gauges—wherever 45-degree mount- 
ing adds to lighting efficiency or is desirable 
for any reason. Any arrangement of fixtures, 
including close mounting in straight line, 
becomes practical with the use of new 
Explosion-Proof Swivels. 


All the original advantages of Appleton 
Explosion-Proof Fluorescent Lighting are 
carefully maintained. The improvements are 
typical of the practical approach of Appleton 
engineering to every electrical fitting require- 
ment... an approach which constitutes the 





with 1947 Code. At right, it is shown 
with pendent-type fixture. 


main reason that the name Appleton, throughout the in- 
dustry, means “STANDARD FOR BETTER WIRING!” 


Sold Through Electrical Wholesalers 
APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue + Chicago 13, Illinois 
Branch Offices: NEW YORK, 50 Church Street ¢ DETROIT, 7310 
Woodward Avenue e CLEVELAND, 1836 Euclid Avenue ©¢ SAN 
FRANCISCO, 655 Minna Street . ST. LOUIS, 420 Frisco Bidg. 
* LOS ANGELES, 100 North Santa Fe Avenue « ATLANTA, 724 
Boulevard, N. £. «© BIRMINGHAM, 6 N. Twenty - first Street « MINNE- 
APOLIS, 305 Fifth Street, S. © PITTSBURGH, 414 Bessémer Bidg. 
* BALTIMORE, 100 E. Pleasant Street * BOSTON, 10 High Street « 
DENVER, 1509 Seventeenth Street « PHILADELPHIA, 1017 Cherry Street. 
Resident Representatives: Cincinnati, Dallas, Kansas City, Milwaukee 

New Haven, New Orleans, Seattle 
Export Representatives: International Standard Electric Corp, 
7 Broad Street, New York 4,N. Y 


SEND TODAY 


Big Appleton Catalog, illustrating 
and describing more than 15,000 
types and sizes of wiring equipment, 
gladly sent FREE, on request, to any 
user of such material. 
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PUSH FINGERTIPS! 
34 U T T °° ad Sf pa for operation up to 600 volts AC 


or DC. All markings are engraved on the 


~“ ; 
§ TAT é o 7 & "4 \\\ buttons—colored red for STOP and black 
y 4 for most other designations. All buttons 


FEDERAL NOARK ‘ / AT YOUR 






cad and selector switches readily turn 90 deg., 


Lent to read easily in any position. 
HEAVY DUTY 


CONTROL 








STANDARD DUTY 


Federal noarx 


Exec. Offices: 50 Paris St., Newark 5, N. J. © Plants: Hartford, Conn. CONTROLS FOR LIGHT AND P OWER 
Newark, N. J. © St. Louis, Mo. © Long Island City, N Y 


FEDERAL ELECTRIC PRODUCTS COMPANY, MANUFACTURERS OF A COMPLETE LINE OF ELECTRICAL PRODUCTS 
INCLUDING: MOTOR CONTROLS, SAFETY SWITCHES, CIRCUIT BREAKERS, SERVICE EQUIPMENT, PANELBOARDS 
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Division, explained the advertising pro 
New York Area Wholesalers gram which will back up the wholesalers 
in selling lamps. 
Vi > N | P k ] tit t Alston Rodgers, special lecturer of the 
isit e a ar ns 1 u e Institute staff, presented tricks with light 
ing tools in his stage demonstration, 
‘Aladdin's Lamp Business.” 
Wholesalers importance in lamp distribution and sales H. H. Green, lighting activities spe 
, . P ‘ cialist of the Advertising Division, ex- 
picture emphasized during special program for 110 sinless Vebialin: wells’ ol Win’ tile 
Metropolitan New York visitors at Lighting Institute = ‘ture and pointed out the wholesaler’ 
place in the coming markets 
G. V. Weir, managing director of the 
EEWA, represented the visitors on the 


LEVELAND—The General Electric during the afternoon program in the program and urged the members of 
Lighting Institute at Nela Park was Institute auditorium. K. G. Reider, EEWA to cooperate with General Elec- 
host to 110 electrical wholesalers of the manufacturing administrator, spoke on tric in creating a greater volume of lamp 
greater New York City area April 17 the subject, “Producing the lamps for _ sales. 
for a tour of the Lighting Institute and you to sell.” A social hour and dinner at Wade Park 
a program dramatizing the sales oppor Mr. Parker discussed the lamp sales Manor climaxed the day’s events before 
tunities in the lighting business. outlook for the future and W. H. Rob- — buses returned the wholesalers to their 


The Lamp Department’s Atlantic Sales inson, Jr., manager of the Advertising train for their return to New York. 
District in New York sponsored the rail 
excursion jointly with members of the 
Eastern Electrical Wholesalers Associa- 
tion, making this the first special train 
to run into Cleveland for the purpose of 
bringing visitors to the Institute. 

H. A. Olson, manager of the Lamp 
Department’s Atlantic Sales District, was 
chairman for the event. The wholesalers 
met at the Biltmore Hotel in New York 
for dinner April 16 before boarding their 
special cars. P. D. Parker, Lamp De- 
partment general sales manager for Fast 
ern districts, welcomed the group upon 
their arrival in Cleveland after their 
over-night ride. Special buses carried the 
guests to Wade Park Manor hotel for 
breakfast and then to the Lighting Insti- 
tute. 

Lighting specialists of the Lamp De- 
partment’s Engineering Division discussed 
lighting and lamp markets in demonstra- 





tion areas during a three-hour tour of 


the Institute. IT’S COFFEE — HONEST! “Snack” period broke up the 9 to 1:30 morn- 
R. H. Humbert, sales administrator ing session of “Atlantic Day” with coffee and Danish pastry. (No liquor 
of the Administration Division, pointed served at Nela Park Institute.) Left to right: W. J. Kahn, Tudor Electrical 


Supply Company; H. A. Olson, manager, Atlantic Sales District, Lamp 
Department, General Electric Co.; G. V. Weir, Eastern Electrical Whole- 
salers Association. 


out the importance of the wholesaler in 
the lamp distribution and sales picture 
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CROUSE-HINDS 


Panelboards and Distribution Centers 


The illustrations show a representative selection from the 


designed for its own purpose. 


— . 
CROUSE-HINDS “complete line” 
means much more than just a range 
of sizes — there is a wide variety of 
highly specialized types in each 
product classification. | 
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Type YSW Vaportight 

and Raintight Condulet 

with Four Single-Pole 
Circuit Breakers 





Type DVSP Dust-Tight 
Vaportight and 
Raintight Condulet 
with Three Double-Pole 
Circuit Breakers 





Dust-Tight and 


Type DVSP Dust-Tight Raintight Condulet 


Vaportight and 
Raintight Condulet 
with Two Single-Pole 
Circuit Breakers 


Circuit Breakers 





Type DVP Dust-Tight 
Vaportight and Raintight 
Panelboard with Sixteen 

Siagle-Pole Circuit Breakers 





Type DVSP Dust-Tight 
Vaportight and 
Raintight Condulet 
with Six Single-Pole 
Circuit Breakers 


Type EDP Explosion-Proof 

Dust-Tight and Raintight 

Panelboard with Sixteen 
Single-Pole Circuit Breakers 


Type WBP Raintight 
Panelboard with 
Nine Single-Pole 
Circuit Breakers 

Can Be Padlocked 





Explosion-Proof Distribution Center Installation 


Complete listings of each type are 
in Condulet Catalog No. 2500. 


Syracuse 1, N. Y. 


dozens of different CROUSE-HINDS Panelboards — each 


Type GUSC Explosion-Proof 


with Two Single-Pole 








CROUSE-HINDS COMPANY 





: Type ESP 
Type GUSC «ing 
Explosion-Proof Explosion-Proot 


Dust-Tight and ~~ 
Raintight Condulet , 
with Four Single-Pole Penclbeerd with 


Peana~ Four Single-Pole 
Circuit Breakers Circuit Breakers 





Type EDP Explosion-Proof 

Dust-Tight and Raintight 

Panelboard with Drains 
and Breathers and Twelve 
Single-Pole Circuit Breakers 











Type DVS Dust-Tight 

Vaportight and Raintight 

Distribution Center 
Installation 


Nationwide 
Distribution 

| Through Electrical 
Wholesalers 





Offices: Birmingham -- Boston —- Buffalo — Chicago — Cincinnati — Cleveland — Dallas —- Denver Betroit - Houston - Indianapolis — Kansas City — Los Angeles — Milwaukee — Minneapolis 





New York Philadelphia — Pittsburgh Portland. Ore San Francisco - - Seattle - - St. Lovis — W. 


: Albany — Atlanta — Charlotte — New Orleans 


CROUSE-HINDS COMPANY OF CANADA. LTD.. Main Otte and Plant: TORONTO, ONT. 





CONDULETS - 
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TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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E. E. I. Sales Conference 
Attendance Record Broken 


Three day annual sales conference of Edison Electric 


Institute stresses need for better selling of electrical equip- 


ment, careful analysis of markets and economic stability 


HICAGO—With eleven sessions 

A scheduled, and more than fifty speak- 
ers participating, the Edison Electric 
Institute held its 13th annual sales con 
ference at the Edgewater Beach Hotel in 
this city March 3lst to April 3rd. Ap 
proximately 800 delegates representing all 
branches of the electrical industry heard 
industry leaders discuss many phases of 
selling in the commercial, farm, residen- 
tial and industrial fields. The attendance 





BETWEEN SESSIONS during the Edi- 
son Electric Institute’s annual sales con- 
ference—Reese Mills, Westinghouse and 
W. J. Donald, National Electrical Manu- 


facturers Association. 


was the largest in the history of the 
Institute’s sales conferences. 

Opening the conference, Ralph P. Wag 
ner, chairman, Commercial Division, Gen- 
eral Committee of the Institute, told the 
delegates, “We are now on the verge of 
a buyers’ market, where selling will again 
be a must for every sale.” Mr. Wagner, 
who is commercial manager, New York 
Power & Light Corp., pointed out that 
even though prices for electrical service 
decreased when most prices were going 
up, the time is coming when electric 
companies will need the selling tools 
which the Institute is providing 

Rural Electrification Award 

The Thomas W. Martin Award for 
outstanding performance in promotion of 
rural electrification during 1946 was pre- 
sented to the Central Vermont Public 
Service ‘Corp., Rutland, Vt. Ralph J. 


Bugbee, director of the company’s farm 
department, accepted the award for the 
Vermont corporation from H. M. Saw 
ver, chairman of the Institute’s Prize 
Awards Committee. Honorable mention 
in the 1946 Martin Award contest went 
to the Minnesota Power & Light Co., 
Duluth, Minn. 

The importance of getting sales pro 
grains organized and operating was 
stressed time and time again by the many 
speakers at the conference. Don G 
Mitchell, president, Sylvania Electric 
Products, Inc., addressing the closing 
meeting of the General Sessions, said, 
“If American industry is sincere in want- 
ing the minimum of governmental inter 
ference in the operations of our economy, 
then industry must assume the responsi 
bility of providing the sales that will in 
sure reasonably full employment.” Mr. 
Mitchell told the gathering that if sales 
manship is to do the job in its new re 
sponsibility it would need new marketing 
tools and new sales management concepts 

“The faster our sales programs get 
moving, the sooner will we be over this 


period of adjustment, and get into the 





JAMES T. COATSWORTH, commercial 
director, Edison Electric Imstitute, ex- 
plains part of the program to one of the 
800 delegates. 


period of prosperity. In the hands of 
those who are entrusted with marketing 
has been placed the economic welfare of 
our employees, our companies and ou 
country,” Mr. Mitchell said. 

According to John D. Gill, one of the 
speakers at the opening session, the 
chances of achieving maximum industrial 
productivity, the basis of national secur 
ity, depends upon favorable answers to 
five questions. Mr. Gill, who is an 
economist and a director of the Atlantic 
Refining Co., Philadelphia, outlined the 
questions as follows: 1. Is there full o1 
nearly full employment? 2. Are profits 
used to provide needed productive ca 
pacity? 3. Are inventories normal? 4. Is 
the standard of living rising or declining ? 

\re Jarge groups receiving benefits 
denied the rest of the population ‘ 

“Planned Lighting Means Profit Load” 
is the keynote of the industry-wide 


Continued on page 117) 








WHOLESALER’S SALES MEETINGS—The Harry Cooper Supply Co., 
Springfield, Missouri recently conducted two sales meetings for dealers in 
Springfield and Joplin, Missouri. Each manufacturer's representative was 
allotted a portion of the meeting to describe and demonstrate his line. The 
Harry Cooper Supply Co. found the meetings so successful that similar 
projects are being planned for the future. 
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Greatly increased production facilities enable us to meet 
the constantly growing demand for ADVANCE Ballasts 
- now made to meet all Fluorescent lighting needs. 


60 cycle 50 cycle 
118 Volt 150 Volt 208 Volt 220 Volt 236 Volt 


Single and double 15, 20, 30 and 40 Watt 
High Power Factor and Low Power Factor 


Write at Once For Information 
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1100 W. CATALPA AVE. + CABLE ADDRESS: “ADTRANS” + CHICAGO 40, ILL., U.S.A. 
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To Make This Age 
“(50 An Electric” : “re id 
Let's Think And Act Cooperation 


Only if the interdependence declaration is accepted by executives, 





salesmen and staffs and expressed in coordinated planning and acting 


by individuals and groups of all four branches of the electrical 


industry can the “Coming Electrical Age” truly “GO ALL ELECTRIC” 


By R. Stafford Edwards 


President, 


National Electrical Manufacturers Association* 





T is a great pleasure for me to 
be with you today as a represen- 
tative of the National Electrical 

Manufacturers Association. I have 
been well instructed so if you dis- 
agree with what I have to say, don’t 
blame your committee. One point 
of instruction was that I hold the 
time down to thirty minutes, and on 
that point I can guarantee satisfac- 
tion, 

I am sure that I have little to 
say that you will not have thought 
of yourselves. Hence, this is to be 
just a chat between people in the 
same industry, and even twenty 
minutes is a long time to chat. It 
was also explained to me that inso- 
far as this particular meeting goes, 
my host is the Apparatus and Sup- 
ply Division; that your selected 
theme was “Go All Electric,” and 
that I should discuss that theme in 


‘terms of particular interest to that 


division. 

Frankly, that leaves me almost 
speechless because it seems ridicu- 
lous for the representative of five 
hundred electrical manufacturers to 





R. Stafford Edwards 


take up the time of nine hundred 
electrical wholesalers discussing 
such an obvious admonition. What 
other way can we go but “All Elec- 
tric’? It would be just as logical 
to suggest to a combined meeting 
of defense attorneys, prosecutors 
and judges that they should go “all 
legal,” or suggest to a combined 
meeting of automobile manufactur- 
ers, distributors, dealers and repair- 
men that they should go “all auto- 
mobile.” 
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On the basis of my own interpre 
tation of that slogan I could now 
say, “Thank you very much” and 
sit down, but this is too excellent 
an opportunity to expand a view- 
point in the hope that when I am 
finished “Go All Electric’’ may 
mean more to all of us than it has 
in the past. 

We have all perhaps associated 
that phrase with the effort that 
NEMA has initiated to wake up the 
whole electrical industry to the fact 
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that we have a competitor in the 
appliance market. The liquefied pe- 
troleum gas industry is a tough 
competitor and the electrical indus- 
try has been sleeping in over-confi- 
dent composure. I am not going to 
spend much time on that interpreta- 
tion of “Go All Electric” because 
frankly I cannot see it as anything 
but just another clear-cut example 
of the necessity for all segments of 
this electrical industry viewing their 
problems as total industry problems 
rather than as the individual prob- 
lem of the utility, the manufacturer, 
the wholesaler or the contractor. 

If you read the literature 
which is going out into the field, 
you will have discovered that elec- 
tric cooking and electric refrigera- 


have 


tion offer many advantages over gas, 
but in my own small winter cottage 
in the South I use gas for both. I 
can't hang my head in shame _ be- 
cause the reason why is very simple. 
Neither electric coc king nor electric 
refrigeration has any advantage over 
gas when there isn't any electricity, 
and it is a sad but true fact that, 
in the particular district I mention, 
the power goes off if two robins sit 
on the line instead of one. 

[ am not bringing this up in any 
sense of criticism whatsoever, be- 
cause | am familiar with the reasons. 
The utility has been prevented by 
war conditions from making its serv- 
ice more dependable, 

[ mention it only because it illus 
trates the fact that the prosperity 
of all branches of this electrical in- 
dustry is influenced by the particu- 
lar problems of any one of its 
branches. The truth of the matter is 
that while | would feel foolish in 
saying, “Go All Automobile” to a 
meeting of the automobile industry, 
| believe if you will all draw upon 
your past experiences you will ad- 
mit that we have a definite need for 
more cohesive industry thinking in 
the electrical industry. 

Referring again to this small ex- 
ample, | must say that the dealer 
who sold me the gas stove and gas 
refrigerator was very quick to point 
out the frequent failures in the sup 
That 
good salesmanship and was to be 


ply of electric power. was 
expected. On the other hand, I was 
surprised to discover that the electri- 
cal dealers in the town were just as 
quick to point it out and shrug their 
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shoulders in despair at the condi- 
tion. 

I was interested enough to talk to 
the sales office of the lighting com- 
pany and they explained the situa- 
tion to my complete satisfaction, but 
it was pretty obvious that they had 
not gone out of their way to put 
the electrical dealer in a position to 
defend the existing condition, or to 
explain that they had definite plans 
for correcting the situation as soon 
as conditions permitted. 

I traced it even further to dis- 
cover that the wholesaler, through 
whom the dealer bought his gas 
stove, was, in reality, an electrical 
wholesaler. He had never handled 
gas stoves before but, because this 
condition existed where the power 
interrupted, he 
took the attitude that he might just 
as well sell gas Here he 
was competing with himself and ac- 
tually handicapping himself in his 
normal future market. 

We 


industry ; 


was occasionally 


stoves. 


have four segments of the 
each with active associa- 
tions, each burning midnight oil to 
solve its own particular problems, 
but it is my belief that those prob- 
lems are should be 


considered to a 


common and 


commonly much 
greater extent than at present. 
Basically, all four branches of this 
industry are in business to make a 
living. If the utilities cannot make 
enough money to supply power, 
what future has my company in 
devices that need the 
power? If the wholesaler cannot 
make enough money to give us ade- 


making 


quate distribution, then we cannot 
get the manufactured goods into the 
of the 
lf the contractors cannot 


market to use the 
utilities. 


power 


make a reasonable living, another 
link in the chain is broken, 

Wehave seenexcellent results from 
cooperative effort in such things as 
the Adequate Wiring Campaign. 
One of your own members, Herbert 
Metz, has done a great service to 
the whole electrical industry as 
Chairman of the Plan Committee of 
the National Adequate Wiring Bu- 
reau, and later as Chairman of its 
executive Committee. 

\lso, just a year ago, N. J. Mac- 
Donald presented to you the Electri- 
cal Interdependence idea and you 
were quick to endorse it and lend it 
your considerable support. This type 





of effort 1s what “Go All Electric” 
really means to me: working to 
further the broader viewpoint of 
the complete electrical industry 1n- 
stead of losing ourselves in the prob- 
lems of our own particular branch 
of the industry, which branch is ab- 


solutely impotent if the other 
branches are not successfully meet- 
ing their problems. 

Yes, the Adequate Wiring Cam- 
paign has unquestionably been suc- 
cessful too, yet for purposes of com- 
parison I believe we could well 
afford to view it in the light of 
what another industry might do in 
a similar campaign. If this were 
an adequate plumbing campaign | 
suggest that the requirements for 
certification would be far higher 
than we, in the electrical industry, 
require. I suggest again that this 
condition because we have 
not been able to coordinate the 
thinking of the four branches of our 


industry to the extent that is justi- 


exists 


fied, and have instead had to com- 
promise too much with the individ- 
ual problems of the four industry 
branches. 

I would like to give you a simple 
illustration which is of minor im- 
portance but is nonetheless indica- 
tive, and I stress again that none of 
my illustrations is meant to be criti- 
cal. If you put a 6c push button 
and a 20c doorbell in today’s new 
home it measures up to all the sig- 
naling needs for certification. They 
that 
homes for sixty years. It is the 


have been putting much in 
bare minimum; just a slight ad- 
vancement over knocking and _ yell- 
ing, “Open the door, Richard”: it is 
certainly not a standard in keeping 
with modern developments and the 
generally accepted scale of American 
living. We, as an industry, are far 
too bashful. Can you imagine a 
modern home being certified as hav- 
ing adequate plumbing with the old- 
fashioned tin bathtub ? 

[ personally have been very fortu- 
nate in that my first experience in 
our industry was as the employee of 
a wholesaler. I have always been 
very grateful for that education. I 
When I en- 
tered the manufacturing field it was 
simply like moving across the hall, 


learned a great deal. 


not moving across the tracks. | 
wish I had worked for a contractor 
and for a utility too. 
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If the past indicates need for some 
method of cooperative thinking in 
our total industry, the future cer- 
tainly emphasizes that need. I don't 
want to bore you with statistics, but 
if we are going to think in terms of 
common future interest it won’t hurt 
us any to take a look at the common 
future market. 

The adequate wiring program 
alone speaks in terms of 4,000,000 
new homes that must come within 
five and another 2,300,000 
where the occupants want 
electrical modernization. We are 
talking of 235,000,000 simple items 
such as boxes, receptacles, switches, 
fuses and circuit breakers. We are 
talking of 800,000 more costly items 
in service equipment, and wire for 
20,000,000 branch circuits. We are 
talking of 10,210,000 units such as 


years, 
he mes 


refrigerators, dish washers, ranges, 
heaters, controls and other 
We are talking of $48,- 
000,000 worth of electrical equip- 
ment 


water 
appliances. 
necessary for generation, 
transmission, distribution and sub- 
stations. 

[ll admit that 
dream figures, so let’s assure our- 


these sound like 
selves of a firm foundation by re- 
calling the concrete proof given you 
a year ago by a representative of 
NEMA. He started with the rela- 
tively small example of an electric 
$71.00 
business to the manufac- 
illustrated sale 
and installation would mean in terms 
electrical and 
equipment. I won't repeat all of the 
details of his 


range representing only 
worth of 
turer and what its 


of other devices 


illustration but will 
remind you that the value of those 
other SETS. 


QOO,000 as the normal consequence 


devices amounted to 
of the sale and installation of only 
1 000,000 ranges. 

The total electrical industry has 
always had a tremendous interest 
in the farm and rural market and 
in the immediate future that market 
looks better than ever because our 
farmers are in better financial posi- 
tion, and there is every indication 
that their earning capacity in the 
future will be far better than it has 
\V ell-informed 
men in our industry have set a fig- 
ure of $500,000,000 worth of wiring 
$2.500,000.000 


worth of equipment that the farmers 


been in the past. 


to take care of 


need and want. It is estimated that 


power line construction alone for 
this market will cost $1,000,000,000. 

Because we are all experiencing 
a period of uncertainty, I am not 
going out on a limb to the extent 
of saying that this market will be 
here next week, next month, or even 
many 
nomic difficulties on our doorstep. 


next year. There are eco- 
We may have to go through a reces 
sion or even a depression, but one 
fact stands out like a lighthouse. 
There are not enough places for 
people to live in either the cities, the 
suburbs, or the farmlands of this 
country. There are not enough 
schools and hospitals. Eventually, 
there must be great construction 
activity, and that has always been 
the keystone of prosperous business 
in this country. 

Cooperative thinking as a total 
industry is a necessity if we are to 
We 


competition, 


service this vast future market. 
shall 
and I am not thinking of that com- 


have plenty of 
petition in such restricted terms as 
gas versus electric power. This will 
be a buyers’ market in every sense 
of the term, with every other indus- 
try competing for the buyers’ dol- 
lar. We shall have to compete with 
the plumbing industry for the buy- 
er’s dollar and we have, in that 
industry, a far better example of 
cohesive cooperative thinking — be- 


tween manufacturing, distribution 


and installation than we have yet 
attained in our own industry. 
Sounds as if it were my secret 
ambition to be a plumber, doesn't it ? 
tiowever, 1f you have built any sort 
of a structure yourself, L suggest 
that 


comparison. lhe 


you look back and make the 
plumbing manu 
facturers designs are not only the 
result of his own aevelopment but 
retiect the experience of the distrib 
utors and the plumbing contractors 
to a tar greater degree than is true 
in many branches of the electrical 
industry. 

Perhaps you may even have no 
ticed that it isn't at all unusual for 
the plumbing contractor to approach 
you with suggestions for improving 
the installation even though the cost 
will be a bit lugher than originally 
specified. 
have come 


In contrast, you may 


across an occasional electrical con 
tractor who is inclined to suggest 
cost saving eliminations from. the 
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original specifications. [et me has- 
ten to say that I don’t blame the 

contractor. I think the 
fault lies largely with the manufac- 
and the 


electrical 
turers distributors in not 
having convinced that electrical con- 
tractor that it is an industry requisite 
for him to do as good a selling job 
as he does an installation job. 

If you will think it over carefully 
[ believe you will have noticed that 
there is far less compromise with 
quality and adequacy where plumb- 
ing and heating is concerned in the 
architects’ and engineers’ specifica- 
tions, There is a very strong incli- 
nation on their part, however, to 
regard the electrical installation as 
offering the best place to look for a 
reduction in cost. 

\gain, I would not blame the 
architect or the engineer but would 
suggest that their attitudes are due 
entirely to the fact that they are 
approached by four separate 
branches of this electrical industry, 
each one so concerned with its own 
individual problems that it 


sight of the fact that making the 


loses 


final sale one of quality and ade- 
quacy is the one problem of all four 
branches—a total industry problem 

a common problem. 

\We have experienced the very es- 
sence of the Electrical Interdepend- 
ence idea in the cooperative effort 
behind the Adequate Wiring Cam- 
paign. I think all four branches of 
our industry are enthusiastic about 
it. But 
compared to the opportunities we 


isn’t this a mere peanut 
will have for cooperative effort in 
the huge future market ¢ 

| wish that | had a specific con 
crete plan to offer whereby repre- 
sentatives of the four branches of 
this great electrical industry could 
constitute themselves as some sort 
of a congress to view their separate 
problems as problems of the whole. 
that to 


have a far greater knowledge of the 


| must leave others who 
inner workings of all four branches 
of the industry, but with the definite 
promise that they may have my 
wholehearted interest and coopera- 
tion, 

Until our industry does grow up 
to the point where we have a specific 
and definite plan to make it more 
homogeneous, there are some things 
we can all contribute in a small way. 

Kor one, might | that 


suggest 
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why you should specify 


WIRE AND CABLE INSULATION MADE FROM 


for manufacturing, domestic, industrial, and utilities wiring 


ee 





Excellent electrical properties 
Thin coating of insulation 
More conductors in a given space 


Resistance to ozone, wear, sunlight, 
water, chemicals, and most other 
normally destructive factors 


* © © Gooor: 





14 colors including NEMA standards 
Ease of handling l 
I 
Easy stripping i 
Be sure to specify wire or cable insulated with 
Light weight GEON in order to get a// these advantages. Or, 


for information regarding special applications 
———_—_ me please write Department K-5, B. F. Goodrich 
Chemical Company, Rose Building, Cleveland 


15, Ohio. In Canada: Kitchener, Ontario. 


B. F. Goodrich Chemical Company .... .2::::....... 


GEON polyvinyl materials © HYCAR American rubber « KRISTON thermosetting resins « GOOD-RITE chemicals 
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there is great opportunity to edu- 
cate our own salesmen to the fact 
that they are not isolated and that 
they are, in fact, supplementary to 
the salesmen of the other three 
branches of the industry. Perhaps 
this is still just another facet to the 
interdependence idea. 

Next, I suggest that the execu- 
tives in each branch of our industry 
make a conscious effort to interpret 
the problems of the other three 
branches to the people in their own 
organization. Even though they may 
not know the answers to these prob- 
lems, the very fact that they assume 
an attitude of tolerancy themselves 
will have a salutory and important 
effect on the people in their own 
organizations. It is very easy, if you 
are a manufacturer, for your sales- 
men to excuse their own shortcom- 
ings by criticising the wholesaler, 
and vice versa. It is very easy for 
the salesmen of both manufacturer 
and wholesaler to be impatient with 
the electrical contractor. 

Certainly no practical method for 
overall industry cooperation will be 
found unless the four associations of 
the four segments of the industry are 
running at utmost efficiency so that 
there is at least some spare time for 
consideration of overall industry 
problems, 

Towards that end I suggest that 
we all participate in the affairs of 
our respective associations to as 
great a degree as humanly possible 
and not let so relatively few mem- 
bers carry the burden. Please don’t 
misunderstand me and _ interpret 
these thoughts as indicating a de- 
sire to meddle in any way with the 
scope and concept of your associa- 
tion or any of the other industry 
associations, or of suggesting 
changes that would interfere with 
the primary purpose of these asso- 
ciations. ‘ 

It has just been my hope that in 
taking advantage of this opportunity 
to speak to you I might be able to 
suggest a broader and more pur- 
poseful conception of the term ‘Go 
\ll Electric.” I think it is needed, 
[ think it must come, and I think it 
will come. 

*Under the title “Go All Electric,” this 
address was delivered by Mr. Edwards as 
part of the “This Coming Electrical Age” 
program at the 38th Annual Convention 
of the National Electrical Wholesalers 


{ssociation, Hotel Traymore, Atlantic 
City, May 4-8, 1947. 





DECLARATION 
Of Electrical Interdependence 


Adopted by 
THE NATIONAL ELECTRICAL WHOLESALERS 
ASSOCIATION 


At the 37th Annual Convention 


Chicago, Ill. — April 22, 1946 


HEN, in the course of scien- 

tific progress, the great 

power of electricity was first 
directed to the service of mankind, 
and in the brief measure of these 
sixty-seven electrifying years has 
transformed our national life, a 
proper respect for the electrical 
wholesaling industry's responsibility 
toward the coming Electrical Age 
requires that all electrical wholesal- 
ers shall now publicly declare their 
sense of obligation and interdepend- 
ence, 


We hold these truths to be self- 
evident: 


That it is the manifest destiny and 
privilege of the electrical industry to 
remove from the American scene 
every last vestige of avoidable un- 
necessary and wasteful hardship in 
living and working ! 


That our industry has immedi- 
ately before it the opportunity to 
create patterns of electrical use for 
\merican homes, industries, farms 
and every major portion of Ameri- 
can enterprise, all of which have 
used but a fraction of the strength 
of electrical service that is theirs to 
command ; 


That the shadowy dreams of the 
founding fathers of our industry are 
just now being seen on the horizon 
of tomorrow's Electrical Age in the 
full perspective of their promise; 


That we, the members of the Na- 
tional Electrical Wholesalers Asso- 
ciation, who have developed a new 
spirit of cooperation and reached 
unimagined achievements in the fire 
of world conflict, do fully realize the 
true measure of the electrical indus- 
try’s responsibility to the future eco- 
nomic health, welfare and progress 
of our beloved country ; 
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That, because the patterns of elec 
trical products have and will in- 
creasingly become the very form, in 
fact the life-blood of every phase of 
life in the Electrical Age just begin 
ning ; 

That, in consequence, we, as elec- 
trical wholesalers, because of our 
key responsibility in the distribution 
of electrical products, hereby join 
with electrical manufacturers in say- 
ing to the American people, “We 
will do our part in bringing to the 
markets more products and_ better 
products at less money, and thereby 
help to create and maintain the high 
levels of employment vital to our 
future ;” 


That we can and do say to the 
American people, “the great power 
of Electricity will make your liv- 
ing and working conditions better, 
healthier and happier” ; 


Therefore, the men and women 
of the electrical wholesaling indus- 
try who today deal with this great 
force now grown froma single glow- 
ing filament into a_billion-pronged 
servant of progress, realizing their 
obligations and the increasingly 
complex character of their respective 
undertakings, do hereby declare 


RESOLVED...that all Mem- 
bers of the National Electrical 
Wholesalers Association recognize 
their common cause for progress 
into the Electrical Age; that all rec- 
ognize the factor of electrical inter 
dependence between branches with 
in our industry; that all will hence 
forth be ardent supporters of the 
electrical idea to the end that this 
Declaration of Electrical Interde 
pendence shall become a living docu 
ment in honor of our pioneers and 
in trust for the welfare of those who 


follow. 
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GB) WHITE IS EASY TO HANDLE ON ANY JOB 


Men who work with General Electric White rigid con- 
duit /ike the way it handles. They're sold on it because of 
its true threading, its even cutting, and its smooth interior 
surface, which makes wire-pulling easy. Advantages like 
these build new orders and repeat orders for G-E White, 
because it’s the kind of raceway contractors want. Take a 
tip from the men who install it—push G-E White for 


construction speed and for smooth, permanent raceways. 


AND @B WHITE GOES IN TO STAY 


When jobs are done with General Electric White, you 
can count on it to stay in service. Its hot-dipped zinc coating 

inside and out—and its hard, smooth Glyptal* lacquer 
finish resist the attacks of atmospheric corrosion. 

For details on our complete raceways line, write Section 
C53-526, Appliance and Merchandise Department, General 
Electric Company, Bridgeport 2, Connecticut. 


*Trade-mark Reg. U. S. Pa 


GENERAL @ ELECTRIC 
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RACEWAYS ROUND-UP 


with 


& 


Look to General Electric for every- 
thing you need for conduit installa- 
tions. Thecom- 


CRIS) plete line in- 


cludes locknuts, 

> bushings, con- 
nectors, wedges, 

& | reducers, enlarg- 
ers, caps, ells, 

straps, boxes—practically all the ac- 
cessories necessary to wiring safety 
and convenience. Try the new, exclu- 
sively General Electric, S-shaped bar 
hangers, too. They are adaptable to 
any stud spacing, and are easily and 


quickly installed. 





The electrical flexibility of buildings 
equipped with General Electric Q- 
Floor wiring is 
assured, since 
every cell of the 
flooring can be 


used as electrical 





raceways as need- 
ed. Outlets, which 
can be placed anywhere in the floor 
on six-inch centers, can be added or 
changed with little expense. Ask us 
for the complete story on General 


Electric Q-Floor wiring. 





General Electric Black conduit is a 


useful partner of General Electric 





White. It is coated with a hard, baked- 
on finish that provides outstanding 
protection from liquid chemicals, 


fumes, acids, and oils. 
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ighting Trends For 1947 


Report of meeting of Industrial and Commercial Lighting 


Committee held at Hotel Pennsylvania — New York, N. Y. 


By W. W. Booth Chairman 





N opening the meeting, your 


Committee gave consideration 

to preparation of an agenda and 
other plans which should contribute 
to the success of future meetings to 
which the lighting manufacturers 
would be invited as guests. At pre 
vious meetings, it was recalled, the 
manufacturers had attended in num- 
ber participating generously through 
giving of their time and contribution 
of their ideas. We note, however, 
the numbers of manufacturers, Io- 
cated at a distance and the burden 
of travel time and expense involved 
in their attendance. Since the sub- 
jects for consideration at this meet- 
ing related primarily to the whole- 
saler’s own problems it had been de- 
cided to forego the usual invitation 
to manufacturers to attend this 
meeting of the Committee. 


Committee’s Convention Program 


Mr. Byers reviewed the Conven- 
tion program with particular refer- 
ence to the plans of the Program 
Committee for the Apparatus and 
Supply Division meeting on May 
7th. At the general session, spon- 
sored by this Division, it is pro- 
posed that the report of the Resi- 
dential Lighting Fixtures Commit- 
tee and this Committee will be com- 
bined and presented in the form of a 
dramatic skit, to be prepared in co- 
operation with the Nela Park staff 
and presented by that organization. 
The presentation will require about 
one hour and will include develop- 
ments in both the residential and 
the commercial and industrial light- 
ing fields. 





WW 


It was suggested that this skit 
should include reference to the 
Scientific Personnel Selection Pro- 
gram and the Basic Sales Training 
Program and place proper emphasis 
on the use of these facilities by the 
wholesaler as they relate to the de- 
velopment of the lighting market of 
the future and the calibre of sales 
activity needed in view of the rapid 
advances in lighting techniques in 
recent years. 

Mr. Byers stated that the Resi- 
dential Lighting Fixture Committee 
has made reference to the recent 
report of the Operating Cost Com- 
mittee which shows attractive mar- 
gin rates for the distributor on the 
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’, Booth 


sale of residential lighting fixtures. 
This report showed 26.4 percent 
gross margin to sales, with the ob- 
vious conclusion to be drawn, that 
the handling of these products and 
portable lamps offer good profit pos- 
sibilities for the electrical whole- 
saler. In the Convention program 
May 7th, emphasis will be placed on 
this point and also that the electrical 


wholesaler is the logical outlet. 
Lighting Trends for 1947 
The committee considered current 
trends and prospects for developing 
the lighting market during the com 


ing year, each member citing certain 
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Fixtures shown are: 


Streamlite 
Curvelite 
Flushlite 
Striplite 
Industrialite 


with FEDERAL’ Gedzez \|I\l\|{\|llllf, FIXTURES 


SEE OUR EXHIBIT 


STORE 
MODERNIZATION 
SHOW 
JULY 7 TO 12 
Grand Central Palace 


NEW YORK CITY 
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FEDERAL ELECTRIC COMPANY, Inc. 


























Federal’s new price structure and adoption of distributor and in- 
creased jobber discounts means you can now supply top quality 
Cold Cathode Lighting by stocking 

DEPENDABLE — LONGER-LIFE— FEDERAL FIXTURES 
Increased beauty of design flows throughout the entire line. Federal fix- 
tures have that “extra-something” that gives top customer appeal... 
more Sales. 
Stock with confidence, sell with confidence, plus the assurance of prompt 
delivery . . . and enjoy full profit advantage of the ever-growing popu- 
larity of Federal Cold Cathode Lighting. 
And remember . . . Federal’s standard guarantee is still in effect, both 


lamps and fixtures fully guaranteed for one year (except lamp breakage). 


8700 SOUTH STATE STREET - CHICAGO 19, ILLINOIS 
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Present: Members of the Com- 


mittee: 


W. W. Booth, Chairman, Gen- 
eral Electric Supply Corp., 
Bridgeport, Conn. 

H. P. Litchfield (Sub. for A. D. 
Hammond), Graybar Elec. 
Co., Inc., New York, N. Y. 


B. Merritt (Sub. for W. G. 
Thomas), Mill-Power Sup- 
ply Co., Charlotte, N. C. 


M. P. Nickerson, Westing- 
house Elec. Sup. Co., New 
York, N. Y. 


S. J. Rale, Rale Elec’! Sup. Co., 
Asbury Park, N. J. 











of the influencing factors—Sales es- 
timates are up over 1946. 

The development in 
lighting is not yet fully underway 
and consequently it is believed the 
big lighting market is still ahead of 


post-war 


us. There have been no radical new 
developments or designs in new 
equipment. We will soon need bet- 
ter training for our salesmen be- 
cause we are rapidly approaching a 
buyers’ market. There is little doubt 
that better products will be in de- 
mand in the future and will require 
more efficient handling all along the 
line. 

The widespread increase in light- 
ing standards brought about by the 
war has been a great boon to our 
industry. For the next year the 
limiting factor will likely be the 
supply of fluorescent lamps. This 
market cannot be fully tested be- 
cause of the limited supply of fluor- 
escent lamps. The number of man- 
ufacturers engaging in the fixture 
business has increased considerably 
and there is now a tremendous out- 
put of all the conventional types. 
Standards and quality need to be 
raised. We believe it is essential to 
emphasize that more effective, crea- 
tive selling must be done. 

It was reported that many of the 
early, ineffective fluorescent installa- 
tions are already being replaced. It 
is becoming more and more neces- 
sary to provide thoroughly adequate 
installations, to fulfill customers’ de- 
mands. This trend is distinctly en- 
couraging because it is further evi- 
dence that the years of educational 
effort on the part of the industry is 
now bringing results. Owners now 
want entire areas well lighted and 
not just machines or individual lo- 
calized sections of an interior. 

The incandescent lighting market 
was viewed as being good, notably 


so for outdoor lighting local sports, 
athletic and recreational area light- 
ing. Likewise, incandescent lighting 
is much in demand for supplemen- 
tary lighting and in the industrial 
field for vapor-proof and other spe- 
cialized applications. We should 
note the vast need for relighting in 
schools throughout America, much 
of which will be accomplished 
through the continued use of ap- 
propriate types of incandescent fix- 
tures in view of the lower equip- 
ment needed to meet the 
budgets provided for these improve 
ments. 

Mr. Pyle commented that esti- 
mates for the lighting market this 
vear had been compiled earlier and 
showed a potential sale of $300 mil- 
lion for 1947 at the wholesale level 
for all types of lighting and lamps. 
This, he said, represents about 20 
percent of the wholesaler’s total bus- 
iness. 


costs 


This figure would indicate 
that the market for commercial and 
industrial lighting, floodlighting and 
miscellaneous equipment (without 
residential fixtures, portables or 
lamps) would be about $150 million 
for 1947. The further comment was 
made that prices in the lighting field 
had not increased as much percent- 
agewise as had been the case with 
many other electrical commodities. 


Inventories 


The fact that inventories have 
been increasing rapidly from month 
to month again is a reminder that 
this is an inherent problem of our 
business. We have, in addition, the 
problem of obsolescence, which is 
not present to such a great degree in 
other product lines especially in the 
supply and construction materials 
commodities. In a large measure 
this is caused by the great diversifi- 
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cation of product in the lighting 
field, particularly in commercial fix- 
ture types—i.e., wattages, styles, 
sizes and the complexity of lighting 
installations. We must constantly 
try to outguess the demands of a 
local market. In order to sell a job 
we often must have available every- 
thing that is needed for its comple- 
tion. Great emphasis was placed on 
the seriousness of the inventory sit- 
uation at present and it is suggested 
that all distributors serving this field 
review their inventories very care- 
fully. 

It seems apparent that there is at 
present a tremendous output of the 
standard individual types of com- 
mercial fixtures. It was _ further 
noted that the number of manufac- 
turers, most of them new to the field 
and operating locally, has 
greatly increased. 


been 
Many of these 
sources are producing the standard 
types of individual commercial fluor- 
escent fixtures, with the result that 
production of these fixtures could 
become an avalanche. The total out- 
put has been tremendous in recent 
months, resulting in the present in- 
ventory situation. Your committee 
feels that it would be advisable to 
take note of this situation while 
sales and demand are still heavy be- 
cause better designs and types may 
become available later this year. 

It was pointed out the Depart- 
ment of Commerce in its monthly 
reports had shown that the present 
inventory situation of electrical 
warrants most careful 
consideration. These reports had 
made the same point with reference 
to the entrance of many 


wholesalers 


new pro- 
ducers into the commercial and in- 
dustrial lighting field who were not 
active before the war. The Depart 
ment’s review showed that sales, for 
November 1946, November 
1945, were up 55 percent, while in- 


over 


ventories had increased 155 percent 
over the period, 


Promotion Material 


This subject was considered in 
some detail. It was assumed that 
the real value of promotion mate- 
rials developed by the manufactur- 
ers can only be realized through ef- 
fective use on the part of the distrib- 
utor. The costs of producing such 
literature are much greater than in 
previous years. Some manufacturers 
claim that wholesalers order quanti- 
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HI-LAG LINK DESIGN —%réorcant! 


One piece thickness of renewal link, 
produces strong lag characteristics. 


The WARE HI-LAG Renewable Links are designed to provide 
longer time lag for handling starting, as well as other temporary 
harmless overloads. Always assuring 100°% Protection. 


Note exclusive design of WARE HI-LAG Links: the square ends 
which increase contact areas and maintain low resistance without 
overheating; the wide metal areas in body, which absorb excessive 
heat from motor starting current and short heavy surges; the narrow 
cross members, which allow for expansion without sharp bending; the 
fusing points, which open with a minimum of arcing on short circuits. 


No fuse is more dependable than its link. The WARE HI-LAG 
Renewable Link of one piece and uniform thickness, insures 
dependable absorption of heat for time lag. Other exclusive fea- 
tures include the Spring Tension Locking of Links into Circuit— 
Double Bridge Knife-Blade Assembly—Gas Vents and Simplified 
Construction, only 3 Parts. 

Start selling WARE HI-LAG Fuses today! Give your custom- 
ers more satisfaction—greater economy with less fuse worries. 





HI-LAG FERRULE FUSE CONSTRUCTION 


Our ferrule type fuse has a heavy brass bar, which Write for Broch “ure giving deta ils of 
locks into open end ferrule, bridging fuse case a ’ y ee “ane 
This bridge locks link to prevent twisting and cap all the ( OOL k A( TS, SULES and prices. 


tightens on new center contact. No sagging wash- 


Ey sctthens A450 W.LAKE $T.-- CHICAGO 24, ILL. 
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ties of promotional folders and cata- 
logs beyond their needs or other- 
wise do not efficiently use the quan- 
In order 
to prevent waste and to derive the 
direct benefits from the use of this 
material, it is recommended that 
every distributor should designate 


tities that are furnished. 


one individual in his organization 
whose responsibility, among other 
duties, would be the ordering of 
literature and catalogs and also su- 
pervise its distribution. It was sug- 
that the distributor might 
provide a suitably imprinted binder 


gested 


to accommodate various pieces of 
promotional literature, that these 
binders could be used effectively by 
their salesmen. 

It was felt that many manufac- 
turers should provide more complete 
catalog information. Especially 
needed are more photographs of in- 
stallations, giving the necessary de- 
tails, descriptive literature for mail- 
ing with quotations and descriptive 
folders to be left with the customer. 

It was the these 
present that should 
make every effort to use manufac- 
turers’ promotional materials and 
and to 


consensus of 
distributors 


catalogs more effectively 


avoid waste. 


Claims 


Breakage was considered a_ par- 
ticularly serious problem at the pres- 
ent time. It that 
losses due to breakage of glass, sock- 
resulted primarily because 
of the inadequacy of packing mate- 
rials. 


was conceded 


Cis,. Ce. 


In connection with losses likely to 
be incurred by wholesalers and due 
to powers beyond their control, the 
committee felt that 
should be appraised of the following 


wholesalers 


causes of such losses: 

(a) Liability for delayed deliver- 
ies. (b) claims for reimbursements 
costs for 


of labor and 


for replacement of defective com- 


installation 


ponent parts. (c) delays in comple- 
tion of installation resulting in loss 
of occupancy of premises. 


Development of Special Equipment 


Mr. Merritt reported that no ade- 
quate type of fixture has been de- 
signed for the textile industry. 

In textile factories, there is both 


high humidity and an acid condi- 
tion, which combine to rust fixtures. 
The I. E. S. Committee has worked 
on this problem but he did not know 
of any result that had been reported. 
It was pointed out that the standard 
types of fixtures now available are 
not taking care of these and other 
special needs, particularly in indus- 
trial plants. 

Mr. Byers referred to statements 
made by S. B. Williams, at the last 
meeting of Committee, when 
Mr. Williams was president of the 
. = 


this 


The Committee requested 
N.E.W.A. Headquarters to write to 
the Illuminating Engineering So- 
ciety to present the thinking of this 
committee on the question of special 
fixture designs to meet specific con- 
ditions and, further, to ask that 
group if they have anything to re- 
port with reference to their research 
on this subject. 

It was pointed out that good 
fluorescent lighting layouts require 
careful planning for future expan- 
sion. In estimating future lighting 
requirements it is of particular im- 
portance to consider flexibility that 
might later permit continuous runs 
and also the possibility that present 
non-production areas may later re 
quire higher lighting levels. 

The Committee recommended that 
manufacturers give consideration to 
providing blank wiring runs, or 
channels, which would permit light 
ing installation layouts capable of 
meeting all future requirements. 


Prospects for Slimline, Circline and 


Cold Cathode 


The Committee believed that fix- 
ture manufacturers were not yet 
ready to get into production on fix- 
tures for any of these new sources, 
and would probably hesitate to do 
so on a large scale. The problems 
of shipping and handling would be 
difficult. It was stated that cold 
cathode is tailor-made 
proposition. The shortage of stand- 
ard fluorescent lamps will probably 
limit developments in equipment for 
other lamp types during 1947, 


largely a 


Better Marking of Cartons 


It was believed that clearer mark- 


ing of all cartons was needed 
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marking which would specify all 
contents and component parts. Such 
markings should give the number of 
the fixtures, its specifications, make 
of starter and the make of ballast. 
Such information would help manu- 
facturers later difficulties. 
Some manufacturing companies, it 
was said, use illustrated labels which 
also show the catalog number and 
give descriptive information about 
the fixture and supplementary parts. 

The committee asks that members 
bring the subject of the more com- 
plete marking of cartons to the at- 
tention of their manufacturing sup- 
pliers. 


avoid 


Packaging of Lamps with Fixtures 


It was the consensus of the Com- 
mittee that it would not be to the 
electrical wholesaler’s advantage, 
economically or from the standpoint 
of service, to manufacturers 
ship lamps with fixtures. 


have 
The rea- 
sons for this viewpoint were stated 
to me: 

1. The additional cost of the lamps 


themselves as well as 


charges, 2. 


packing 
Obsolescence. 3. Loss 
through lamp price reductions. 4. 


Breakage, 


Other Business 


The Committee recommends to all 
members selling fluorescent lighting 
that it is to their advantage, as well 
as that of the industry and_ the 
buyer, to sell better lighting. It is 
true in this field that 
installation must be tailored 
to fit the specific application in all 


especially 
every 


respects. 

The Chairman read a letter from 
the 2nd National Lighting Exposi- 
tion announcing that the Exposition 
will be held at The Stevens, Chi- 
November 3-7, 1947. At the 
Committee’s request, details of a 
prize competition recently an- 
nounced by the Exposition Commit- 


Cago, 


tee will be released to all members 
through the N.E.W.A. Newsletter. 
Ilectrical wholesalers are one of 
four groups eligible to compete. 

There being no further business 
before the Committee it 
stood adjourned at 4:20 p.m. 


to come 
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\ @ Any way you look at it, the ‘Toastmaster’ toaster is a bell ringer. It's 
: perfection. Here, 25 years of unmatched experience give you a product 





fees you can sell with confidence. The ‘Toastmaster’’* toaster must be Amer- 





“Be > = oo of S300 <ulohediMmiilosiencdelilicte Ml olgeliloM el-\eel't-Minle)a- ol-to)e)(-Mella-toloh Mehndi) 
. EM | one than all other makes of automatic toasters combined! It’s the one 
“. . toaster you can depend on in competitive times to ring the bell oftener, 
where it counts most—on your cash register. 


_TOASTMASTER 22% 
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Fair Trade Price 


LIGHTING AMERICA 
At Home And At W ork 





W. H. Robinson, Jr. 


HATEVER any of us may 

think as individuals, three 

out of every four people in 
this country believe that their oppor- 
tunities are better at this moment 
than were the opportunities of their 
parents. And 75 them 
are confident that their children are 
going to have an even better break 
in life. 

That is the state of mind of the 
American public as revealed in a 
survey recently conducted by /or- 
tune magazine. No doubt this opti- 
mistic attitude of the American pub 
lic is partly on facts and 
partly on faith, both of which are 
important to people, companies, and 


percent of 


based 


nations. 

In the 
attempt to present a few of the facts 
upon which is built our unlimited 
faith in the immediate and long 
range future of the lighting bust- 
I will attempt to submit evi- 
dence that the great percentage of 
wholesalers’ 
represented by 


next few minutes I will 


ness. 
the electrical business 
which is already 
lighting sales can become even great- 


By W. H. Robinson, Jr. 





1dvertising Manager 
Lamp Department 
General Electric Company* 


in the vears ahead 
rus. 

It would be stimulating to rem 
nisce over our pleasant past as we 
of the electrical industry together 
brought electric light to the homes 
and businesses of America and es 


tablished an essential depression- 


resistant business. But it will prob 
ably be more profitable to look ahead 
to the 
which is before us, 


challenge and opportunity 


\t this moment we are at that stage 
in our business where we have suc 


ceeded in chasing darkness out of 
doors and now are ready to bring 
the sun indoors. Literally, we have 
at last the tools and the techniques 
to bring into every dwelling, fac 
tory, othce, school and store all ot 
the important benefits of sunshine 
and that means, gentlemen, that the 
ceiling of lighting opportunities has 
been lifted far above any level where 
it will stop you or me in our life 
times. 

At the E.E.1. Sales Conterence in 
\pril 2, Mr. 


Chicago on 


Harry 


30,000,000 LIVING ROOMS need 4 times as much light 


In the home modern lighting not only brings protection of priceless eyesight, but 
it is the finest medium to beautify the home. The number and flexibility of today’s 
light sources give the home owners a wide selection to satisfy almost any home 


lighting need. 
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Sunshine lighting costs only a fraction of the cost of the appliances in the modern 
electrical kitchen, but it adds as much as any appliance to the homemaker’s pride 


and satisfaction in her kitchen, 





Restofski, Chairman of the Better 
Light Better Sight Bureau, summed 
up his magnificent presentation of 
lighting needs and opportunities 
with the following statements of 
fact : 
FOR BETTER SIGHT 

30,000,000 HOMES need 4 
times as much light 

258,000 SCHOOLS need 7 
times as much light 

100,000 OFFICE BUILD- 
INGS need 5 times as much light 

200,000 FACTORIES need 4 
times as much light 

To Mr. Restofski’s facts I will 
add an equally well established fact : 


FOR BETTER SELLING 

1,500,000 STORES need 6 
times as much light 

Permit me to assure you that 
neither Mr. Restofski nor I are re 
ferring to an engineer’s dream of a 
lighting paradise. Figures are based 
only on the application throughout 
the land of the kind of lighting which 


is now being produced and is al 
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ready being installed in ever increas- 
ing amounts to the gratification of 
a light hungry public. 

The public certainly won't buy 
this lighting to please you or me. 
It will buy good lighting when it 1s 
given a chance because nothing 
which costs so little pays so much in 
the dividends-user satisfaction. 

Surely, there is no doubt in any 
of our minds but what we have 
plenty to offer the 30,000,000 homes 
which need 4 times as much light, 
258,000 schools which need 7 times 
as much light, 100,000 office build- 
ings that need 5 times as much light, 
200,000 industrial plants which need 
4 times as much light, and 1,500,000 
stores which need 6 times as much 
light. But that does not mean that 
these people will necessarily receive 
the light which they need, or that 
the lighting industry will automati- 
cally receive the volume of business 
which is obtainable. 

There is ample evidence that quite 
the reverse is possible. We know 
that right now people are buying 
more lamps and lighting fixtures 
than they ever bought before. We 
know that some terrible lighting 
jobs are being installed. Further- 
more, we know that the sellers’ mar- 





Some office workers now enjoy—and millions more soon will—the full benefits of 
lighting that is right in quality and quantity, but it must be correctly engineered 
and installed to assure achievement of all the benefits to employer and employee 


100,000 OFFICE BUILDINGS need 5 times as much light 
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ket has already been replaced by a 
buyers’ market in several parts of 
the lighting industry, and that al- 
most over night the vast majority 
of our lighting products will be in 
that buyers’ market. You and | 
know that we haven't been selling 
lighting, gentlemen, we ve just been 
dishing it out when and where we 
could, and that sleigh ride is just 
about over. In the face of what we 
all know is ahead, permit me to 
again quote from Mr. Restofski’s 
remarks at Chicago. 

“The major elements of this in- 
dustry have never rolled up their 
sleeves and really gone to work to- 
gether to sell good lighting straight 
across the board. It is high time 
that we do.” 

To that statement I say a fervent 
“amen” and to the Planned Lighting 
Program for the Electrical Industry 
sponsored by the Edison Electric 
Institute I say “hail.” I wish all of 
you could have been at Chicago to 
have heard Mr. Joseph Schuchert’s 
dynamic and dramatic presentation 
of this great program, It was a 
elorious fruition of the idea which 
he conceived in his operation with 
the Duquesne Light Company and 
has plugged for on any and all oc- 
casions. In my opinion it offers all 
of us in the sales end of lighting a 
chance to move up from the minor 
to the major leagues of selling. 

The Planned Lighting program, as 
I understand it, is simply an organ- 
ized effort to prevent wasteful cus- 
tomer expenditures for unsatisfac- 
tory lighting, and deliver instead the 
user benefits which modern lighting 
can so beautifully bestow. 

In buying a refrigerator, range, 
radio, or any other electrical appli- 
ance, the customer is almost certain 
to receive all of the major benefits 
of that appliance. But it is not so in 
lighting. Lighting doesn’t come in 
a complete package. Whether we 
have a program or not, every light- 
ing installation must be planned and 
assembled by someone. If it is poor- 
ly planned everybody loses—if it is 
well planned and executed every- 
be dy gains, 

As you will note from the fol- 
lowing, the Planned Lighting pro- 
gram insures better lighting plans 
and more people qualified to prepare 
and execute them. All parts of the 
industry may profitably participate 


Oe A 


, sii af 
16st? 
a 





ABOVE —The interiors and windows of America’s 1,500,000 retai! stores 


today 


represent the most active lighting market that this industry has ever seen—and it 
is the duty of the salesman to see that the lighting is “tailored” to adequately 


fulfill the merchant's needs. 


1,500,000 STORES need 6 times as much light 





BELOW—A _ modernly-lighted store, like the one shown here, makes full use of 


fluorescent for over-all illumination and incandescent for accent lighting. 


With 


such installation the retail store cannot help but profit from the sale of such a 


complete lighting job. 
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AVERAGE STORE 


Feet) 
Hours per Day — 10 
Days per Month — 25 
Hours per Year — 3000 
KWH Rate — 4c 
Fixtures Installed at List 
Lamps — List less 25% 
Wiring, per Outlet — $8.00 


PRESENT LIGHTING 
Owning Cost 


10—200-watt Filament Fixtures Amor- 
tized Annual Operating Costs 


Lamp Renewals $8.00 
Electricity $240.00 
ANNUAL LIGHTING COSTS _ $248.00 


11 FOOTCANDLES 


MENACE LIGHTING 
Annual Owning Cost 


10 two-40-watt Fluorescent fix- 








Annual Lighting Costs $!66.!5 
13 FOOTCANDLES 


improvement over 


lighting.) 


(No real existing 


PLANNED SALES LIGHTING 
Annual Owning Costs 


12 four-40-watt Fluorescent 
fixtures 





filament with fluorescent on 


EVERYBODY WINS WHEN YOU, 
MR. WHOLESALER, SELL PLANNED LIGHTING 


Example of how everybody wins when stores are modernized 


with 1-3-5-10 Planned Sales Lighting as opposed to replacing 


a fixture-for-fixture basis 


| Showcase, Shelf and Feature 


Store Area — 20 x 50 (1000 Square | 


tures .. ane $ 25.00 | 
(Amortized in 10 years) 
Interest, Insurance, Taxes, 
Maintenance — 624% 16.65 
$ 41.65 
Annual Operating Costs 
Lamp Renewals $ 4.50 
Electricity 120.00 
$124.50 


$ 48.00 | 








Lighting 43.20 
Wiring 32.00 
$91.20 

Interest, Insurance, Taxes, 
Maintenance — 644% 60.73 
$151.93 

Annual Operating Costs 

Lamp Renewals $ 56.52 
Electricity 513.60 
$570.12 


Annual Lighting Costs $722.05 


35 FOOTCANDLES PLUS PUNCH 
LIGHTING 


CERTIFIED SALES INCREASES 
FROM 
PLANNED SALES LIGHTING 


Average 
Sales Gains 
After Re-lighting 
Apparel Shops 21% 
Automotive Stores 19%. 


Kind of Store 


Drug Stores 24%, 
Food Stores 20%, 
Filling Stations 24%, 
Furniture—Household— 

Radio Stores 17%, 
General Merchandise 227, 
Hardware Stores 40%, 
Jewelry Stores Co yA 


Suppose We Settle for 15%, 


THE RETAILER WINS 


Menace |-3-5-10 
Lighting Lighting Increase 


Annual Sales 30,000 34,500 4,500 
Gross Profit— 

334% 10,000 11,500 1,500 
Lighting Costs 166 722 556 
Remaining Gross. 9,834 10,778 944 


$| GETS HIM $3 








RIGHT—In spite of the tremendously improved levels of lighting installed in war 
industry, two-thirds of the manufacturing space in America is still poorly lighted 
by today’s accepted standards. This means that the industrial lighting market still 


is a fertile field for the salesman. 


200,000 FACTORIES need 4 times as much light 








[It does not call for 
greater effort or expenditure on 
anybody’s part but assures greater 
returns through the co-ordination of 
objectives and activities. 


in this program. 


IN THE PLANNED LIGHTING 
PROGRAM 
(a) Manufacturers will 
Provide the new lighting tools, 
advertising and display support, and 
engineering and sales assistance. 


(b) Utilities will 

Organize and coordinate local 
sales activities. 

Provide newspaper, direct mail, 
meeting stimuli, and mass educa 


tion. 

Employ and train Planned Light 
ing Sales experts to call on stores 
schools, and 


offices, industry 


homes to sell them on the advan- 
tages of better light and prepare 
written lighting plans or recommen- 
dations. 

Conduct Planned Lighting train- 
ing programs for their own, whole- 
saler and contractor dealer sales- 
men. 

(c) Wholesalers will 

Supply the vital link in the entire 
program. To support and capital- 
ize on this activity it is urged that 
they 

Stock 


and feature the 


types ot 
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lamps, fixtures, and other lighting 
equipment which will deliver the 
true benefits of modern lighting. 


Build and maintain modern 


Planned Lighting showrooms _ to 
which their own, contractor, utility 
and manufacturers’ salesmen can 
bring prospects for visualization of 
the kind of lighting recommended. 

Select among their dealers and 
contractors those who have the de- 
sire and ability to fill a prescription 
Work with 
them constantly to keep them in- 
formed on 


for Planned Lighting. 
newest lighting tech- 
niques and products. Keep them 
selling up in tune with the entire 
Planned Lighting Objectives instead 
of tearing down with inferior in- 
stallations. 

No part of the lighting industry 
could exist by itself. By coordinat- 
ing our efforts there are no limits in 
our lifetimes to the service which 
we can render to our fellowmen and 
to the profitable business which ‘we 
can obtain for our companies and 


ourselves. 


*Excerpts from presentation with slides, 
delivered at the Nationa Electrical 
Wholesalers Convention, Atlantic City 
Vay 7, 1947 
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ABOVE—The linear light sources furnished by fluorescent lamps are ideally 
adaptable to schoolroom lighting and make it economically practical and possible 
to provide really desirable seeing conditions in schools throughout the country. 


258,000 SCHOOLS need 7 times as much light 


BELOW—T oday a nation-wide awakening of interest in the need of better light- 
ing in American schools indicates rea'ization of the serious responsibility of safe- 
guarding young eyes at work in the schoolroom., 
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THESE BRYANT 
QUALITY FEAT Ss 


mean switches 


EERIE LLP NE OM 


Tough service! Just the kind for which these general 
service switches are designed and built. Switches that 
stay on the job no matter what the operating condi- 


tions may be. 
Heavy steel yoke, pro- : 
tected against corrosion. en . 
Plaster ears may be oe. bler switches has been thoroughly tested and proved 
quickly removed. : 


The Bryant 3951 line of general service flush tum- 


in millions of installations. They are known and pre- 
ferred for their dependability by electrical contractors 
everywhere. “T” rated, they are available in single- 
pole, double-pole, three-way and four-way types, 
brown or ivory handles, also with lock and momentary 


contact features. 


PANE 


Securely anchored con- 
tacts maintain proper 
alignment. Large termi- 
nal screws permit easy 
wiring. 


a agA 


Arc-resisting mechanism 
is quick and positive in 
action assuring long life. 


et, 
+ 
pi 
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EG 
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= 
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Shallow “compact porcelain cup 
permits easy installation. 


THE BRYANT 
SUPERIOR ELECTRIC COMPANY 


WIRING DEVICES 
BRIDGEPORT 2, CONNECTICUT 
NEW YORK + CHICAGO + LOS ANGELES 


jy-9984 
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In 1897, just eighteen years after the birth of the incandescent lamp, Augustus 
ED. Curtis, and his associates, evolved the idea of controlling and directing the 
light rays of that lamp by means of scientifically designed silver mirror reflectors 
This Curtis “‘first’’ was the beginning of a long series of firsts by the 
company founded by Mr. Curtts. 
So thoroughly was the spirit of achievement implanted in this company 
that now, after a half century of growth, it is gratifying to realize that other 


firsts marked every milestone. 





YEARS OF PROGRESS 


In the Lighting Industry 
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1897-1907 
First to develop a one-piece silvered 
glass reflector for accurate control 
of light. (The “X-Ray” Reflector 
1897) 


First to make silvered glass reflector clusters 
to adapt old gas ar 


controlled direct lighting 


1 electr fixtures f 


First to incorporate spiral and vertical cor 


rugations n silvered glas reflectors for 

light ditfusing 

First t adv ate cientific principles 

lighting show window displays 

First to install a ‘‘modern’’ show window 

lighting jok (The Washington Shirt ¢ 

pany, Chicago, in 1897) 

First t ise individual silver mirror reflect 
t ww low lighting 

I t to export lvered glass ;ceflectors fe 
t ed lighting 


1907-1917 


First to introduce indirect lighting 
(Original demonstration made in 


1908 before the I. E. S.). 


First to develo Adapters’” to convert 

A and « t te fixtures t j t 
aA ¢ 

} tt It tal i t f { 

direct lightin (Curt Adapters) 





First to patent and make indirect lu 

Aires porating the luminous bow 

| ciple 

First to devel pa | irket a i 

floodlighting projector 

I t i ind = distribute Arct 

tect lighting f architect 

and (1914) 

First t ‘ hurch lanterr core t 
sled reflectors { t > - 

ect and ect hting 

I s levelor ind apply ett ent and 
1 cove ehtir witl ndividual 





silver mirror indirect retlectors 


19 


First to apply silvered reflectors to pedestal 
f ndirect ghting in foyers, lobbies 
I c an k ns, et 


cially designed silver 
indirect wall bra 


' 
ndividual silvered RiaSS 





{Scoopette ) 


1917-1927 


First to advocate “lighting from 
concealed sources” as a basic fun- 


damental in lighting practice. 


First to develop and manufacture a com 








prehe e line f | equipment tor 
how window flectors (Color-Ray ) 
I ee anutact 1 hospital bed lamy 
f lirect a t hting (Dua 
Light) 
I t lighting fixtr pa to nduct 
tudent f training illuminating 
(Curt Lighting Trainin 
q; ip) 
First t ley p the show window flood 
eht iF d-Ray) 
First to develop a hospital night light with 
trol echa f 1 ( Nite 
Light) 
First t trod le cove light 
‘ t tl it bal et i¢ enz) 
| tt ' it j lirect light 
| it ¢ lig 
i al chandelie 
First t S¢ 1 t adapters fi and! 
fixt € 
First t level I ntr k t show 
“ low floodlight 
I t t se higl nt t how window 
ghting to f e daylight reflections 
(Super lighting) 


1927-1937 


First to design and produce Alzak 
Aluminum lighting equipment. 


ght on the “‘Attraction-Zone’’ in window 


Lape: 


~ 


‘ 


tor spectacular color changes 





lighting 


First 


sicensead 


equipment company to 
1 under ‘'Alzak’’ patents 





st to patent and manufacture snap-ir 
ve type aceway and a comprehensive 

t fittings. (CurtiStrip) 
First te pletely illuminate the exterior 
of opaque fixtures by reflected 





Edge-Ray’’ ) 





First t anufacture a special library table 
ghting iit der the Higbee patents 





First to make silvered glass reflectors with 
. hoe 


a patentec gh temperature heat resisting 
backing. (The famous Golden Armor) 
First to make a standard reflector unit for 
lumiline lamps in continuous lines. (Light 
Strip) 

First witl plug how w 





1937-1947 


First to introduce continuous lines 


of light for fluorescent lamps. 


(Fluorescent CurtiStrip in 1938) 





First with the patented combination re 





flector lamp shield principle for horizontal 
shielding of fluorescent lamps. (SkyLux) 
First mmercial lighting fixt mpan 
to conduct and organize a training course 


for the electrical trade on fl 

ng 

First to develop an ejector type socket 

for fluorescent lamps 

First with ar Engineered four-lamp 

fluorescent fixture incorporating glass dif 
panels and louvered direct compor 


First to develop an asymmetric type re 








flector for the fluorescent lamp 

First to patent and manufacture a low 

brightness glass bowl fixture f screntifi 

downlighting in stores 

First to develop and use a stable white 

syntheti aterial f eflecting faces 

i} acite ) 

First to design and manufacture a louvered 
w | fluorescent lur ot 

Alzak a (' Forty-Sixty ) 
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CATALOG No. 5l 


The new “Anniversary” luminaire is keyed to the spirit of the next fifty years. A truly 





modern design for four 40-watt fluorescent lamps, it incorporates many new features of con 


struction which contribute to its trim elegance. 


Catalog No. 51 is a marvel of functional design. The attractive ‘dart’ pattern is integral 
with the simplified louver construction (which has 30° shielding lengthwise and crosswise). 


The side panels are ingeniously illuminated by reflected light from the decorative side louvers. 


For use as an individual unit or in continuous runs, Catalog No. 51 is completely open 
at the top and the wide upward distribution permits its application to a great variety of light- 
ing jobs. Its fine balance between simplicity and functional decoration blends well with any 
type interior. 


Your customers will like this unit. Write us today for specifications 


--- AND NOW THE 
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REPRESENTATIVES 
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CURTIS LIGHTING, INC. 
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Seven Eventful Y ears 
Or Electrical Wholesaling 


1940 — 1946 


HI record of those strenuous 

years from 1940—the year 

when our country launched its 
defense program—and the bitterly 
trying years leading up to the vic 
torious culmination of the war in 
1945 is deeply etched in the minds 
of men who made such an outstand- 
ing record for the electrical whole- 
saling industry, but only at some 
future date, as the perspective be 
comes less and less distorted, will it 
be possible to fully evaluate the ef 
fect of these years upon the industry. 

Much has been written and said 
about those eventful and trouble 
some times, but their performance 
record is packed graphically into 
the following few pages which show 
the rise and fall of the dollar vol- 
ume of electrical wholesalers’ sales 
and inventories for the past seven 
vears as taken from ELECTRICAL 
WHOLESALING’S monthly Business 
Index figures. 

They are the record of an indus 
try that was weighed and not found 
wanting in its operations and abuili- 
ties—the record of an industry that 
hurdled unbelievable obstacles to 
achieve its obligations to war indus 
try and help pave the way to victory. 

The first vear of war demanded 
from the electrical wholesaler and 
his salesmen complete conversion 
from peace-time procedures and 
practices to full war-time operation 
with all energies dedicated to help 
ing war industry attain its goals 

The following years saw war con 
ditions accentuated and a leveling 
off of the sales curve. Inventories 
were a hand-to-mouth proposition 
with most of the electrical supplies 
and equipment hardly ever seeing 


the inside of a warehouse—being 
routed in the receiving room door 
and out the shipping room door 
without a pause. 

Karly in 1945 both sales and in 
ventories started a steady and grad 
ual recovery. This recovery was 
accelerated after V-E and V-]J days 
and the performance index rose to 
record-breaking levels. 

Out of that period with its war 
born exigencies—-the shortage of 
men and materials, the handicaps 
imposed by governmental regula- 
tions and limitations, the red tape of 
priorities, and the interminably long 
hours of labor required to handle 
the ever pressing demands of war 
industry—the electrical wholesaler 
and his salesmen emerged with an 
unsurpassed record of achievements 
and prepared to perform their re 
quired functions more capably and 
efficiently than ever before. 

entering the vear 1946 electrical 
wholesalers and their salesmen an 
ticipated a period of unprecedented 
business, because reconversion and 
readjustments of their own organi 
zations had been completed and re 
conversion of .\merican industry 
was well under way. 

Unfortunately the entire electrical 
industry soon found itself stymied 
by a series of strikes that made the 
anticipated ethcient operation ex 
ceedingly difficult in all its branches 
Fighting for goods and_ allocating 
available stocks of practically all 
Lypes of electrical supplies and 
equipment once again became the 
order of the day and the long-hoped 
for era of a plentiful supply of all 
electrical goods quickly faded. 

The sales curve swung discourag- 
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ingly downward in January and 
February due to the inability to get 
an ample flow of needed electrical 
supplies. Then in March volume 
moved upward, reflecting the settle 
ment of strikes and the start of a 
slow but steady process of pushing 
industrial production up toward 
normal output, 

rom there the upward swing of 
sales volume continued through the 
vear and for the month of December 
1946 electrical wholesalers through 
out the country reported the largest 
dollar volume month ever recorded 
in the industry. Paralleling this 
remarkable increase in sales was a 
steady growth of wholesalers’ in 
ventories—real indication that a 
larger flow of products with which 
to meet their customers’ demands, 
was coming from the manufacturers. 

While increased prices contrib 
uted somewhat to both, the high 
dollar figures of sales and inven 
tories during the latter part of the 
year, a sales record like that estab 
lished by the industry in 1946, must 
be accepted as concrete proof of one 
outstanding fact, namely—given the 
merchandise to sell the electrical 
wholesalers and salesmen of today 
can be fully counted on to capably 
play their roles in peace-time bust- 
ness as they did in the past. 

With — electrical 
once again producing at top speed 
in 1947 and making it possible for 
electrical wholesalers to back up 


manutacturers 


their salesmen with adequate stocks, 
the period of greatest peace-time 
sales volume in electrical supphes 
and equipment, in apphances and 
electronic products appears to be at 
hand. 








hook up with Liberty’s 
new promotion as a 


Nothing to sign . nothing display of signal devices, wiring, and 


extra to buy . . . you simply put the tools for the job . and perhaps a 
emphasis on SIGNAL SERVICE at the _ post-card mailing .. . will connect you 
time Liberty Bell advertises this mew with a bunch of hustlers buzzing with 
idea to electrical contractors and crafts- ambition to do extra SIGNAL SER- 
men. That advertising began in Feb- VICE business. Every sale is profitable, 
ruary in Electrical Contracting maga- and a volume of small transactions 


zine and will continue on a regular can pyramid your total! Get set for 
schedule. A card on your counter, a SIGNAL SERVICE now. 


MAKE MONEY 
FOR YOU! 


THE LITTLE 
FELLOWS 


WHO KEEP 


vA BUSY 
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No. 20—Combination 
BELL AND BUZZER 





Homes, offices, factories, schools need signal de- 
vices with “voices” suited to their job. Liberty makes 
the big gongs that can be heard above factory noise; 
the unobtrusive buzzer for announcements in offices; 
clear, bright bells for schools, and the pleasant two-tone 
chimes becoming sO popular in even the most modest 
homes. To actuate all these units, Liberty builds Under- 
writers Approved transformers for long life and eco- 
nomical service. Liberty’s line is up-to-date in design, 
ruggedly constructed, profitably priced. 














No. 220—TRI-VOLT 
TRANSFORMER 











No. 212B— 
OUTLET BOX 
; , TRANSFORMER 
| Liberty Bell for listings of the 
full line of dependable electrical 
devices. 
No. 3E CHIME—$3.50 List 
: a (Without Transformer) 
No. 46—-2-TONE CHIME 
$7.95 List 
MANUFACTURING CO. 
IN 
SINCE 1924 MINERVA, OHIO 
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SEVEN EVENTFUL YEARS 


In the Electrical Wholesaling Industry 
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1939 AVERAGE OF MONTHLY SALES AND INVENTORIES 
































[ DEC. 1940 — OPM Organized 
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Ka 1940 — Voluntary Priorities Start | 
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Nineteen hundred and _ forty 
but in it were germinating 
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was not too exciting, 
the seeds of future develop- 
ments. The first defense program carried a $25,000,- 
000,000 appropriation that started off the new factory 
construction. The Selective Service Act came and the 


first men went. Voluntary priorities were started in 
some industries. The first demands for Army camp 
construction helped boost electrical supplies sales. The 
wholesaler’s operating problems were not too severe. 
Residential building was ‘way up. 
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A PHENOMENAL NEW DEVELOPMENT IN DESK LIGHTING! 







Absolutely Glare-Free 
100% Useful Light! 


MODEL NO. 1010 THE AMAZING NEW 
Uses two 15-watt 
fluorescent lamps 
For A.C. operation only 


All-metal Construction 
Luxurious Bronze Finish 
Shatterproof POLAROID Filter 





POLAROID 


FLUORESCENT 


A DRAMATIC LIGHTING STORY TO TELL! DESK 
A DRAMATIC LIGHTING PRODUCT TO SELL! ILLUMINATOR 


Here is a new, spectacular form of desk lighting i ‘T. M. Reg. U. S. Pat. Off 


i} 
' 









that sells on SIGHT—because it delivers a new 
kind of seeing light! The POLAROID Desk Iillu- 
minator, made exclusively by MITCHELL, com- 
bines for the first time the use of fluorescent light- 
ing with dramatic POLAROID glare-eliminating 
material. The result is a revelation—the only 
truly glareless, comfortable, 100% useful light ever 
made available for desk lighting! 

A simple 2-minute demonstration of this amaz- 
ing new lighting does a dramatic selling job for 
you. You can show your customers, before their 
very eyes, how the concealed POLAROID filter 
actually TRAPS and ELIMINATES the glare- 
producing light, delivering only the useful ‘‘ver- 
tical’’ rays to the desk surface. Under this glare- 
less, even light, print, pictures and writing stand 
out plainly, clearly. Colors are enriched. Glare 
is gone—entirely! Eyes stay clear, unstrained, 
comfortable through even the longest day’s work. 

In the POLAROID Desk Illuminator, 
MITCHELL presents an exclusive combination 


NO GLARE — | GLARE 





of perfect desk illumination with magnificent with the MITCHELL with ORDINARY J 
styling—offers you the most dramatic ‘‘selling LAROID Desk Desk Lighting 
package” in lighting history. Get the full details PO : aator! 
today! Iuminan’™ 

Made Exclusively By Just SEE the DIFFERENCE 






in these actual unretouched photographs! 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 


FOR ALL WHO READ OR WORK AT DESKS In Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 
Executives Accountants Doctors Engineers Far West: Complete Modern Plant and Sales Office at Los Angeles 
Secretaries Bookkeepers Lawyers Draftsmen Serves the Entire Pacific Coast Area 


Office Clerks Students Teachers Artists, etc. 1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 
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1939 AVERAGE OF MONTHLY SALES AND INVENTORIES 








' ’ 

‘ 

Vi. 1941 — Mandatory Priorities | MAY 1941 — DRSP instituted with PD-25¢ | [ DEC. 1941 — P-10 
iN , 
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Ks 1941 —P-22a Order 
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K may 1941 — OPM regulates copper, steel, zinc| K Cont of copper tightened | 
‘ 











In 1941, wholesalers saw events snowball. 
shows sales soaring to all-time heights. Stocks went 
out faster than the facilities of manufacturers could 
replace them. 
was reached. 


The peak of Army camp construction 
Defense appropriations were $78,000, 
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he chart. 


000,000 by November. Retail sales went up 27 percent 
New war plant construction hit peak levels Then, 
with Pearl Harbor, came the beginning of intensive 
control of business and the start of all-out concentration 
on ways and means of winning anothet World War 
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SPECIAL CEMENT 
KEEPS DOWN HUM 
IN G-E FLUORESCENTBALLASTS 


The hum in fluorescent lamp ballasts is 
produced mainly by the 60-cycle vibra- 
tion of the thin layers of iron in the core 
of the transformer. To keep this hum down 
to the lowest possible level—keep it there 
for the life of the fixture—G.E. takes 


We realize you are not getting 
all the G-E ballasts you need as 
quickly as you want them; but 
please remember that we are 
doing our utmost to increase 
production, despite continuing 
material shortages. 


BALLASTS 
CABLE 


LAMPS STARTERS 
LAMPHOLDERS 

for 
DEPENDABILITY in fluorescent lighting 


special precautions. First, transformer 
core laminations are firmly bound by 
heavy-duty steel clamps. Then the core 
is thoroughly coated with a hard-setting 
cement specially adapted to the job. 
When this cement sets, the core becomes 
a solid structure, with all air gaps per- 
manently sealed. Finally the assembled 
ballast is filled with compound which 
serves to further dampen hum, as well as 
to carry off heat. 








Yes, the quiet operation of General Electric ballasts can be 
an important factor in making friends for your fluorescent fixtures. 
So can their ability to ensure rated lamp life and light output. 
Apparatus Dept., General Electric Company, Schenectady 5, N. Y. 


| GENERAL £2 ELECT 


RIC 


412-6-6205 


ELECTRICAL WHOLESALING—May, 1947 








SEVEN EVENTFUL YEARS 


In the Electrical Wholesaling Industry 


































































































uf 
JAN. FEB. MAR. APRIL MAY JUNE JULY AUG. SEPT. Oct. DEC. 
A 
- = ‘ 4 
— “i ON 
~: + 
bY : wm al 
a 
Y ; © BPsit. ee 
% 9 2 i 5. 
e ¢ a “ ~ ‘ 
5 > 
5 
4. 
8 | 
aed “ 2 a 
t ~ 
at = 
4 P oo a ¥ 
ee ee : 7 : 
be - 
‘. i ; $ * a 
- ‘ —, j Bey: he ae ee os al . ee te 
7 — : Fa : ; * * - eo 
rant ii § q 
ee ye 4 
4 q : 
hs ee ; 
‘ 
- 
- aly wees . 
“wes > ) ; 
ae Se - it 
' ¥ 
igh vi ‘ r 
a, a ¥. $38 / 4 s rf ie 
; wh i 
a i 
2 + E 
' eT te Soa 
3 f TP a 














' 
' 
Kun 1942 — WPB succeeds OPM | 
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| KCAPRIL 1942 — PD-1X] 
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LIME 1962 = M47 starts | 
$ 
Kr 1942 — WPB organizes Distributors’ Branch | 
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Kara 1942 — 1-63 succeeds M-67 —L-78 restricts fluorescent sales 








Sales in January, 1942, took a drop that more or less 
reflected a month in which a stunned nation recovered 
from the shock of the Pearl Harbor attack and organ- 
ized for total war. It preceded four months when sales 
reacted to the early stimulus of the all-out war pro- 
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gram, before leveling-off on a high plane. Inventories, 
already hit by the record sales of December, 1941, went 
under the strict limitation order and for the rest of 
the year declined slowly due to control, shortages of 


critical materials, lack of appliances, ete. 










Fashions in Fluorescents for every 
room in the home —by MARKSTONE 


Brackets 
Town House, Carlton 





THE WALDORF 


THE DRAKE 


~" 
~ 


WLING FIXTURES *- WALL BRACKETS +» PINUP LAMPS 


3 





H™:; the biggest news in lighting history! A star- 
studded array of the most colorful, most beauti- 
fully designed fluorescent fixtures ever conceived—for 
the home! Here are fluorescent ceiling fixtures, wall 
brackets and pinup lamps in rare beauty of line and 
variety of colors that mean instant popularity and high 
volume sales. What a sales opportunity—lovely 
Fashions in Fluorescent for every room in the home! 


A NATIONALLY ADVERTISED LINE 


Markstone Fashions in Fluorescents are nationally 
advertised in these powerful ‘home’ magazines: Good 
Housekeeping, Better Homes and Gardens, House & Garden, 
Pinup Lamps House Beautiful, Country Gentlemen and Successful Farm- 


Beverly, Diane, Victoria /”5: Millions are seeing powerful, sales-producing ads 
’ , every month. 


% 






SALESMEN: 


A VAST, HIGH-VOLUME MARKET FOR YOU! A few choice terri- 
tories are still open. 
Be the first in your territory to handle this sensational wanted fluorescent fixtures designed for home use. - 


Design and mechani- 
cal patents pending. 


line of fluorescent fixtures. It's your opportunity to With Markstone Fashions in Fluorescents you'll have 
cash in on the biggest potential market in America what they want. Act today—send right now for beau- 
today—the home fluorescent market! Millions have _ tifully illustrated catalog pages with complete details. 


<n yr o 
* Guaranteed by > 
Good Housekeeping 
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Ki 1943 —L-219 Controls retailers’ inventories | 
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FEB. 1943 — New distributor set-up in WPB | 
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INVENTORIES” kar 1943 — WPB Electrical Supplies Industry Advisory Committee formed] 











The buying boom of ‘41 and ‘42 had eased by the February and July can be attributed mostly to the 
beginning of 1943, but maintenance, repair and the changing war picture and its varying demands on the 
ds £ £ - ton) 
operating needs of war production were sufficient to manufacturing and service industries. Inventories 
hold wholesalers’ sales volume well above the 1939 were a discouraging “hand-to-mouth” proposition and 
> 
peacetime levels and at a fairly even level. Declines in by the end of the year had dropped to a low point. 
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KIRLIN No. 1218 
Square Model 500 
watt Mogul base 
lamp. 










KIRLIN No. 1208 

150 W., or No. 1212 
300 W. for wide 

distribution of light. 


KIRLIN 


Better Recessed Lighting 


with alzak GlasSurfaced aluminum reflectors 


® Hinged doors. ® Wide light-spread. 

@ Frames die-cast. @ Unit packing. 

® Non-ferros fronts. @ U.L. and 1.B.E.W. labels. 
®@ Neat, nothing hanging. @ Easily installed. 


% The best buy for your customers for Homes or Business buildings. 






KIRLIN No. 414 
rectangular box 1416" 
x 394" x 4” deep, for 
40 W. tubular T8 
lamp. 


Write for complete catalog ... Ready Now 


KIRLIN No. 4506 me 4 


6" flush recessed exit. 
No-Guard type has 
shock-proof glass, No 
4516. 





KIRLIN fluorescent 
Disc-Louver reduces 
glare, improves all 
bare lamps. Shown in 
troffer. 





KIRLIN fluorescent 
for wide distribution 
of light. Hinged door 
type or open troffer 
type j 





KIRLIN No. 508 
100 W. Box 8'2" x 
5'2' x 6" deep 
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100 39 AVERAGE OF MONTHLY SALES AND INVENT . 
K Fa. 1944 — Set 40¢ per hour minimum wage for wholesaling industry | SEPT. 1944 —WPB plans civilian production 
{ “MARCH 1944—WPB announces program to make 2 million electric irons when Nazis fall 

















qauweeee =a JUNE 1944 — Invasion of Europe Del 


y* INVENTORIES” 

























During a year of action on all war fronts, whole- direct shipments to an increasing number of those made 







salers’ sales volume continued at a high average monthly out of stock. Early in the year inventories began to 
level, although the month-to-month comparisons were show the results of more stable manufacturing and 
uneven. But, although the sales volume was high, the delivery conditions even though quantities of electrical 







character of sales was changing from the nature of goods available were minute compared to actual needs. 
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Compare other plastic or rubber insulated 
wire and cable with PLASTICON 


ae os secon tem 


a woe) ’ 


iwFRA-REO TEST | 
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RE you familiar with the advantages of plastic — the f O you know why PLASTICON, product of 
properties that make it superior for practically any y Plastic Wire & Cable Corporation, offers 
insulating application? VA you more by any standard of comparison? 
Did you know that most leading wire manufacturers 4% y/ Write for our useful technical bulletin crammed 
now utilize thermoplastic in ever-increasing degree? I with facts and figures which offers you extensive 


Do you know that Plastic Wire & Cable information on PLASTICON. Better still, write us 


Corporation is the world’s largest exclusive Y/ describing your requirements, and our engineers will 
manufacturer of plastic-insulated wire and J, gladly explain how PLASTICON products can fill them. 
cable products... that it manufactures the ‘@ Plastic Wire & Cable Corporation, 406 East Main Street, 
greater percentage of the total output? = 4 SS Jewett City, Connecticut. 















nd 
1. Greater dielectric strength. aan canete 
2. Cannot fray, crack or rot. ——— 
3. Low moisture absorption. sae GENE CE Gaus 
4. Greater mechanical strength. — — — 
5. Higher abrasion resistance. van — . ll | 
6. Flexibility at all temperatures. stool <= 
7. High chemical resistance. 
8. Wide range of permanent gem-like colors. 
9. Non-combustible. 

10. Lasting appearance. 
CORD SETS 
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\s 1945 began, the country was still pursuing strenu Dav, then began to give way to post-war planning 
ously the serious business of winning a global war \Wholesalers’ inventories improved, sales jumped, and 
having been brought out of its premature optimism by then with \-] Day, hesitated for two months, only to 
the setback of the “Battle of the Bulge.” This serious soar once more to new heights. In December, sales 
concentration on war production continued until V-E were at a 4-year high, inventories bette: 
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OCK all five sizes of this new Littelfuse 12-pole 


fuse mounting strip, and your production line never 





will be stymied by a lack of any length unit. Pole spacings*: 
allow 44” saw cut so they may be cut as needed in your.@ 1 
plant ...or you may order them pre-cut in 1, 2, 3, 4Q7agayB” 
pole lengths. Bases are of grade X black Bakelite, with gg - 

sheet cemented to under side. 


Solder terminal types (Type S) are made in styles for 3AG¢é4 
. . . oa a 

size fuses. Both have Bright Dip Phosphor Bronze fuse gi typ! 

gémbination fuse-holders and 
nthetic rubber. One end, wha 
ponel when both *' ing 
ie good, is exposed when 
spare. Available for 34% 
size fuses. 


Solder terminals are made as an integral part of fuse c 






A 







a ¢ 
Non-turning anchors firmly hold clip to base. Eithér 





size can be furnished with Beryllium copper 





clips or special mountings. Quotations furnished 
on special orders. 

Screw terminal types (Type “T”) are available in 
3AG and 5AG types with cupped wire retaining 
washers under terminals, and in 4AG size 


with lock washers. Nickel-plated brass screw 





terminals are spaced to protect equipment circuits 
and are seated in base. The 3AG types have fuse 
clips of Nickel-plated Phosphor Bronze. The other 


¥ —— 3 STEEL COVERED 3AG size fuse mountings available in single and double 
two have clips of Silver-plated Bery llium copper. pole types, and in single pole and spore fuse holder combinations, with 


a ‘ ; hinged cover; also in double pole types with removable non-hinged cover. 
he new Littelfuse catalog number 9 offers 
you complete information on these time- 
saving strip fuse mountings, and on the 


complete line of Littelfuse devices 





° ° ° . SLO-BLO 3AG Littlefuses (in 1/100 to 20 amp. ratings) have high time- 
. . Cc Se 
for circuit prote ction. € nd for fag. Anti-fatigue construction. 4AG size available in V4 to 5 ampere ratings. 


Dri link el t 
your copy today ! Spring and link element structure 


LITTELFUSE - 


4763 E. RAVENSWOOD AVE, CHICAGO 40,U.S.A. 
FUSES, MOUNTINGS AND ACCESSORIES + CIRCUIT BREAKERS - SWITCHES + NITE-T-LITE + SWITCH-LITE + IGNITION-FRITZ » NEON INDICATORS 
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[1 Electrical wholesalers end year with highest dollar sales volume in history * 








rhe labor-management pot boiled over early in 1946 
ausing a series of strikes that affected the 

inventories of electrical wholesalers 
country. Sales reached the 


in spite of retarded produc ion 
with the highest dollar 


of electrical wholesaling. 


sales and 
throughout the 
low point of the 
und then began to climb steadily 


until the year ended 
volume of sales in the history 

\fter the low of March, the 
year in return in small quantities of goods boosted stockpiles 
each month and pushed the inventory curve upward 


February < 
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Ikvery present indication confirms thi 


a record-breaki vear {o1 


o 
ng 


industry— provided that strikes do not rear up to retard 
production and that pricing tends to level off rather 
than continue its upward swing 


96 


1947 will be 


electrical materials, supplies and appliances flowing 
into warehouses in increasing quantities, the electrical 
wholesaler and his salesmen have started once again 
to promote markets which have not been approached 
or adequately served for several years, 
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POPULATION 


A nation’s wealth depends more than anything else 
on the size and vigor of its population. Much of the 
increase in U. S. production during the past hundred 
years is a result of a rapid growth in population. This 
growth supplied manpower for farms and factories 

and provided an expanding market for con- 
sumer goods and services. 

Growth was the outstanding fact about 
population before 1930. The birth rate was 


MORE PEOPLE almost double the death rate and there was 
a heavy flow of immigrants. Between 1900 
WORKING... and 1930, the population increase averaged 


15 million each decade. Immigration con- 
tributed a third of the increase. 
But this trend was checked by the de- 
pression 30°s which stemmed the flood of 
immigrants and cut the birth rate by forcing post- 
ponement of many marriages. As a result, fewer than 
9 million persons were added to the population be- 
tween 1930 and 1940. This was an important factor 
in prolonging the depression because it slowed the 
growth of consumer markets. 


WARTIME MARRIAGE BOOM 


War and postwar conditions have brought a boom 
in marriages. They have exceeded normal by more 
than 1,500,000 since 1940. There will be more newly- 
married couples in 1950 than ever before and the birth 
rate may be roughly 10% higher than in the early 
1930’s. So the 20th Century Fund looks for an increase 
of 12 million in total population between 1940 and 
1950 and a further increase of 10 million in the 1950's. 


TWICE AS MANY PEOPLE 
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MORE OLDER PEOPLE 
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This wil] mean a faster-growing market for homes, 
autos, food, clothing, and other consumer items than 
we had in the 1930s. It will mean crowded schools and 
more people seeking jobs. 

There are four major population trends which will 
affect markets in the 1950's: 

1. The number of families will continue to increase 
more rapidly than the number of people as families 
grow smaller. This is significant because the market 
for housing, appliances, and many other things de- 
pends more on the number of families than on thx 
number of people. 

2. Our population will be getting older. But it will 
not be getting less productive because the proportion 
of the population between the ages of 20 and 60 will! 
be higher than in past decades. Still, the most striking 
increase will take place in the number of people over 
60—from 14 million in 1940 to more than 20 million 
in 1960. This will bring greater demand for medical 
services and social security. An important cause of this 
trend is our success in controlling communicable dis- 
ease. The following table shows how the death rate 
from selected causes has changed since 1900. 


Death Rate Per 100,000 Persons 


1942 1900 

Diseases of heart 295 137 
Cancer and other malignanttumors 122 64 
Influenza 56 202 
Tuberculosis 43 194 
Diarrhea and enteritis 9 143 
Whooping cough 2 12 
Diphtheria 1 40 
Measles ] 13 
Typhoid and paratyphoid fever 0.5 31 
Scarlet fever 0.3 10 
Other 505.2 _873 
1035.0 1719 

BUT THREE TIMES AS MANY FAMILIES 
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MORE CITY DWELLERS 
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MORE AND MORE WOMEN ARE SEEKING JOBS 
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FARMING IS GIVING WAY TO OTHER OCCUPATIONS 
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1940 


3. The population will continue to become more 
urbanized. Small and medium-sized cities will grow 
faster than the largest cities. The general westward 
migration which was accelerated by the war will con- 
tinue. 

4. Our people will keep on getting more homo- 
geneous. There has been almost no immigration since 
1929, so the number of immigrants who have been in 
the country for less than 20 years will make up less 
than one percent of the population in 1950 as against 
10% in 1930. 

An even more important factor in making the pop- 
ulation all of a kind has been the growth of universal 
education. The proportion of children 14-17 years old 
attending high school doubled between 1920 and 
1936. The rise of the radio, movies, and national maga- 
zines has also levelled us out. These developments not 
only raise the general educational level of the nation 
but also tend to standardize the public’s tastes and 
attitudes. 


LABOR FORCE 


The volume of goods and services produced by 145 
million persons in 1950 and 155 million in 1960 will 
depend on what share of the population is in the labor 
market and the amount of work those employed 
actually do. The proportion of the population in the 
labor force has shown little change in the past few 
decades. So the 20th Century Fund assumes that the 
relationship between labor force and population will 
be about the same in 1950 and 1960 as it was just be- 
tore the war. On this basis 60 million people will 
be in the labor market in 1950 and 63.4 million ten 
vears later. 

As you can see from the charts, however, there will 
be several important changes in the composition of 
the labor force. More women will be working. In 1870 
only one out of every eight worked. By 1940 the pro- 





ANATOMY OF THE LABOR FORCE 


THE LABOR FORCE IS GROWING MORE SKILLED 
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portion had grown to one out of four, and evidently 
will go on rising. 

However, the increase in the number of women 
working will just about be offset by earlier retire- 
ments and longer schooling. This explains why there 
is little change in the ratio of labor force to population. 


UNEMPLOYMENT 


The effectiveness of the labor force depends not 
only on its size but on how fully it is employed. We 
have never had full employment in the sense that 
everyone able and willing to work had a job at the 
same time. Even in good years unemployment has 
seldom averaged less than 5% of the working force 
because workers are always moving from job to job. 
And in 1932, nearly one-fourth of all workers were 
unable to find jobs. 

For this reason, the 20th Century Fund assumes 
that, even with good business in the 1950s, unemploy- 
ment will average 5% of the labor force. This works 
out to 3 million unemployed in 1950. 

In addition, the Fund expects the long down-trend 
in average weekly hours to continue. A century ago, 
workers put in a 12 hour day for 6 days a week. By 
1940 the average work-week had declined to 44 hours 
in non-agricultural jobs and 52 hours in agriculture. 
If this trend continues, the average in non-farm jobs 
will be down to 38 hours a week in 1960, and farmers 
will work 48 hours. 

Adding all this up, and allowing for vacations, ab- 
senteeism, and sickness, the 20th Century Fund esti- 
mates that the U. S. will put in 121 billion man-hours 
of work in 1950 and 118 billion in 1960. This compares 
with 105 billion in 1940 and with 154 billion at the 
peak of the war effort. The quantity of goods and 
services that can be turned out with this amount of 
labor effort will depend on average output per man- 
hour, or productivity. 
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MORE eee 


PRODUCTIVITY 


The key to our future economic welfare is pro- 
ductivity. It is the five-fold increase in output per 
man-hour that has made it possible for us to work 
shorter hours and still enjoy a rising standard of 
living. This increase in productivity has been ac- 
complished not by working harder but by constantly 
inventing better machinery to supplement human 
energy with mechanical power. 

Of course, in any specific factory at any given time, 
productivity depends largely on the willingness and 
ability of labor and management. But over the years, 
the actual effort of the individual worker becomes 
much less important than the effort of the machine. 
The most energetic and skilled blacksmith of a cen- 
tury ago could not remotely approach the produc- 
tivity of today’s semi-skilled worker operating auto- 
matic power-driven equipment. 

In 1860, the average worker turned 
out 33¢ (in 1944 dollars) worth of 
goods in an hour. By 1940, this had 
grown to $1.22. This sensational in- 
crease in productivity was due to the 
increased use of power-driven ma- 
chines. In 1860, the average worker 
had the help of only half a horse- 
power of animal or mineral energy. 
In 1940, he had the use of 2.7 horse- 
power. To put it another way, if there 
had been no increase in the use of mechanical power 
since 1850, it would have taken 290 million workers 
to turn out the amount of goods and services actually 
produced at the peak of the war effort by only 63 
million workers. 


DO MACHINES KILL JOBS 


Past history also shows that we need not fear the 
long run effects of the introduction of labor-saving 
machines. On the contrary, the only way we can 
improve the material welfare of everyone is to con- 
tinue and even step up the rate at which we save 
labor by using machines. 

Some people, it is true, are thrown out of work 
and a few of them may not be able to find other 
jobs easily. But mechanization more than compen- 
sates for “technological unemployment” by making 
it possible to produce more and better things for 
everyone—things that themselves create jobs. Develop- 
ment of the railroads and the automobile, for example, 
put a lot of canal boat and livery stable operators out 
of business. But it cut the cost of transportation and 
created many times more jobs than it eliminated. 

The 20th Century Fund also points out that the 
most important reason that the technological revolu- 
Hon developed luxuriantly in the U. S. between 1850 
and 1940 was that competitive enterprise provided a 
generally favorable climate. It is true that natural re- 
sources were plentiful and that the population was 
growing rapidly both in numbers and in skill. But 
what we had to a unique degree here was an atmos- 
phere which favored risk-taking, fostered the vast capi- 
tal investment necessary to harness and apply me- 
chanical energy, and provided the incentives neces- 
sary to put capital and inventiveness to work. 

No other economy has equalled ours in the ability 
to produce more and more with continually diminish- 
ing human effort. The test it now faces is whether it 
can eliminate the ups and downs in production and 
employment that have gone along with it. But an 
abundance of evidence indicates that we ran into 


trouble after 1929 not hecause we developed too 
many labor-saving machines but because we didn’t 
adjust our economic mechanism to keep the process 
going. 

The key importance of mechanization is indicated 
by the fact that the increase in national production 
since 1860 closely parallels the increase in use of me- 
chanical power. Between 1860 and 1940, both volume 
of production and use of energy multiplied about 
11 times. It is clear that, in order to keep our stand- 
ard of living rising, we must continue to apply more 
and more power to production. 

Chief advantage of mechanical energy is, of 
course, its low cost. Electric energy is now delivered 
for as little as a cent a horsepower, while the sam: 
amount of human energy costs $10. 

And there are other important advantages. Mechani.- 
cal energy can be delivered in greater concentration: 
than any other form. It is also more convenient, com- 
pact, mobile, and controllable. Consolidated Edison in 
New York delivers enough electricity in a day to do 
the work of 3 million draft horses. 

These advantages are now so universally accepted 
that it’s hard to realize how recently we left the hors 
and buggy era. At the turn of the century, animals and 
men provided more than half the energy used in 
production and transportation. It wasn’t until World 
War I that trucks replaced horses in local hauling and 
tractors began to invade the farms. Here is how the 
use of mechanical energy has grown since 1850: 


Total Energy 
Output 
(Billions of 
Horsepower- 


Percent Supplied by: 





Mechanical 


Hours) Energy Humans Animals 

1850 17.6 6 15 79 
1860 23.2 7 14 79 
1870 27.8 12 15 7 

1880 39.9 17 14 69 
1890 61.1 28 12 60 
1900 82.9 38 10 52 
1910 131.4 57 8 35 
1920 197.4 73 6 21 
1930 238.3 84 5 11 
1940 289.4 90 4 6 
1950 410.4 94 3 3 
1960 489.8 96 2 2 


PRODUCTIVITY IN THE FUTURE 


Any attempt to predict future developments in 
productivity is complicated by the fact that the 
changes do not occur at an even rate. Between 1850 
and 1940 the average increase in output per man- 
hour was 18% per decade. But the changes varied 
all the way from 3% between 1870 and 1880 to 42% 
for the decade ending in 1940. There is, therefore, 
no simple way to extend past trends to obtain a fool- 
proof figure for productivity at a future date. 

For purposes of this study, however, the 20th 
Century Fund assumes that the average rate of in- 
crease since 1850 may be projected to estimate output 
per man-hour in 1950 and 1960. Thus, output per man- 
hour works out to $1.44 in 1950 and $1.70 in 1960 as 
against $1.22 in 1940 (all in 1944 dollars). 

As the Fund points out, this is a critical assump- 
tion, and it is further complicated by the fact that 
there is a wider possibility of error in this estimate 
than in most of the others in the study. If, for ex- 
ample, it is assumed that productivity will increase at 
the pace set from 1920 to 1940 which averaged 36° 
per decade, then 1960 production would be about 
double the 1940 level instead of only 157% of it, as 
the 20th Century Fund estimates. 
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CAN TURN OUT 
ENOUGH GOODS 


AND SERVICES... 


BILLIONS OF DOLLARS (1944 PRICES) 


TOTAL NATIONAL OUTPUT 


The potential volume of goods and services in 1950 
and 1960 can be determined by simple arithmetic, 
using the assumptions outlined on the preceding pages. 
Of an estimated population of 145 million in 1950, 
about 60 million persons will be in the labor market 
and 57 million of them will have jobs if we succeed in 
keeping business activity at a high level. 

This many people would work 121 billion man- 
hours. With output per man-hour estimated at $1.44 
(in 1944 dollars) the total value of goods and services 
produced, or the gross national product, would come 
to $177 billion. Similar calculations yield a gross na- 
tional product of $202 billion for 1960. 

As the 20th Century Fund emphasizes, these esti- 
mates are neither a forecast of actual production nor 
an appraisal of maximum potential production. They 
are merely an attempt to show in dollars and cents 
what can be achieved with high-level employment. 


HIGHER LIVING STANDARDS 


Compared with any prewar year, a gross national 
product of $177 billion in 1950 and $202 billion in 
1960 would represent a handsome gain. It would 
make possible a substantial rise in living standards. 
In 1950 we would produce a fifth 
more than in 1941. 

However, the volume of goods 
and services turned out in 1950 
would be only slightly higher 
than present production. This is 
because the number of persons 
at work today is 2 million above 
the estimated normal for 1950, and average weekly 
hours are higher than they will be then. Almost a 


million and a half of the emergency workers drawn 
into the labor force during the war are still at work 
and unemployment is lower than the figure assum. 
for 1950. 

The estimates of 1950 and 1960 gross national prid. 
uct, as well as the figures for past years used in the 
chart, are expressed in 1944 prices. This is not a pre. 
diction that the price level will settle down to the 1°44 
level which would involve a drop of 18% in the cost 
of living and 26% in wholesale prices. It is merely a 
device to eliminate price fluctuations so that the fig. 
ures will show only the actual changes in the physical 
volume of production. 

Gross national product measures the total market 
value of everything the nation produces. All the 
goods and services produced are absorbed in one of 
three ways: by consumer expenditures; by expend. 
itures for investment in capital goods or inventories; 
or by government expenditures. 


HIGHER TAXES, LESS INVESTMENT 


The division of total output among consumers, in- 
vestment, and government will be somewhat differ. 
ent in 1950 and 1960 than in the past. About two. 
thirds of total output will go into consumer goods 
and services. This is about the same as the propor. 
tion in prewar years. 

Government's share will continue to grow, how. 
ever. It rose from 11% of total output in 1929 to 
17% in 1940. At the peak of the war effort, half of 
all production went to Uncle Sam. Government ex-| 
penditures have dropped to less than half the war| 
peak and they will continue to decline slowly. But! 
government's share will still run to around 20% in the 
1950’s. On the other hand, the ratio of investment to! 
total output shows a slight long term decline. 


HOW TOTAL OUTPUT {IS DISTRIBUTED 
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MORE CONSUMER PURCHASING POWER 


CONSUMERS WILL BE ABLE TO BUY 50° MORE THAN IN 1930'S 
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CONSUMER INCOME 


U. S. business can look forward to a 1950 consumer 
market twice as large as in the worst year of the 
depression, half again as large as in 1929, and one- 
fifth larger than in 194]. That is the major conclusion 
of the 20th Century Fund’s analysis of consumer 
purchasing power. Here are the steps by which it 
arrives at that conclusion: 

1. With gross national product at $177 billion in 
1950, past experience indicates that income payments 
to individuals would run to $138 billion. 

2. Income tax rates are assumed to equal the 1942 
schedules, so individuals would pay $11 billion in 
taxes (as against $19 billion in 1946). 

3. Savings are estimated at $12 billion, or about 9% 
of income after taxes. 

4. Subtracting taxes and savings, consumer pur- 
chases of goods and services would total $116 billion. 


LOWER SAVINGS 


Many experts would criticize the assumption that 
savings will amount to only 9% of income. Some of 
them look for a ratio as high as 20% in prosperous 
postwar years. The 20th Century Fund justifies the 
use of a low figure on three grounds: (1) people 
built up reserve of savings during the war; (2) ex- 
panding social security will reduce the need to save 
for old age; and (3) taxes will cut into savings. The 
Fund’s estimate of savings plus taxes in 1950 adds 
up to a higher percentage of income than in pros- 
perous prewar years. 

The standard of living won’t rise as rapidly as the 
total income going to consumers, because the in- 
creased income will be split up among more family 
units. But the average consumer unit (a family or a 
single person living alone) will be a third better off 
in 1960 than in the 1930’s. 

Shifts in the distribution of income will be even 
more important, from a marketing standpoint, than 
the general increase in over-all consumer income. 
More consumer units will be in the over-$2000 
brackets than ever before and this group will be 
receiving a much larger share of total consumer in- 
come. 

Part of the apparent increase in income is can- 
celled out by higher prices. To show the actual in- 
crease in purchasing power, the figures should be 


EVERY OTHER FAMILY ...INSTEAD OF EVERY SIXTH FAMILY... 


WILL HAVE $2,000 OR MORE TO SPEND. 
- 50 





5; 
a? 
ove 

as 











$2,000 To $5,000 





ag — 30 


~~ 





$ 
$2 





= — 20 





UNDER $1,000 


= a 


1935—1936 1950 


MILLIONS OF CONSUMER UNITS 

















adjusted for an estimated one-third increase in the 
1950 price level over that of the mid-1930’s. This 
would mean that a $2,650 income in 1950 would buy 
no more than a $2,000 income in 1935-36. Even if 
this adjustment is made, the resulting figures still 
show a striking upward shift. 


Consumer Units 
in Millions 


Income Class Cash Income 


in Billions 


1935-56 1950 1935-36 1950 
Total 39.2 47.9 $85.0 $135.0 
Under $1000 20.8 13.0 17.0 7.7 
$1000-2000 vee 12.9 28.1 21.5 
$2000-5000 5.5 18.2 23.8 62.1 
Over $5000 0.7 3.8 16.1 43.7 


In addition to dollar income, 
shown in the above table, consumers 
also receive “income in kind”—food 
and fuel produced by farmers for 
their own use, board and lodging re- 
ceived by domestic servants. Such in- 
come will have a value estimated at 
$3.3 billion in 1950, most of which 
will supplement the $7.7 billion re- 
ceived by those in the “under $1000” 
bracket. 

‘The urban market will continue to be far more 
important than the rural market. Consumer units in 
cities will receive cash incomes of $3,445 on the 
average in 1950, more than twice the farm average 
of $1,635 and almost twice the small town average of 


$1,880. 
THE FARM MARKET 


These figures don’t provide an accurate measure 
of the relative importance of the rural and urban 
markets because rural consumers pay a lot less for 
food, fuel, shelter and so have more to spend for 
other things. If there were any way to adjust for 
these things, the figures would show a smaller spread 
between the two markets, but the urban market will 
still be dominant. 

All these figures underline a general upgrading in 
consumer demands which would accompany high-level 
production and employment. It will have a profound 
effect on marketing practices. The average person 
will eat better, dress better, and live in a better house 
with better equipment. And he will have more money 
to spend for travel, recreation, and luxuries. 


FOR CONSUMERS... 





CONSUMER MARKETS 


The improvement in living standards during the 
1950 decade will lead to important changes in the 
way consumers spend their dollars. Even though they 
will eat better, dress better, and live in better houses, 
a smaller share of the consumer dollar will be spent on 
food, clothing and shelter. A growing share will go for 
appliances, furniture, travel, and recreation. 

This means that the fastest growing markets will 
be those providing what might be called “optional” 
goods and services — things which add to comfort and 
enjoyment but which are not strictly necessary. Mar- 
kets for necessities, on the other hand, will expand at 
a slower rate than total consumer expenditures. 

The growing importance of “optional” goods and 
services is one of the reasons why it’s increasingly 
difficult to keep our economic machine going on an 
even keel. The purchase of “optional” goods can be 
postponed with little hardship. So anything that 
causes people to put off buying a new car, a new house, 
or a new radio has a far greater effect on production 
and employment now than it did when the major 
share of the consumer dollar went for necessities. 

Some of the trends in major markets are summar- 
ized in the following sections. 


FOOD 


Although food is by far the largest item in the 
consumer budget, its relative importance is declining 
slowly as living standards rise. People eat the same 
number of pounds of food they ate in 1909 but the 
food is better from a nutritional standpoint and easier 


STANDARD OF LIVING YARDSTICK: MORE OF THE CONSUMER 
DOLLAR GOES FOR THE COMFORTS OF MODERN LIFE 
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to prepare. Thus, the trend favors fruits, vegetables, 
and dairy products as against meat, potatoes, and 
bread. 

More and more food is being processed in factories 
rather than in consumer kitchens. Improved methods 
of manufacture and distribution have transformed 
the luxury foods of yesterday into the standard foods 
of today. New kinds of processed foods — canned, 
frozen, and dehydrated — are appearing constantly. 


CLOTHING 


Three long term trends will shape the clothing 
market in the future: (1) the shift from home and 
custom to factory fabrication is almost complete: 























WHERE CONSUMER DOLLARS GO 
(Figures in Billions of Dollars) 
(1944 Prices) 
1909 1919 1929 1940 1941 1950 1960 
Total Consumer Expenditures ..............-4. 28.8 60.8 80.3 70.6 80.4 116.2 134.2 
Food, Liquor, and Tobacco ................44- 9.9 22.3 23.7 21.9 25.3 36.2 41.1 
DF tc¢ecitarerads askdeeneke wanes con cabs 7.4 18.8 19.9 16.4 19.0 27.2 30.8 
SE EE VOREEED 6 oa cns ror cent aveseeanses 2.5 3.5 3.7 5.5 6.3 9.0 10.3 
Clothing and Personal Care ..........-.+-ee0. 4.4 9.8 12.1 9.8 11.5 16.2 18.7 
PN 5 Sc. adaperedevgdewnsee ebwaemeuus wale 6.8 10.1 14.4 12.6 13.3 19.3 21.4 
DG, tcvtehorenstee (aaees Ohne beeen aawe 55 7.9 11.3 9.1 9.7 14.0 15.4 
NI ic seslpiiat'g face pir AB hac dk Dek ae a eae eA 1.0  e Pa 1.7 1.8 25 2.8 
DY cakvccnrdeaveanedde etal mathwmiens 0.1 0.3 0.6 0.9 1.0 1.6 1.8 
Household Equipment and Operation .......... 2.8 6.2 10.6 8.7 10.3 15.0 17.4 
DE. Ses iG evivensawadvacesrewensne 0.2 0.4 0.8 1.0 1.3 1.8 2.4 
Consumer Transportation .............2.002008 1.6 5.2 8.6 7.3 8.6 12.7 16.4 
Autos and Private Planes b. ..............6. 0.6 3.5 6.0 S7 6.8 9.6 12.7 
Local Bus and Street Car ............0.00005 o = 0.8 0.7 0.8 eS 13 
POC ee re eT re — = 0.1 0.1 0.2 0.2 0.2 
EEE C OCCUR TT ET CE COTTE TO TET _ = c. e . 0.1 0.5 
ND: un Wthicaamew ke Mi ete eo meee ad 0.4 0.8 0.6 0.3 0.3 0.4 0.3 
Medical Care, Insurance, and Death Expenses 1.1 2.8 4.5 4.7 5.2 yo 8.7 
I i Oh i cr sl ie eB et 0.9 2.1 3.8 a2 3.7 ae 6.9 
Radio and Television Sets ...........2e+ee0- 0.2 0.7 1.0 0.6 0.8 1.1 1.3 
Private Education, Religion, and Welfare ........ 1.2 2.2 2.7 22 2.4 3.4 3.7 
a. Includes Estimated Rent for Owner-Occupied Homes. 
b. Includes Original Cost and Operating Expenses. 
c. Less than $50 Million. 




















5 


-' 





$60 


les, 


nd 


1e8 
ods 
1ed 
ods 
ed, 
tly. 








CONSUMER MARKETS IN 1950 AND 1960: Percent Increase in Sales Over 1940 
Bottom Segment Equals Percent Increase 1940-1950; Total Height Equals Percent Increase 1940-1960. 
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(2) synthetics, chiefly rayon and nylon so far, are 
replacing cotton, wool, and silk at an accelerating 
pace: (3) there’s greater standardization of styles and 
a trend to lighter and simpler clothing. 

In 1909 consumers spent 14% of their income for 
clothing but by 1940 the ratio had reclined to 12%. 
However, this long run decline may be halted or re- 
versed. The migration from farms to cities, the up- 
grading of incomes, and the growing demand for 
sports clothing will increase clothing expenditures. 


HOUSING 


The decline in the relative importance of housing 
expenditures — from 24% of consumer dollars in 1909 
to less than 18% in 1940 — is expected to continue. 
The reason is that people feel they get more value 
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for their dollars in other things than housing. Never- 
theless, the housing market should be much larger in 
the 1950’s than in the 1930’s because much of our 
housing needs to be repaired or replaced. 

A Census survey in 1940 showed that 16 million of 
the nation’s 37 million dwelling units needed to be 
replaced or needed major repairs. The 20th Century 
Fund estimates that the provision of adequate hous- 
ing for everyone by 1960 would involve building 20 
million new units and rehabilitating 5.4 million at a 
total cost of $115 billion (1944 prices). The Fund 
also estimates that we will fall 15% short of this 
goal even with continued high-level employment. 


HOUSEHOLD EQUIPMENT 


More and more of the consumer dollar has gone 
for household equipment in the past four decades, 
largely because of the development of labor-saving 
appliances. The outlook is for a continuation of this 
trend. New appliances are being developed; and the 
large number of new houses slated to be built’in the 
next few years, the wartime and postwar boom in the 
number of families, and the migration to the cities 
should add to appliance demand. The same factors 
should brighten the outlook for furniture, rugs, and 
other household items. 

Some appliance markets may be saturated by the 
1950’s, however. A few years of high production 
would fill our homes with refrigerators, for example. 
However, replacement demand would run to 2.7 
million units in 1960 and there would be a demand 
for 1.3 million refrigerators to equip new houses, so 
the market would still be bigger than in 1941 when 
3.6 million were sold. However, new products must 
be developed if the industry is to keep up the pace 
it has set in the past. 


TRAVEL 


In 1916 the average person traveled 490 miles. By 
1940 the average had grown to 2,400 miles, chiefly 
because of the rise of the automobile. The 20th 
Century Fund expects this growth to continue be- 
cause as their incomes rise people spend more money 
traveling. 

A good share of the increased spending will go to 
purchases of cars and planes. The Fund estimates 
that there will be 36 million cars on the road and 
100,000 private planes in the air in 1950. The auto 
industry would be able to sell 5 million new cars a 
year after 1950—4 million for replacement and a 
million for population growth. 





_ CAPITAL INVESTMENT 


Investment plays a crucial role in our economy 
for two reasons. It is by plowing back part of our 
annual output that we are able to provide better 
machines and equipment to keep productivity rising. 
But the amount ploughed back varies widely from 
year to year. This unevenness of capital investment 
contributes to the instability of production and em- 
ployment. 

Because capital investment involves the purchase 
of durable goods, it can be postponed almost in- 
definitely when the outlook for profits darkens. 
Thus, capital investment plummeted from $18 bil- 
lion in 1929 to $5 billion in 1933, a drop of 72%, 
whereas consumer spending fell only about half as 
fast in the same period. 


MORE FOR EQUIPMENT 


There has been an important shift in the relation- 
ship between construction and equipment, the two 
major types of investment. Before World War I, 
construction made up around three-fourths of total 
investment but the ratio declined to less than half 
in 1935-39. Part of the decline is, of course, ex- 
plained by the fact that the depression left us with 
ample plant capacity but provided an incentive to 
buy more efficient machines to cut costs. Neverthe- 
less, there is a well-defined trend towards allocating 
an increasing proportion of investment to equipment 
rather than to plant construction. 

A little less than two-thirds of total investment 
goes into industrial plants and equip- 
ment. Housing and other consumer con- 
struction (hospitals, schools, churches) 
averaged 27% of total investment dur- 


CAPITAL ing the interwar period. Housing fell 
from a peak of $6 billion in 1926 to $4.7 
INVESTMENT... billion in 1929 and $600 million in 


1933; and it had recovered only half 
the 1926 volume by 1940. 

While other types of investment fol- 
low the ups and downs in general busi- 


ness, investment in housing construction follows a 
cycle of its own. This housing cycle is determined by 
factors such as the vacancy rate, the level of rents, and 
that of construction costs, which may not follow the 
trend of general business. When a drop in general busi- 
ness activity takes place during a declining phase of 
the housing cycle, as it did in 1929, the result is a deep 
and prolonged depression. 

Government investment, of which the largest com. 
ponent is highways, has been much more stable than 
other types but it doesn’t swing enough weight to 
stabilize total investment. 

Because of the wide fluctuations in capital invest 
ment, its much more difficult to estimate futur: 
capital expenditures than future consumer pur 
chases. In order to make a relatively stable forecast. 
the 20th Century Fund bases its estimates on th 
long term trend since 1879, which shows a sligh! 
decline in the share of total output going to capita! 
investment. Thus, investment under conditions of 
stable prosperity in the 1950 decade is estimated at 
16% of total output as compared with a ratio of 
more than 18% in the late 1920’s. On this basis, 
estimated capital expenditures work out to $28 bil- 
lion for 1950 and $33 billion in 1960. Our ability 
to maintain high employment and rising living stand- 
ards will depend in large measure on our ability to 
invest that much profitably in new machinery and 
buildings. 


CAPITAL NEEDS 


Analysis of our capital needs lends little support 
to the idea prevalent during the 1930’s that we had 
reached economic maturity so that there was no way 
to invest as much as we had in earlier decades. No 
one has ever made an estimate of how much it would 
cost to modernize our industrial plant, which is valued 
at around $200 billion at prewar prices. If as much as 
a third of it needs to be replaced or rehabilitated, 
around $100 billion (current prices) of additional in- 
vestment will be required. 

In addition, huge amounts of money need to be in- 
vested in housing and public works to raise the serv- 

















(Figures in Billions of Dollars) 
(Annual Averages) 
1920- 1925- 1930- 1935- 1940- (1944 Prices) 
1924 1929 1934 1939 1944 1950 1960 

Total Capital Investment .............. $12,428 $17,186 $8,215 $10,445 $12,340 $27,700 $33,000 
SCT ECCT TET Ee 7,570 10,112 5,272 6,889 8,089 17,800 21,125 
Manufacturing ....... i ' 1,996 2,362 1,074 1,610 3,731 4,200 5,025 
OD Sa ses ie hh wh alee ke we 261 357 194 244 228 273 
NN i ata ae nies ary ee hire Bee eee 7 227 212 92 117 175 210 
I Pena Soe hia are 6 8 ke lac haat avin eh ee ee 138 188 110 192 853 1,021 
Nn 5: Sines a ore ae Awaba one Oe ne 105 150 78 146 369 441 
Chemicals & Petroleum «i... ceccceccecs 70 95 68 142 928 1,111 
PRE Or Te Tee - _ - 28 180 216 
ee ee a eee ee 510 625 213 409 1,462 1,750 
SR TT CCRT CTR CE Le 1,797 2,303 1,277 1,822 805 4,300 5,100 
ee ere ee ee ee 1,196 1,940 777 719 833 1,950 2,300 
DN nedabhecktéd diodes ean eekeleee.ctaweue 693 999 483 422 780 1,500 1,625 
NN 5 irercra atts asta Sgt daly da do nale ute a ead dess 1,888 2,508 1,661 2,316 1,940 3,950 4,700 
COUOONEP GORUNENOR: 6 ciciccccvcctccrscowces 3,806 5,557 1,547 2,256 2,912 7,200 8,255 
Government Construction ...........20eeeeeee 1,052 1,517 1,396 1,299 1,338 2,700 3,620 
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ices provided merely to adequate levels. The 20th 
Century Fund estimates that the cost of a 15 year 
program to modernize our city streets and rural 
highways would run to $40 billion. To bring the 
nation’s housing up to minimum standards of health 
and decency by 1960 would cost $115 billion. To 
conserve our natural resources and develop our wa- 
ter power would cost $27 billion over a 15 year 
period. 

There seems to be little question that needs exist 
for all the capital investment we can make for a long 
time to come. The behavior of investment in the past 
strongly suggests that the problem is not one of lack 
of needs but one of finding ways to add to our capital 
in an orderly fashion. Capital investment has followed 
the boom and bust route in the past; what is wanted 
is a high but steady rate of investment. 


WARTIME INVESTMENT DEFICIT 


Demand for capital goods is stronger right now 
than ever before, largely because of the backed-up 
needs arising out of the war. Here is how wartime 
expenditures for capital goods which can be used in 
peacetime production compared with expenditures 
in the last 5 years of both the 1920’s and 1930's: 
(Figures in billions of dollars) 


1925-1929 1935-1939* 1940-1944 


Total Capital investment $86 $65 $49 
Industrial 51 43 32 
Manufacturing 12 10 14 
Metals, chemicals, machinery, 
petroleum 6 6 ll 
All Other 6 4 3 
Commercial 10 5 3 
Railroads 5 3 3 
Electric power 5 3 3 
Consumer Construction 28 14 12 
Public Works 7 8 5 


* Adjusted to Wartime Prices 


Wartime restrictions held investment in all civilian 
lines far below what would be spent in prosperous 
peacetime years. Thus, there was a backlog of invest- 
ment needs at the end of the war which ran to more 
than $30 billion, if the 1925-1929 demand can be 
taken as typical. Whatever the precise size of the back- 
log, it is clearly great enough, when added to the nor- 
mal yearly demand for new investment, to keep the 
heavy goods boom going for some time to come. The 
test of our ability to stabilize capital investment will 
come later. 

There is also a huge foreign demand for American 
capital. How far we will go toward meeting this de- 
pends largely on whether international political and 


BUT THE AMOUNT PLOUGHED BACK VARIES GREATLY FROM GOOD 
YEARS TO BAD, ACCENTUATING THE SWINGS OF THE BUSINESS CYCLE 
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economic conditions are stable enough to make pri- 
vate foreign investment a good risk. 

If we invest abroad in the same proportion we did 
in the late-1920’s, our foreign investments will total 
$1.6 billion during the year 1950 and $1.5 billion in 
the year 1960. This will mean a net increase in our 
foreign holdings of $15 billion during the 1950's, 
raising the total of such holdings to about $25 billion, 
as against a total of $10.6 billion in 1940. 

To make that much foreign investment pay out, an 
expanding volume of world trade would be required. 
Foreign nations would have to get enough dollars not 
only to pay for goods they bought from us but also to 
pay interest and dividends on U.S. investments. If our 
overseas investments increase to $25 billion by 1960, 
annual interest and dividends owed us will run to 
almost $134 billion. 

To pay us that much, foreign nations would have 
to sell much more in the U. S. than ever before. The 
20th Century Fund calculates that imports of $7.3 bil- 
lion in 1950 and $8.1 billion in 1960 would provide 
other countries with the dollars they need. Imports 
ran to $2.5 billion in 1940 so we would have to buy 3 
times as much abroad to keep expanding our foreign 
investments. 

With good business, U. S. demand for imported 
goods should be well above prewar. Rising living 
standards will widen the market for such consumer 
items as British tweeds and French perfumes. More- 
over, we will need to import more raw materials than 
ever before because we used up our natural resources 
at a prodigious pace during the war. 


NEW INDUSTRIES 


The new methods, materials, and products devel- 
oped during the war may well have a more profound 
and lasting effect on future capital requirements 
than the backed-up demands accumulated in war- 
time. Here are some of the wartime developments 
which may have important peacetime applications: 
new chemical processes and products including syn- 
thetic rubber, plastics, synthetic fibers and fabrics; 
new food products and new methods of food process- 
ing; new uses for glass, plywood, and the light me- 
tals; tremendous advances in aviation: and new 
applications of atomic energy and fissionable prod- 
ucts in power production and medicine. 

Large capital expenditures will be required to 
push these developments further and adapt them to 
civilian use. New businesses and perhaps entire new 
industries will grow up, adding to the demand for 
capital goods for many years. 





AND 


THE COST OF GOVERNMENT 


To the traditional certainty of death and taxes can 
be added the certainty that the cest of government 
will take a much larger share of national income 
than ever before in peacetime. After the Civil War 
and again after World War I, federal expenditures 
moved up to a level four times prewar. And it is al- 
ready clear that World War II is going to have about 
the same effect. 

In 1940, federal, state, and local governments 
spent $19 billion, of which a total of $2.2 billion 
went for national defense, veterans, and interest on 
the war debt. By 1950, the 20th Century Fund es- 
timates that all governmental units in the U. S. will 
be spending more than $45 billion. Federal expendi- 
tures are estimated at $27.6 billion in that year as 
against $9 billion in 1940. 

Part of the increase is explained by higher post- 
war prices. Adjusting for price changes would reduce 
the 1950 figure from $45 billion to $33.5 billion. 
This is still 80% above the 1940 level. Increased 
expenditures for public works, social insurance, and 
schools explain another small part of the rise. 

But costs arising out of the war are by far the most 
important factor. Military and veterans’ expenditures 
and interest on the war-swollen national debt will 
add up to over $17 billion in 1950. This is only 10% 
less than total government expenditures in 1940. 

The only major category of government expense 
which would be lower in 1950 is welfare. With high- 
level employment and more social insurance, relief 
and other welfare costs should run to $2.5 billion 
in 1950 as against $3 billion in 1941. 

The following paragraphs describe important 
trends in the major items of government expense. 


MILITARY 


The 20th Century Fund assumes that we will main- 
tain an armed strength of 2 million men (including 
trainees) and that it will cost $3,300 to equip and 
maintain each man, so total military expenditures will 
run to $6.6 billion. But even if we decide to maintain 

a smaller armed strength, the total 
cost might easily be at least $6.6 bil- 
lion because the present per service- 
man cost of over $6,000 a year may 
not decline. 


VETERANS 


GOVERNMENT ... 


It will cost at least $2.9 billion to 

take care of veterans in 1950 even if 

benefits are not increased. That’s 5 

times the 1941 cost. Pensions for 

World War I veterans rose steadily 

from $116 million in 1924 to over $300 million in 1945. 

That rise will continue for another 20 years. By far the 

largest expense will be for World War II pensions 

which are already costing $900 million. Disability and 

death benefits will cost about $1°4 billion in 1950: 

hospitalization will add another $250 million; and 
insurance $150 million. 


SOCIAL SECURITY 


Future expenditures for social security will depend 
on whether steps are taken to extend coverage and 
liberalize benefits. Over 60 million people are now 
covered so the cost is certain to increase rapidly as 
more of them begin to draw payments. With high- 


WHY THE COST OF GOVERNMENT HAS INCREASED. The 
$25.6 billion increase in cost from 1913 to 1941 was due to: 
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level employment in 1950, estimated old age and un- 
employment benefits under the present system would 
run to over $5 billion. Expansion of benefits, as recom- 
mended by the Social Security Board, would raise the 
cost to over $9 billion. 


PUBLIC WORKS 


Even an economy-minded Congress is almost cer- 
tain to go along with expenditures for highways, air- 
ports, waterways, flood control and conservation. Thus, 
an increase in expenditures for transportation and 
natural resources from less than $2.5 billion to over $5 
billion in 1950 seems probable. 


SCHOOLS 


Education ranks third among all government ex- 
penditures. In 1941 we spent almost $2.5 billion- 
10% of all government dollars—on schools. Teachers’ 
salaries account for almost three-quarters of the total 
cost so the trend towards higher salaries will boost 
the nation’s bill for education. 





WHERE TAX DOLLARS GO 
(Figures in Billions of Dollars) 
(1944 Prices) 
1913 1932 1941 1950 1960 
All Government 
Expenditures ...... 2.5 12.4 23.1 45.5 50.7 
Federal ........ 0.7 4.3 12.9 27.6 28.6 
MF ciccccccass 1.8 3.6 7.0 9.3 
fecet cc nccecees VS 6.3 6.6 10.9 12.8 
Military 0.27 0.7 6.1 6.6 6.6 
Veterans ........... 0.18 0.8 0.6 2.9 3.2 
eer 0.15 1.3 7 7.9 8.1 
Social Insurance ..... - 0.2 1.9 7.7 8.7 
Welfare & Health .... 0.31 1.5 4.1 4.0 4.1 
Education ....cccccce. 0.65 2.5 2.7 h Ds 4.3 
Public Works ........ a. a. a. 5.6 7 
Transportation ....... 0.40 1.9 2.0 1.8 2.7 
Natural Resources . 0.03 0.6 1.4 1.2 1.1 
Police & Fire ........ 0.19 0.7 0.7 1.0 1.1 
ae 0.40 2.4 2.0 3.0 3.6 
a. Included in other groups. 
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NATURAL RESOURCES 


The war left the U. S. with a depleted supply of 
most natural resources, and with critical shortages 
of some of the most essential minerals. Nevertheless, 
lack of natural resources should not be a limiting 
factor on our productive capacity. With relatively 
free access to world markets, we should be able to 
get all the raw materials we need. And, even if we 
were denied access to world markets, we could use 
our low-grade reserves and develop substitutes with- 
out causing a prohibitive reduction in our living 
standards, though everyone would feel the effects in 
one way or another. 

The U. S. economy consumes about a billion and 
a half tons of raw materials each year, or about 11.5 
tons per person. Of this 3.5 tons are coal, 1.5 tons 
are petroleum, and iron and copper ore each con- 
tribute about a half a ton. In 1939 the value of un- 
refined minerals output was $4.2 billion and 2% of 
all workers were engaged in mining or lumbering. 


FUTURE REQUIREMENTS 


The level of industrial production projected by the 
20th Century Fund would raise minerals requirements 
a third above 1940 by the year 1950 and 50% above 
1940 a decade later. Here is how natural resources 
requirements in the 1950 decade would compare with 
1940 and the wartime peak: (Index numbers, 1940 
equals 100) 


Wartime 

Peak 1950 1960 

All minerals 138 133 151 
Metals 157 117 126 
Fuels 130 141 164 
Other 141 128 142 
Lumber 126 93 7 
Electric Power 159 173 224 
Manufactured Gas 120 94 75 


The capacity of our supplies of natural resources 
to support future levels of output cannot be deter- 
mined with any great accuracy. It will depend on 

the size of our reserves and on our 
ability to use supplies more econom- 
ically and develop substitutes. 


ITH THE Because there is no way to meas- 
ure these factors with any degree of 
kources precision, all estimates of the num- 


ber of year’s supply are subject to 
wide errors. However, such estimates 
are useful in directing attention at 
those resources where every effort 
should be exerted to develop new 
supplies, substitutes, and more economical methods 
of use. 


BIGGEST PROBLEMS: LEAD AND ZINC 


Commercial grades of zinc, lead, and bauxite will 
be exhausted before 1960 even if the rate of use is 
cut to half the wartime rate. Supplies of petroleum 
and natural gas— which furnish 40% of our energy 
~will last longer than 20 years but their partial de- 
pletion will raise many technical and economic prob- 
lems long before that time. Possible exhaustion of 
high-grade deposits of such minerals as iron and 
copper in the foreseeable future will stimulate de- 
velopment of processes to use low-grade deposits. 

We have been discovering more and more ways to 
stretch our supplies of natural resources, however. 
In the case of tin, the electropJating process saves 50% 


[AILABLE ... 





of the tin used in tinplate production. The electric 
power industry uses less than 40% as much coal per 
kwh now as in 1920. The development of new ma- 
terials and new ways of using old materials also ex- 
pands our resource capacity. 

Our bituminous coal reserves are adequate for 
over a thousand years even at the wartime rate of 
use, though production costs might rise substantially 
as inferior coal beds were used. After that, there are 
huge deposits of sub-bituminous coal and _ lignite 
which could carry us along for another thousand 
years. In comparison, maximum petroleum reserves 
are minute, adequate only for about 30 years con- 
sumption at the current rate. That is why the experts 
are trying to find ways to produce oil from coal 
cheaply enough to be commercially feasible. 

Even though we have been using up lumber faster 
than it grows, there is little doubt that enough will 
be available in the future to meet at least minimum 
needs. Annual timber growth runs to about 32 billion 
board feet. But we cut over 40 billion board feet a 
year before the war and lost another 6 billion through 
fire, insects, and disease. An adequate conservation 
program could increase annual growth enough to off- 


set this depletion. 
1940 RATE OF USE 
ii WARTIME RATE 


OUR NATURAL RESOURCE RESERVES 
Years required to exhaust supplies 
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PRODUCTION PROSPECTS: Estimated Percentage Increase 
in Industrial Activity Over 1940 
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INDUSTRIAL CAPACITY 


At the end of World War II U. S. industry found 
itself with surplus capacity in some lines and seriou- 
deficiencies in others. There was more than enough: 
aircraft, machine tool, and synthetic rubber capacity 
but not nearly enough sheet steel, copper, or electri- 
cal machinery capacity to meet pent-up demands. 

War experience showed, however, that industri«| 
capacity can be expanded enormously in a few years. 
given the need and the funds. Thus lack of industria] 
capacity should not prove a bottleneck to meeting 
the demands of consumers in the 1950 decade. 

A rough estimate places our total investment in 
industrial facilities (manufacturing, mining, trans- 
portation, and distribution) at $200 billion. Just how 
much capacity industry as a whole, or any given in- 
dustry, has is impossible to measure. 

Capacity is a most elusive concept. In a technical 
sense, the capacity of an industry is the combined 
production of all its plants working 24 hours a day, 
365 days a year, less an allowance for repairs, break- 
downs, and other technical factors. Actual capacity 
is far less, however. Some facilities are obsolete or 
high-cost. Supplies of raw materials and components 
may be insufficient to keep assembly plants running 
full-steam. Moreover, demand for many products 
isn’t great enough to support round-the-clock pro- 
duction. 


PLENTY OF CAPACITY 


During the past quarter century, however, experi- 
ence shows that we have had more than enough 
overall capacity, and more than enough capacity in 
almost every industry, to meet all demands. An ex- 
tensive study showed that even in 1929 only the steel 
and machine tool industries were definitely operat- 
ing at capacity. 

The growth of productivity as old machines are 
replaced with new and more efficient ones and as 
new techniques are developed is one of the main 
reasons why industrial capacity more than keeps 
pace with markets. The depression of the 1930's led 
to a net retirement of about 5% of total manufac- 
turing facilities but manufacturing plants in 1939 
could have turned out a quarter more than in 1929 
because productivity was a third higher. 

Whenever an industry’s output begins to approach 
technical capacity, it becomes profitable to purchase 
new and more efficient equipment to replace or sup- 
plement existing machines so that a certain amount 
of excess capacity seems to be inevitable in a free 
enterprise system. 

Estimates of the level of industrial production in 
different lines under conditions of high-level employ- 
ment during the 1950 decade are shown in the chart. 
They assume that past trends will continue so that 
they give only a rough idea of what would happen 
to output in each industry. Unpredictable shifts of 
consumer demand or new product developments 
might cause a big change in the pattern of industrial 
production. Such estimates are, nevertheless, useful 
in that they provide a clue to lines where the largest 
increases may take place. 

None of the projected increases are so large as to 
tax our ability to provide enough capacity. This is 
not to say that there will be no bottlenecks because of 
lack of capacity for certain components, for instance. 
However, we should be able to make good in short 
order any deficiencies of that sort that may develop. 
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DEMANDS VERSUS NEEDS 


Despite the substantial increase in living standards 
which would be possible with high-level production 
and employment in the 1950 decade, many U. S. 
consumers will be unable to buy enough of life’s 
necessities to maintain themselves at a health and 
decency level. Almost 30% of all families would re- 
ceive less than $1,000 a year cash income and one- 
third of this group would receive less than $500. 

The 20th Century Fund asked a series of experts 
to estimate the quantities of food, clothing, housing, 
medical care, and other things needed to provide a 
standard of living at a minimum health and decency 
level. The experts also figured out how much it would 
cost to bring everyone expected to be below that stand- 
ard in 1950 and 1960 up to the calculated level. In 
other words, the estimates show the cost of establish- 
ing a “floor” for consumption without disturbing the 
spending patterns of those who received more than 
enough income to satisfy the calculated minimum 
needs. 


ESTIMATES OF NEEDS 


Any estimate of “needs” must rest upon someoune’s 
opinion as to what constitutes “health and decency” 
in this day and age. In the case of food, the nutri- 
tional requirements of a minimum health and de- 
cency standard can be determined accurately. In 
other fields, such as housing and education, even the 
experts would disagree over what constitutes a mini- 
mum standard. 

However, what is important is not the precise size 
of the estimates but their general magnitudes. The 
conclusion that we would have to spend about 50% 
more on medical care than we are likely to in 1950 
is important even if the experts’ appraisals of the defi- 
cit range from as high as 60% to as low as 40%. 

To fill total needs caleulated in this manner would 
require production of $200 billion of goods and 
services in 1950 or 13% more than the $177 billion 
which would be turned out with high-level produc- 

tion and employment. In 1960, es- 
timated production would fall 
short of needs by 8%. Food ac- 
counts for the biggest share of the 


MEET deficit but needs outrun demand by 

important margins in housing, 

MOST ALL medical care, education, and social 
security. 

[" NEEDS To provide nutritionally ade- 

quate moderate-cost meals for 


those unable to afford them would 

add $5.5 billion to the $27.2 billion 

that would actually be spent on 
food in 1950. This assumes no change in diets of those 
with adequate incomes despite the fact that many 
people in those groups do not eat what they should. 
If we all ate what we needed, we would consume twice 
as many fresh vegetables as in 1940, half again as much 
milk, more fruits and tomatoes; and we would eat 
smaller quantities of sugar, sirups, fats, and oils. This 
better diet would cost us less than we will actually 
spend for food in 1950. 

So large a portion of our existing housing is un- 
satisfactory by any reasonable standards that it would 
take 10-15 years to provide everyone with adequate 
housing. One of the reasons why we don’t have ade- 
quate housing is that many consumers cannot afford 
to pay enough rent to finance it. Estimated expendi- 
tures in 1950 for rent (including the estimated rental 





value of owner-occupied homes) would run to $14 
billion as against an estimated need of $16.4 billion. 

Vast advances in medicine have gone far toward 
eliminating many diseases and have brought about a 
steady improvement in the standard of health. How- 
ever, large numbers of people in the lower income 
groups cannot afford adequate medical care. More- 
over, to supply good medical care for everyone under 
the traditional fee-for-service basis would cost several 
times more than consumers have ever spent for medical 
services even in prosperous years. Development of an 
effective form of group medicine, however, would 
make it possible to provide adequate care at a great 
saving over present costs, according to the 20th Century 


Fund. 


HOW CONSUMPTION WOULD COMPARE WITH TOTAL NEEDS 


(Figures in billions of dollars) 


1950 


FOOD 
CONSUMPTION 
$27.2 
Z SHELTEP 


CLOTHING 


1960 





CONSUMPTION 
$13.6 


MEDICAL CARE 

DEFICIT 

$2.2 
(8) EDUCATION 





THE U.S. ECONOMY FACES A CHALLENGE 
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The major conclusion of the 20th Century Fund’s 
survey of America’s needs and resources is that we 
have reached a point where we can provide everyone 
with a decent living and most people with a living 
which, by any standards other than our own, is posi- 
tively luxurious. With high-level employment, it would 
take only a 13% increase in total output in 1950, and 
an 8% increase in 1960, to lift everyone to a minimum 
health and decency standard of living. 

We have more than enough industrial and agri- 
cultural capacity to support that much of an in- 
crease in total production, Lack of natural resources 
should not be a bottleneck, for with world trade on 
any sort of a reasonable basis we will be able to get 
all the raw materials we need. 

The only limiting factor is the capacity of our labor 
force to produce. The 20th Century Fund assumes that 
productivity will advance at the average rate actually 
achieved during the past 9 decades (18%). But there 
is no technical reason why we cannot achieve an in- 
crease of more than 30%. That would make possible 
enough production to meet our minimum needs, 

The U.S. economy has exhibited two dominant 
characteristics in the past century. Our productive 
capacity has expanded at a rate never approached 
elsewhere. But our economy has also been highly un- 
stable. Our problem is to make the most of our un- 
paralleled technological and productive know-how 
while minimizing the swings of the business cycle. 

If we can meet that challenge, we can eliminate the 
specter of want and move on toward constantly rising 
living standards for everyone. Never before in history 
has a nation been so close to abolishing poverty and 
meeting the material demands of its citizens 

This is not to say that solving the problem of main- 
taining stable and expanding production would solve 
all our economic, social, and political problems. Nor 
is it to say that a solution of the problem of keeping 
our economic machine running on an even keel is at 
hand. 

In the first place, the U. S. would not be a utopia 
even if we achieved the kind of high employment and 
production the 20th Century Fund is talking about. 
Many perplexing problems of how to best distribute 
our production would remain. Then there are a host 
of social and political problems which would still tax 
our efforts and ingenuity. Finally, there is the all- 
important question of how to maintain world peace. 

Most people would agree that the problem of 
maintaining high employment and rising living stand- 
ards is still far from solution. Our ability to mobilize 
and direct our economic resources so as to keep our 


BUT THE GROWTH HAS FOLLOWED THE BOOM AND BUST ROUTE 
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economy running on an even keel has lagged behind 
our ability to solve technical production problems. 
Each businessman, each worker, and each consumer 
must somehow learn to act differently in many ways 
than he has in the past if we are to solve our number 
one economic problem. 

Just what changes in our economic life will be 
necessary no one knows. On our ability to find out 
these things and*put them into practice in the next 
few years depends our success in meeting the chal- 
lenge which the 20th Century Fund’s study under- 
lines. That challenge is that we have within our 
grasp the ability to eliminate actual want from the 
U. S. and to provide more and more things for better 
living for everyone. 


Reprints of this report are available at a charge of 25¢ each to cover the cost of handling and matling. Address 
orders to Department of Economics, McGraw-Hill Publishing Co., Inc., 330 West 42nd Street, New York 18, N. Y. 
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Where the Lamp Department of General Electric Company entertained 
over 100 wholesalers, “‘B’ Agents from the Atlantic Sales District 


——THEY WORKED . 


Strenuously for eight hours they worked during which time the entire group listened to eleven talks 
on pertinent subjects and later, while divided into small groups the conferees were exposed to eleven 
honest-to-goodness but well condensed lectures on lighting developments and the various segments 
of the lighting market. 





St UP PeowUCTICn 





P. D. Parker, general sales mgr., W.H. Robinson, Jr., manager, Adv. Merchandising expert tells and demonstrates to the whole- 
Eastern Div., gives the low-down on Div., explains sales building angles salers present how to build more and better sales to con- 
stratosphere production, of lamp advertising. tractors and dealers. 





al 


One group listens to a lecture on the how, why, where and when They are learning a little about the more than ten thousand 
of lamp production. different types of lamps now made. 
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——THEY VISITED 








Keeping a bunch of wholesalers’ 
executives "on the beam" for an 
all-day series of classes like high 
school kids would have been im- 
possible had they not had a chance 
for visiting around during the 
snacks’ period that was wisely 
provided to break up the morn- 


ing's four-hour program of lec- 


tures and during the luncheon 


period that came at 1:30 P.M. 





This posing is all in the day's work for, left to right: Harry Berken, 


Central Queens Electric Supply Co.; S. Katz, Plymouth Electrical 


Distributors; and Max Haubenstock, S. Federbush Co. 





It's a toss up as to whether the smiles are for the photographer 
or for the good lighting days ahead. Left to right: R. F. Culkin, 
Wiedenbach Brown Co.; F. Bellins, Midtown Electric Supply Co.; 
J. A. Edwards, J. A. Edwards and Co., Inc. 





Left to right: A. Cohen, Standard Lighting Fixture Co., Inc.; A. 
Beller, Eastern Electric Supply Co., and H. Bindler, Flatbush Elec- 


tric Supply Co., Inc., chat a few moments between sessions. 





Left to right: Emil Heidt, Turtle & Hughes, Inc.; William Berken, 
Central Queens Electric Supply Co.; and R. Beller, Beller Electric 
Co., assume the standard pose. 





Comparing notes on what's coming in the lighting field are, left 
to right: G. H. Jungen, Baitinger Electric Co.; M. Kamen, Shell 
Electrical Supply Corp.; and M. Hirschfeld of Hirschfeld Electric 
Supply Co., Inc. 
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NELA Park offered a strenuous day to, left to right: H. Goler, Left to right: J. J. Gill, Maritime Electric Co., Inc.; George Cella, 
Goler Electric Supply Corp.; A. Boxer, Midway Electric Supply Cuny & Guerber, Inc.; W. C. Stockberger, Wiedenbach Brown 
Co,. Inc.; and A. Gershoff, Gershoff Electric Supply Corp. Co., Inc. 





Left to right: John A. Burt, Keer Electrical Supply Co.; H. L. Left to right: J. D. Sweeney, Royal Eastern Electrical Supply Co., 
Mulligan, General Electric Supply Corp.; Louis Shiffman, Louis Inc.; R. J. F. Cullen, General Electric Supply Corp.; W. B. Daven- 
Shiffman, Inc. port, Ross Electric Corp. 


—THEY PLAYED 


After the eight-hour day's work cocktails and dinner at the Wade Park Manor Hotel built up the strength 
of the boys enough so they could get back on the same train that brought them, into the same rooms, 
where they had left their baggage the same morning and—back to New York to the job of selling more 
lamps and lighting to more people. Only one day lost away from business, but many months gained in 
getting organized for capitalizing on the greatest sales opportunities in the lighting field that the in- 
dustry has ever known. \ 


’ 
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Can your profits afford to foot THIS bill? 


It’s a dangerous habit to accept ALL of today’s 2 Expediting and delivery follow-up has become 
higher costs. For many controllable costs can be automatic through the use of Visible Tip follow- 
profitably reduced by simplifying systems and up folders. More time and money saved! 


. . 
procedures throughout your business. 3 Point-of-use record protection has combined rec- 


EXAMPLE: One typical company replaced their ord safety with operating efficiency. 
rule-of-thumb purchasing procedures with an 


: Whether your costs are highinsales...inventory... 
integrated Remington Rand system. Results: 


production . . . or ledger . .. Remington Rand sim- 
| Analysis of sources of supply, past prices, and __ plified systems can pay you extra savings by reduc- 
delivery performance has been streamlined _ ing controllable costs. For our free 96-page systems 
with Kardex visible control. Executive and analysis, Graph-A-Matic Management Control, 
clerical overtime has been sharply reduced. write Systems Division, 315 Fourth Ave., N Y 10. 


THE FIRST NAME IN BUSINESS SYSTEMS 
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(Continued from page 61) 


planned lighting program sponsored by 
the Edison Electric Institute, Joseph S. 
Schuchert, manager, Commercial Sales 
Department, Duquesne Light Company, 
Pittsburgh, told his audience at the con- 
ference. “The coordinated approach to 
lighting sales made possible by this pro- 
gram offers the industry increased sales 
of electric energy and lighting equipment ; 
improved public relations; use of the 





TALKING THINGS OVER at the Edi- 
son Electric Institute’s sales conference— 
T. J. Newcomb, Westinghouse (left) and 
B. E. Sullivan of General Electric. 


concept of planned lighting to serve as 
a standard in all lighting installations, 
and a means of combating irresponsible 
salesmen of unsound lighting equipment,” 
Mr. Schuchert declared. 

Mr. Schuchert pointed out that success- 
ful lighting sales programs are not de 
veloped over night and that customers are 
not sold by one call or one campaign 
“Changes in trends or methods are ac- 
complished only by the aggressive, per- 
sistent offense of an industry which 
eventually results in customer acceptance,” 
Mr. Schuchert said. 

He emphasized that the planned light 
ing program is aimed at providing cus- 
tomers with modern lighting installations, 
designed to serve economically and eff- 
ciently their specific living, working and 
selling needs. All customers in five major 
markets, residential, store, school, office 
and industrial, will be urged to have their 
lighting installations planned according 
to the latest practices in lighting, be- 
fore buying any equipment, Mr. Schu- 
chert said. 

Better 


3ureau and_ sales 


Restofski, chairman, 


Light Better Sight 


Harry 


promotion manager, West Penn Power 
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Improved delivery schedules . 
Fully inspected fittings 







TYPE CCR-1 
CONDUIT 


Thin wall %”’ E.M.T. indenter tool type. 
Zinc. Standard package 500 pieces; car- 
ton 100 pieces. Approx. 1800 pieces pe! 
100 lbs. 


TYPE FS-3 
FIXTURE 
STUD 

ZINC 


FS-3 No Bolt Fixture Stud has 48” pipe 
thread, but no internal thread. Now 
available with lock nuts. Tested as 
follows: (1) Vertical breaking point 600 
lbs. (2) 27° angle test with 20” pipe 
(3) Torque from 300 to 337 inch-pounds. 


(/ 


CONDUIT CONNECTOR 


For %” E.M.T. thin wall conduit, in- 
denter tool type. Material, zinc. Same 
thread and locknut as CF-1U. Standard 
package 500 pieces; carton 100 pieces; 


approx. 1500 pieces per 100 lbs, 





TYPE CF-1U 
SCREW TYPE TYPE CR-1 
CONDUIT CONNECTOR CRIMP TYPE 


Listed as approved by Underwriters’ 
Lab. Two sizes: %” and %"’. Single set 
screw type. Aluminum or zinc material. 
14-14 Am. Nat. Standard Pipe Thread. 
Packaged in lots of 500; carton 100; 
approx. 1800 pieces per 100 Ibs. 





satis F 


REVERSIBLE CLAMP TYPE BOX CONNECTOR 





om’) 


G2 
F 


a 






(EXPLODED VIEW 
PARTS CNT-1) 





For BX—Romex armored cable, non-metallic sheathed cable, 
CNX concentric covered neutral house wire, and rubber- 
jacketed portable cords having an outside diameter of from 











5/32" to 21/32’. Reversible clamp for smaller sizes. Standard 
\ package 1000; carton 100. Approx. 2000 pieces per 100 Ibs. j 





For details and prices on the Conduit Fitting line, write for Bulletins 
CF-2 and FS-3. Address Dept E-362. Bulletins on the various lines 
of multi-contact electric connectors and hospital signal equipment 
also available upon request. 


CANNON ELECTRIC 
DEVELOPMENT COMPANY 


3209 Humboldt Street, Los 


BOR 


CANNON 
ELECTRIC 


Angeles 31, California 


Canada & British Empire — Cannon Electric Co., itd., Toronto, Ontario © World Export 
Agents (excepting British Empire) Frazar & Hansen, 301 Clay St., San Francisco 11, Calif. 








Co., Pittsburgh, told the delegates that 
the industry is on the threshold of the 
greatest opportunity for lighting prog- 
ress in all the history of the industry. Mr. 
Restofski pointed out that national sur- 
veys have shown American homes, 


schools, offices and factories to be “woe- 
fully underlighted.” The Better Light 
Better Sight Bureau has a program five 


times larger than any previously pre- 


IMPERIAL NEOPRENE oe Se Oe Se 
said. 


The Heat Pump 
A.-C. Crandall, vice president of the 
Indianapolis Power & Light Co., Indian 
apolis, sp ike to the delegates on the sub- 


ject, “The Heat Pump As A_ Load 
Builder.” Although many design, con- 
struction and application problems must 
be solved before the heat pump is ready 
for marketing in all localities, no other 
appliance at a comparable stage in its 
development has stirred such a volume of 
public interest, Mr. Crandall said. 

The commercial opportunities in televi- 
sion were outlined by Reynold R. Kraft, 
general sales manager, Television, Na- 
tional Broadcasting Co. Mr. Kraft fore- 
cast a production of 400,000 television re- 
ceivers of all models during the year, as 
compared with production of 10,000 re- 
ceivers during 1946. The demand for re- 
ceivers is increasing, and 1947 production 
schedules will be stepped up, Mr. Kraft 
said. 

“Eleven commercial television stations 
are now operating in eight markets, and 
forty construction permits have been 
granted for new stations,” he told the 
conference. 

E. W. Williams, publisher of the maga- 
zine, “Quick Frozen Foods,” speaking on 
the relationship of frozen foods to the 
electrical industry, estimated that one 
million home freezers will be sold during 
the next two or three years. Mr. Wil- 
liams emphasized the rapid growth of the 
frozen foods industry. He said that the 
number of locker plants has increased 
from 1,500 in 1937, to a present total of 
over 8,000. 

“Prices of electrical appliances as a 
whole should settle at a level considerably 
above the prewar range,” Dr. Paul L. 
Morrison, chairman of the Department of 


Finance of the Northwestern University 
School of Commerce, told the conference. 
“Within the near future, moderate price 


readjustments are to be expected in cer- 
tain appliance items,” Dr. Morrison said. 

WIRE and CABLE Prices of some specific appliances have 
risen faster than prices in general, due to 
supply shortages, which are now being 
rapidly remedied by “our productive ma- 
chine,’ and as the shortages disappear, 
price reductions in these lines should fol- 
low, Dr. Morrison declared. 

He advised his audience to hold appli- 
ance inventories to their minimum re- 
quirements until the coming price read- 
justments have been completed. 
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Two Electrical Products 


Get Safety Award Scroll 
NEW YORK—Two electrical products 
received honorable mention scrolls re- 
cently when the annual Home Safety 
Award, established in 1945 by Lewis & 


Conger, well-known New York house- 
wares firm, was made at a dinner at the | 


Waldorf-Astoria Hotel in this city. The 
principal award was presented to Textile 
Mills Co. of Chicago for its entry, the 
Tex-Knit 
Cover. 


Burnproof Ironing Board 
General Mills, Inc., was awarded an 
honorable mention for its “Tru-Heat”’ 
iron, and Amerline, Inc., a similar award 
for its safety cap. 
The “Tru-Heat” iron, which is the 


first of a line of home appliances being 





General Mills Tru-Heat Iron 


produced by General Mills, was selected 
for its two safety features, the satety 
side rest and the tru-heat control. The 
safety side rest allows the iron to be 
placed on either side when not in use in- 
stead of standing it on a heel rest, thereby 
reducing the danger of the iron being 
knocked over or off the ironing board 
The tru-heat control shows both fabric 
and temperature settings and is a safety 
factor in setting proper temperatures for 
various fabrics. 

The Amerline safety cap, which re 
ceived honorable mention also, is a plas- 


tic cap to cover outlets around the home 





Amerline Safety Cap 


that are not used. It was developed by 
a member of the Amerline organization 
who had been appalled by the number of 


serious injuries and fatalities among in- 


fants and small children as the result of 





INSTANT 


HEAT 
SOLDERING 


IDEAL "THERMO-GRIP” 





Attachments 


for handling all types 
of soldering jobs. 





PLIER” ATTACHMENT 


For soldering applica- 
tions where work may 
be held in jaws and 
heated. 


} 


PENCIL” ATTACHMENT 


For spot or seam solder- 
ing where ground clamp 
may be attached to a 
metal part of work or 
to metal holding jig to 
complete secondary 
circuit. 





f 


FORK” ATTACHMENT 


For soldering in restricted 
spaces where straight 
tools cannot be used. 
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Soldering Set 


Here’s a ‘live-wire’ combination that's 
bound to be a money-maker—a new 
and improved product needed for soft 
soldering or brazing of all kinds... 
backed by intensive advertising and 
consistent selling. 

Regularly, Ideal ads are appearing in 
leading trade journals, featuring the 
many exclusive advantages of the 
“Thermo-Grip” Soldering Set. This ad- 
vertising is followed up by direct mail 
and merchandised through personal 
calls by Ideal field representatives. 

Get the whole story about this better- 
than-ever “Thermo-Grip” set — about 
the big market for immediate sales 
and the Ideal promotion program. 


Write for full details. 


Distributed Through 
AMERICA’S LEADING WHOLESALERS 


IDEAL INDUSTRIES, Inc. 


Successor to Ideal Commutator Dresser Co. 


1047 PARK AVENUE « SYCAMORE, ILLINOIS 
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You Don't Have to "Push" Latrobe Products 


Latrobe Products sell readily because they are widely 
and favorably known. You can stock them in full 
assurance that they will move out without urging. 


lo 


No. 284 Nozzle with No. 252-R Floor Box 


No. 200 Cover Plate 
Two-gang Floor Box with No. 208 
Duplex Receptacle Nozzle with Receptacle in one section. One 
12" Brass pipe extension. We Cover Plate with 1", the other 
furnish many types of Nozzles with 2” Flush Brass Plugs. 
for use with “Latrobe” Water- 
tight Floor Outlets. 


= 8 


No. 471 “Latrobe" No. 110 “Latrobe™ 
Pipe or Conduit Hanger Watertight Floor Box 








Approved by Underwriters 
Laboratory. Iron box body, 
342" round brass cover 
plate. No. 208 fits tapered 
opening in top of box body. 


High quality and sure performer 
yet very economical for hanging 
pipe or conduit to steel beams. 
Takes pipe 12", %" and 1”, 





“Bull Dog" 
Insulator Supports 


tu 





"Keystone" Fish Wire 
Malleable iron of high tensile 
strength for fastening porcelain 
or glass insulators to exposed 
steel framework. Four sizes. 


High quality flat steel wire. 
Ten sizes, in coils from 100 
feet up. 


atrobe 


PRODUCTS 
oS 


SPECIALTIES 
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FULLMAN MANUFACTURING CO. 


LATROBE . . . PENNSYLVANIA 








shocks and burns received from putting 
metal objects, such as wires and hairpins, 
into open wall outlets. 

Richard V. Lewis, president of Lewis 
& Conger, made the award, a _ large 
bronze plaque, to Kurt Goldsmith, presi- 
dent of Textile Mills Co. The distin- 
guishing feature of the award winning 
product was a new textile fabric “as- 
heston,” developed by the United States 
Rubber Co. during the war to provide 
fire-fighters on aircraft carriers and mili 
tary fields with a lightweight, flameproof 
suit. One of these suits displayed at the 
dinner, attracted much attention, and the 
United States Rubber Co. shared honors 
for the pione¢ r development of this ma 
terial and its applications to home safety 
honorable 
mention scrolls in addition to General 
Mills, and Amerline, Inc., 


Other concerns, receiving 
were: Evans 
Manufacturing Co., Akron, Ohio, for the 
Wil-Stan Iron Holder; Reflecto Letters 
Co., New York City, for the Driveway 
Marker; Stewart Products, Inc., New 
York City, for the E-Z Lift Caplifter: 
Corp., New York 
City, for the Safety Window Cleaner ; 
Magic Mirror Associates, New York 


Safeway Specialty 


City, for the Magic Mirror Interviewer. 

The panel of judges which selected the 
winning products consisted of: Ned H. 
Dearborn, president of the National Safe 
ty Council; Eloise Davison, director of 
the New York 


tute: Katherine Fisher, director of Good 


Herald-Tribune  Insti- 


Richardson 
Wright, editor, House & Garden; Julien 
Elfenbein, editor, House Furnishing Re- 


Housekeeping Institute; 


view, chairman 


Price Reduction 
By Noma Electric Corp. 


A twenty to thirty percent reduction in 
retail prices of its Bubble-Lite was an- 
nounced recently by Noma Electric Corpo- 
ration. The corporation credited the price 
cut to the lowered manufacturing costs 


Subble-Lite 


resulting from increased 
production. 

Henri Sadacca, president of Noma, said 
that the string of nine lights which pre- 
viously retailed for $5 will now sell for 
$4 and the single light will sell for 35 
cents compared to 50 cents previously. 

This is the fourth price reduction an- 
nounced by Noma Electric Corp. Re 
cently some of its commercial frozen food 
cabinets were lowered 20 percent in price. 
Prior to that, the company announced 
reductions of $51 in the price of large 
model Estate and Frigid Freeze home 
treezers. 

In making the announcement, Mr. Sa 
dacea said, “It has been the experience of 
American industry that whenever prices 
are lowered, retail sales are stimulated 
and factory employment increased.” 
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ARVEDON ELECTRIC Supply Co., 
Boston, wholesaling firm, featured electri- 
cal supplies, lighting fixtures, radios and 


electronic equipment in its exhibit at the BERNS AIR KING QUALITY! 


recent Hardware Show at the Hotel Stat- 


ler, Boston. Left to right: Arthur Arve- BERNS AIR KING PERFORMANCE! 


don, mgr. radio and appliance dept.; L. 
Tausevich, outside salesman; Joseph 
4rvedon, general manager; J. Bidderman, 
outside salesman. 





Fair Trade Council Has 
Three Trade-In Plans 


. : The perfect fan for small private offices, kitchen, bedroom 
HREE plans to choose from were 


and general home use! 10” fan smartly styled in gleaming 
recently suggested to manufacturers white enamel or rich-looking mahogany finish. Adjustable 
operating under Fair Trade contracts in width from 24 to 35°. Quiet, smooth operation. 1 year 


: : ; guarantee. Complete with Cord and Plug. Toretail for $18.90. 
when a special committee of the Ameri 


le Council, Inc., released 


can Fair Trac 
its report. In view of the rising interest 
of many manufacturers in the problem of 
trade-in allowances, John W. Anderson, 
president of the AFTC, had appointed a 
special committee to study the problem 
and report recommendations 

\fter meeting and considering the 
problem, the committee, consisting of R. 





lL. Whitman, vice president, Nashua 





Manufacturing Company, Norval P. 


cot eR, 


Trimborn, attorney representing Mead- : 
A : — 6 ‘ For office and commercial use. Powerful 12” fan in same finishes 


: eee : as above, adjustable in width from 24” to 33”. 1 year guarantee. 
sel for the AFTC, submitted three alter- Complete with Cord, Plug and Switch. To retail for $26.00 
nate plans for handling trade-in allow 


Johnson Co., and Isaac W. Digges, coun- 


ances. 





The first plan suggests that each manu 
facturer operating under Fair Trade 


MORE QUALITY FOR LESS MEANS 
contracts publish a list of existing mod- BIG NEW VOLUME FOR You! 


els, whether produced by himself or Now you can make more Window Ventilator sales than ever before! 
others, and set out a scale of allowances Berns’ amazingly low prices mean that more people than ever can afford 
the added comfort of window ventilators. Berns-built engineering assures 





which the retailer is permitted to make 
on each such model against purchase of 


the manufacturer's models or equipment longer-lasting, more sctisfying operation. It's the window ventilator pro- 
The allowance list must be developed motion every department, appliance, hardware store and other fan outlet 
independently of any list published by has been waiting for! They're priced to fit every purse...styled for 


a competing manufacturer, the committee the most discriminating taste ... built for the most quality conscious 


said. 
- buyer! Place your order today! 


A second plan suggests that each man- 


ufacturer establish centrally located re- SOLD EXCLUSIVELY THROUGH LEADING ELECTRICAL WHOLESALERS 
ceiving centers to which the purchaser 

of his equipment will bring the model or EXHAUST FANS © AIR CIRCULATORS © BLOWERS © BELT DRIVEN FANS 
equipment on which he desires a trade-in Sams Q Beene # 3 c R N S M FG C ) te 4 
allowance. There the purchaser will be ——=——" — ° . 
given a credit certificate in the amount Formerly Berns Specialty Mfg.Co. 2278 ELSTON AVE., CHICAGO 14, ILL. 





of the trade-in allowance established by | 
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= or install them— 


GEDNEY 


FITTINGS 
are a profitable line! 









The features that make contractors call for 
GEDNEY Fittings are the same ones that mean 
extra profits for the wholesaler who stocks 
them. It’s simple—wiring men prefer one brand 
of fittings to another because they believe one 
is superior. They know that GEDNEY fittings 
give them— 


te PRACTICAL DESIGN, COMPLETE LINE 

%& MADE OF HIGH GRADE MALLEABLE IRON 
%& SMOOTH, RUST-PROOF FINISH 

WH EVERY ITEM CAREFULLY INSPECTED 

% EASY-TO-SPOT PACKAGING 


These things mean more money to the elec- 
trician because they result in better jobs and 
jobs done fast! They will mean more money 
to the wholesaler because he stocks the fittings 
his customers want. GEDNEY Fittings sell be- 
cause GEDNEY FITTINGS FIT! 


SOLD THROUGH WHOLESALERS ONLY... 
++» WRITE FOR NEW CATALOG! 





-DNEY Etectric co. * 


+ FACTORY & SHIPPING POINT: TERRYVILLE, CONN. 


| 
| 
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the manufacturer for the particular model 
submitted. The credit certificate is to be 
honored by any dealer handling the man- 
ufacturer’s line. 

The third plan suggested by the com- 
mittee consists of a clause to be inserted 
in Fair Trade contracts by the manufac- 
turer. The clause would read as fol- 
lows: “Jobber, distributor, dealer (as the 
case may be) shall not make any allow- 
ance on used equipment accepted as part 
payment for new equipment sold, except 
such allowance as fully reflects the then 
market value of the used equipment 
accepted.” 


Fixture Design Contest 


Judges Select Winners 

NEW YORK—Judges for the Third 
Annual $2000 Fluorescent Fixture Design 
Competition sponsored by Sylvania Elec- 
tric Products, Inc., recently met here to 
decide the winners of the contest and 
present their choices to company officials. 

The contest, which was open to anyone 
connected with a public utility, attracted 
over 300 entries. Fixture designs were 
limited to schoolroom lighting exclusively. 
Prizes of $500, $300, $200 and $100 will 
be given to the top four winners at a 
formal presentation of awards on April 
23rd, when announcement will also be 
made of the 18 additional winners of $50 
cash prizes. 

Judging was based on the appearance, 
flexibility of installation, maintenance 
features, lighting layout and the light 
distribution of the fixture. Contest judges 
were C. J. Berry, Illuminating Engineer 
of Consolidated Gas, Electric & Power 
Co. of Baltimore, Md.; Robert S. Hut- 
chins, prominent New York architect and 
partner of Moore and Hutchins; Prof 
Leland Harmon Brown, associate pro- 
fessor of electrical engineering, Stam 
ford University, and Lurelle Guild, na- 
tionally known industrial designer. 


INSPECTING THE WINNING design 
are, left to right: Mr. Berry, Gordon S. 
Hughes, merchandising manager, Syl- 
vania’s Fixture Division; Mr. Hutchins; 
Rene Maurette, Sylvania Design Engi- 
neer; Don P. Caverly, director of Syl- 
vania Lighting Center; Lurelle Guild; 
Prof. Brown, and Stuart Goodwillie, man- 
ager of Central Station Sales, Sylvania. 
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» Reckford, is in charge of the Gas Heat- 




















EWEST suv-a-nine FLUORESCENT FIXTURE 


Attach hanger strapto 


outlet box 








ONE OF THE GROUPS of technicians 
from eastern distributing firms who at- 
tended a special five day clinic conducted 
recently by the RCA Test and Measuring 
Equipment Section in Camden, N. J. At | 
the same time, RCA Victor Record 
Merchandising Institute announced that 
its dealer training program to assist record 
distributors in adjusting merchandising to | 
competitive peacetime business conditions 
had been presented to about 1000 repre- 
sentatives. 


Screw stems into 
channel 





Chicago Wholesaler 
Increases Sales Staff 
CHICAGO—Howard E. Mellberg has | 


joined the sales staff of the Englewood 
Electrical Supply Company, Rock River 


Electric Division, Rockford, Illinois, it 
was announced here recently. Mr. Mell- 
berg, who served 12 years with the Cen- 
tral Illinois Electric and Gas Co. of 


CAN BE 
eet wie 
ILLUSTRATED 


A quarter-century of quality engineering stands be- 
hind the new SILV-A-KING “Vanguard.” Install it in 


offices, stores, showrooms, hospitals, and schools — 


ing Division of the company and will 

we ‘ ; ‘ 
have supervision ot sales of gas appli 
ances in fourteen counties 


Another recent addition to the Rock al 


River Electric Division staff is the ap- Slip canopy over 


pointment of Lee C. Shelain to the posi- | rat a “VANGUARD” QUALITY FEATURES: 


tion of industrial salesman. Mr. Shelain, | 

, ‘lectrical : — . LOUVRE Egg-crate louvre SLOTTED END PIECES Engi- 
“—s ecerica engineer, has been connected shields lamps, provides moxi- neered to provide soft light 
with Rockford’s utilities industries in the mum diffusion glow. Eliminates dark ends. 


to satisfy the most exacting demands! 


capacity of electrical engineer for the SIDE PANELS Steel frames CANOPY AND STEMS (Op- 


past twenty years. a. Reno of sharp edg- 


. Securely tap- tional) Precision fitted. Matte 
Rina tc tecttives te maintenance. aluminum finish. 
GLASS Frosted ribbed glass STANDARDS 1.B.E.W., A.F. of 
panels intensify light diffusion, L.; approved and listed by 
Electronic Distributors remove glare. Underwriters Laboratories, Inc. 


’ FINISH § Ali metal surfaces in high-temperature, baked white enamel 
Elect New Officers of high reflectivity, losting quality. 


DETROIT—The annual meeting of | S+—— 
the Michigan Chapter of the National a meneadlpess gi 
is . . ; of honaer straps 
Electronics Distributors Association was 
held recently at the Detroit-Leland Hotel, 
in this city. 

Officers elected to head the Michigan 
Chapter included: President, C. E. Phil- 
pot, Radio Tube Merchandising Co., 
Flint, Mich.; Vice President, Don M. 
Norton, Radio Specialties, Detroit; Sec- 
retary-Treasurer, Floyd C. Reason, eagll 
tric Products Sales Co., Lansing, Mich. ; 


ore, 
ie 4 
| BRIGHT LIGHT 
Delegate, George Wedemeyer, Wede- ba pe EFLECTOR COMPANY, INC. sl Mia ae 


; “ioe ; aw IPME 
meyer Electronic Supply Co., Ann Arbor, iniaaie ee a at State, Bridgeport 5, Conn. 
Mich. | job is don oe : 





New-Type Hanger Strap, for Hinged mechanism allows side 
easy suspension installation ponels to open and plumb them- 
~.@ one man job! selves, for easy access. 


Write for new “Vanguard” Bulletin! 
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WE 
OUTGREW 
OUR OLD 

PLANTS 





@ NEW aad LARGER PLANT 


Scnce 1898 





Fluorescent ceiling 
fixtures * Showcase, 
wall case and window 
lighting *Adda-Strip- 
and other products. 


100% increase in plant facilities 
. . . all departments together 
again under one roof ...no more 
production jams because of 
crowded conditions! Now, with 
more men, more space and more 
equipment than ever before, we 
are stepping up production to 
keep pace with your demands 
for GARCY products. Let's go, 
customers. We are all set to 
serve you. 


GARDEN CITY Pite. & MFe. Co. 


1750 North Ashland Avenue, Chicago 22, Illinois 











New Company Formed to 


Manufacture Fixtures 

FORT WAYNE, IND.—Glomax, Inc.. 
is the name of a new organization formed 
here for promoting better living through 
better seeing 

The new company has absorbed the 
Euclid Flash Lamp Company which was 
founded by Earl B. Hoff, Sr., to manu- 
facture photographic lighting equipment 
of his own design. The Glomax line 
includes ceiling fixtures, torchiers, floor, 
table and specialty lamps, all of which 
utilize the General Electric Company’s 
Huorescent circline lamp. 

Earl B. Hoff is president of the new 
firm. Other officers are Robert E. 
Smith, vice president and Ruth A. Hoff, 


secretary-treasurer. 


Many Television Sets 
Sold During “‘T” Week 

WASHINGTON—One of the most 
successful promotion campaigns ever held 
in this city came to a close recently 
with the ending of “T” (for television ) 
Week. Capital city distributors and re- 
tailers reported sell-outs of all televi 
sion receivers and many orders for fu 
ture deliveries. 

Backing up a heavy advertising cam- 
paign which launched the Television 
Week program, wholesalers and dealers 








CLOCKS 


For all $y pes eof oheotetess 
switching time contro) 
Tork Time Clocks will control 


Price trom 
$12.00 liet. 


Write ter 
Bulletins 





OTHER TORK PRODUCTS 


TORK ‘PERSONAL’: Portable plug-in switch for home or 
office. Capacity 660 Watts. All standard features. 


TORK TYMOTHERM: For automatic and efficient heating 
control; ‘steady,’ ‘intermittent,’ and ‘off’ control. For 
oll, coal, or gas. 


WEEKLY CALENDAR WHEEL: Optional feature on all 
standard models provides for automatically skipping 
one er more days each week. 


POULTRY LIGHTING CLOCKS: Standard models for au- 
tematic Bright-Dim lighting equipment control for 
poultry heuses. 


RELAYS AND CONTACTORS « SPRING-DRIVEN 
MODELS « CAM OPERATED TIMERS « CLOCKS 
VOR SPORTS AND GAMES «¢ SELECTOR 
Wms « TIME DELA e Fuuez- 
4LARM FOR BEFRIGERATION PROTECTION 
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arranged elaborate window displays with | 
many featuring television sets in opera- | 
tion. All Washington stores having sets 
in operation said that throngs of people 
crowded their establishments and win 
dows to see the televised programs 

The local television station, WTTE, 
featured continuous afternoon and eve 
ning programs throughout the week. 
Among the programs presented was the 
opening big league baseball game be- 
tween the Washington Senators and the 
New York Yankees 

Many Washington stores had their tele- 
vision and radio departments remodeled 
especially for “T” Week. RCA Victor 
Division of the Radio Corporation of 
America reported that its retailers in the 
Capital city had been allotted at least two 
receivers for demonstration purposes and 
a quantity for immediate sale. Many of 
these retailers at the end of “T” Week 
had sold out all receivers and taken many 
orders, according to Irving Dalo, sales 
manager of the Radio and Television 
Department of Southern Wholesalers, 
Inc., local RCA Victor distributor. 

The “Bulletin,” league publication of 
the Electric Institute of Washington, 
commenting on “T” \Week, said that citi 
zen’s groups had managed to get a bill 
before a House Committee which would 
bar television towers in residential areas 
if it became a law. The Bulletin pointed 
out that additional television service in 
Washington would be possible only if the 
towers are allowed in the residential sec- 
tions, which are the “high ground” areas 
around Washington. Downtown sections 
of the city are not high enough to allow 


adequate coverage. 


Here’s wire and cable that will provide 
even longer life—Bronco 60 with du Pont Neoprene 
Jacket. Neoprene is vulcanized onto Bronco 60 wire 
and cable by our own exclusive process. That means 
it is flame resisting; impervious to acid, alkali, 
moisture and oil, and highly resistant to sunlight 
cracking, crushing, wear and tear. 


Always Send for new, 
Specify Complete Catalog 


WESTERN 


A. R. ROBINSON has been appointed | 

manager of the Seattle Branch for John | INSULATED WIRE co. 
A. Roebling’s Sons Co., Trenton, N. J. | 1 ma 

Mr. Robinson joined the company in 1936 1001 East Sixty Second St. 


as a salesman in the Portland Branch rep- | Los Angeles 1 P ‘oreiibiclaili:| 
resenting the company in the logging, 
marine and contracting industries. 
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HIER curve 


for night sports 


Here is floodlighting at its best! Improved designs give you the 
most advanced features in floodlighting equipment. Mechanical 
simplicity makes for easier wiring . . . easier installation... and 
easier servicing. And ever-dependable Goodrich quality gives you 
the best possible protection for your investment. 

Shown are two of the many popular floodlights in the extensive 
Goodrich line... with cast aluminum mountings and permanent 
porcelain enamel finish. If you have a problem in outdoor illu- 
mination, take advantage of Goodrich knowledge and experience. 
Goodrich engineers will gladly help you with technical informa- 
tion, layouts and recommendations for your specific job. Write us. 


Sold Through Electrical Wholesalers 





TOODRICH 


RRAOTRIG BUMPANY 


4600 BELLE PLAINE AVENUE, CHICAGO 4}1, ILLINOIS 








FM Production May Top 
2 Million Sets In 1947 


WASHINGTON—Although a recent 
survey by the Radio Manufacturers As- 
sociation indicated that radio set manu- 
facturers are planning to produce 
approximately 2,600,000 receivers with 
FM facilities in 1947, a special committee 
of the RMA believes 1.8 to 2.1 million 
would be a more accurate estimate. The 
survey showed that the majority of the 
sets produced will be AM-FM consoles 
due to the higher FM manufacturing 
costs. 

The RMA report also revealed that 
transmitter manufacturers estimate deliv- 
ery of more than 700 FM transmitters 
by the end of this year and confirmed the 
forecast of 700 FM stations on the air by 
the end of 1947 as made recently by 
Charles R. Denny, Jr., chairman of the 
Federal Communications Commission. 


Benjamin Mfg. Co. and 


CIO to End Strike 

DES PLAINES, ILL.—The one-week 
old strike by union employees at the 
3enjamifi Electric Mfg. Company plant 
ended recently when Local 1150 of the 


United Electrical, Radio and Machine 






America's Only Soldering 
tron with BUILT-IN 
THERMOSTAT 


t* 












Sell KWIKHEAT 
\ Thermostatic 

Soldering Irons for profits 
and repeat sales. They 
give customers solid, satisfying 
performance and long useful life. 
Two KWIKHEAT built-in Ther- 
mostatic irons, 225-watt and 450- 
watt...and the low cost KOPPER- 
KORE 100-watt iron. The Kordless 
KWIKHEAT speeds up produc- 
tion of delicate work. Write for 
information on KWIKHEAT’S 
nation-wide merchandising pro- 
gram.It means real protits to you. 


HOT IN 90 SECONDS 
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Workers, C.1.O., 
proposals. 


accepted the company’s 


Under the terms of the 
union 


settlement, the 


withdrew its recent demands for 
reopening of wage negotiations by the 
first of July 
until October with 


wage negotiations subject to reopening by 


and agreed to a 


first of 


contract 
next year, 
the union or the company on January 1, 
1948, and automatic reopening of nego 
tiations on wages in the event the cost of 
Bureau of Labor 
Statistics reaches the 160 figure. 


living index of the U. S 


In return the company gave an increase” 


of tive cents in the hourly base rate in 
place of three cents previously offered 
and three holidays with pay instead of 
offered. The 


its demands 


the two days previously 
for the 
union shop with automatic check-off and 


union also withdrew 


for changes from plant wide to depart- 
mental seniority. 


Westinghouse Picks Site 
For New Lamp Plant 


Richmond, Kentucky, will be the site 
for a new Westinghouse plant to manu 
facture miniature lamps for Christmas 
flashlights 


announced 


trees, automobiles, and radio 


panels, it was recently by 


Ralph C. Stuart, vice president in charge 





Weatherproof Flush Receptacle 


Designed for out- 
door use. Single 


receptacle with 
aluminum finish 
brass plate, me- 
tal cap, bead 
chain, weather- 
proof gasket. 
I5A. 125V. 





Type WR-53 


Electric Clock Hanger Outlet 


Equipped with 
integral hook 
for 
hanging clock; 
brass finish; 
15A. 125V. 





Type CR-53 


Immediate delivery. Sold thru leading elec- 
trical wholesalers exclusively. Write for catalog 
and prices. 


PERFECT-LINE MFG. CORP. 
Old Country Road & Railroad Ave. 
Hicksville, L. 1., New York 











FARADAY KODEMASTER 


Gets the right man in a jiffy! 





Every factory large enough for 


a telephone switchboard needs 
the efficient Faraday Kode- 
master. It’s the ideal system for 
locating individuals in a hurry 
—up to 30 different code signals. 

Kodemaster is a unique, com- 
pact, fool-proof control for old 
or new signal systems. May 
be set up with any number or 
combination of bells, buzzers, 
horns, Kodaires, chimes, sirens. 


A long distance call—an im- 
portant conference—can’t wait 
for the operator to telephone 





all around the plant. Time is 
valuable—too expensive to 
waste! Kodemaster will get the 
right man in a jiffy—only a few 
seconds and its message reaches 
every nook and corner of the 
plant and the man is located. 


For profits now and customer 


satisfaction that will lead to 
more business later, recommend 


and install Faraday Kodemaster. 


FARADAY UNIPACT units are 
interchangeable, ‘‘as easy as plugging 


’ 


in a toaster.’ 


FARADAY 


ELECTRIC CORPORATION 
Adrian, Michigan 
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tagged for the big jobs! 


-HEXACON 
ELECTRIC 
SOLDERING 


















STROMBERG 
CARLSON 





Important news to 


WHOLESALERS 


HEXACON soldering irons are a profitable line 
for the distributor, dealer and user because it 


represents one of the most complete lines available 





TYPE P-150 
This production 
iron provides a 


today. It is backed by famous users throughout the 

world, and an aggressive hard-hitting sales promo- 
tion campaign is telling the story to a quarter of a 
million key men in industry each month. 
large reserve of 
heat attheright 
temperature 
for sustained 
production. 


Remember HEXACON for the complete line — sizes 
ranging from 40 to 700 watts, with tip diameters from 
%’ to 1%". All are designed for long life and rapid 
economical production. 


HEXACON ELECTRIC CO. 


146 W. CLAY AVENUE, ROSELLE PARK, N. J. 


HEXACON 


HIGH-QUALITY, LONG-LASTING SOLDERING IRONS 
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of lamp and lighting divisions of the 


company. The company has an option to 
purchase 13 acres of property on the 
northern edge of Richmond for $20,000 

According to Mr. Stuart, present plans 
call for the erection of a one-story “L” 
shaped brick and steel, fire resistant man 
ufacturing plant with total floor space of 
about 75,000 square feet Most of this 
pace will be used for direct manufactur 
ne Machinery to turn out miniature 
lamps by the millions each year is already 
being constructed at the lamp division 
headquarters in Bloomtield, N. J. 

every effort will be made to speed the 

struction of the new plant so that 
production can be started, if possible, by 
1948, Mr. Stuart said. When operations 
v, employment at the 
plant will total approximately 800 


Returned Goods Credits 
May Violate Patman Law 

NEW YORK In a recent speech here, 
Representative Wright Patman of Texas, 
said that manufacturers, wholesalers and 
retailers were violating the Robinson 
Patman Act in accepting unjust cancella- 
tions and return of merchandise 

Mr. Patman declared that the law pro 


hibits discrimination of any sort betwee 


GIANT ELECTRIC 
WALL CLOCK 


—constructed of heavy gauge Steel 


Built for Outside as well as Inside Use 


Unlimited Market 





Dial is full 17” diameter. 


Large ize numerals and weep second hand 

I t read at a great d A ° 

Lifetime service Three-year inqualified guarantee 
Thereafter vi eplace ny rt at nominal cost 


List price $25.00 


Regular trade discounts to wholesalers. 
Write for sample and details. 


NEON DISPLAYS, INC. 


972 Broad Street Newark 2, N. J. 
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purchasers, and when “unwarranted can- 
cellations or returns” are accepted by the 
seller, he is giving the customer involved 
a benefit not extended to other “more 
fair-minded patrons,” thus violating the 
law. 

“You will be conforming to the spirit 
and letter of the Robinson-Patman Act 
if you refuse to allow a firm’s order to 
be cancelled without adequate reason or 
if you decline to take back merchandise 
that fulfills all the requirements of a good 
delivery,” Representative Patman said. 


Applications Pour In For 
Rental Housing Projects 
WASHINGTON — “Rental 


projects are under way or being planned 


housing 


in communities which have never had 
any appreciable amount of rental hous 
ing,’ Raymond M. Foley, commissioner 
of the Federal Housing Administration, 
said recently. 

Mr. Foley considered the recent indus- 
try meetings a major factor in stimulat 
ing rental housing construction. He 
said that applications for FHA mort 
gage insurance on new privately built 
housing units, especially those for rent, 
were continuing to rise sharply. 

During March, applications were re- 


ceived covering 31,000 new housing units, 





5,000 PAGES 
OF SALES SERVICE 


It is now possible for every electrical 
wholesaler to have a complete, up-to-date 
catalog . . . a vital step toward the serv- 
ice that brings extra sales. Over 5,000 
pages of listings (standing type) are main- 
tained at The Jaqua Company and are 
available to you under the N.E.W.A. cata- 
log plan. From these an attractive catalog 
of active lines can be tailored to your in- 
dividual needs. Half the cost. . . setting 
up the type and making the halftones . . 
is provided by this plan. Write Jaqua to- 
day for details. 


THE JAQUA COMPANY 
ELECTRICAL CATALOG DEPARTMENT 


107 GARDEN STREET, S. E. 
GRAND RAPIDS 2, MICHIGAN 








TOPS THEM ALL 
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NSURES 





FS-40 


Automatic 
STARTER 


Pat. Nos. 
2200443 
2228210 





Other Pats. Pend. 


FEATURES 


¢ Locks Out.. Resets Automatically. 

* Most effective starter yet produced. 

¢ Gives long life to ballast because 
defective lamp is locked out. Prevents 
overheating. 

© The life of the AUTOMATIC starter is 


many times greater than that of aver- 
age lamp. 





e It saves maintenance costs and power 
consumption. Protects and insures 


longer life to ballast and lamp. 


¢ Millions in use — Repeat orders prove 
trade acceptance. 


No. 651 
FLEX-LOC 


Lamp Holder 


PATENTED 


FEATURES 


e FLEXIBLE — Self-adjusting to varia- 


tions in length of lamps. The ONLY 
lamp holder that flexes. 


¢ AUTOMATIC LOCK-—Lamps positively 


cannot fall out. Electrical contacts grip 
both sides of lamp pins. 


e SIMPLE STREAMLINED DESIGN — No 


turning or twisting of lamps necessary. 


e NO NEED TO CHANGE fixture layout. 


Engineered to fit all standard fixture 
spacings. 


Cloyd 
PRODUCTS COMPANY 
Providence 5, R. I. 


Branch Offices and Warehouse Stocks 
in 27 Leading Cities 


POLICY © 


QUALITY 
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| a more than seasonal increase of 26 per- 
| cent over February. Approximately 9,500 
| of these applications involved 253 sepa- 
| rate multi-family rental housing projects, 
| the largest amount ever received by FHA 
in a single month. 


THIS AND THAT 





$1,500 for Essay on 
W holesaling 


The National Association of Whole- 
salers announced a prize of $1,500 for 
the best essay on the subject, “The Func- 
tion of the Wholesaler in the American 
Economy.” As always whenever price- 
cutting is discussed, the wholesaler comes 
in for a large share of criticism. The 
association is trying to correct a misin- 
formed public and bring about a better 
understanding of the wholesaler and the 
service he renders American business. 


Copper Production at 88,000 
Tons 


The Office of Metal Reserve estimates 
that its copper stockpile will be approxi- 
mately 16,000 tons by May 1. OMR als 








the Sonvice line 


« CORDS ... CORD SETS 


specified by top manufacturers of 















LAMPS 
RADIOS 
IRONS 
FANS 
PORTABLE TOOLS 
VACUUM CLEANERS 
REFRIGERATORS 









RANGES 
HEATERS 


WASHERS 
MIXERS 






A full line of Flexible Cords for the 
repair and service indastry, obtain- 
able through jobbers and distributors. 


CORNISH WIRE CO., ic 














13 Park Row + New York City, 7 
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said that it may get an additional 8,000 
tons which the Army is releasing. While 
this was heing announced, Congress sent 
to the White House a bill which if signed 
by President Truman, will suspend until 
March 31, 1949, the four cent per pound 
duty on foreign copper. Latest domestic 
copper production figures show that 88,- |» 
000 tons are now being produced against 
a demand for about 120,000 tons. 


Taking No Chances 


\ familiar name on the list of judges 
for the Sylvania Fluorescent Fixture 
Design Contest was that of C. J. Berry, 
illuminating engineer of Consolidated 
Gas, Electric & Power Co. of Baltimore. 
Mr. Berry won the contest two years in 
a row, 1945 and 1946. 






KLEINS 


eee FOR THE 
MAN ON THE POLE 


On emergency jobs... on tough jobs . 
on routine jobs... the men who string and 


American Telephone Systems 
Although the Bell Telephone System | 
companies handle about 90 percent of all | 
telephonic communication, the Bell com- 
panies comprise only 22 of the 186 tele- 

phone companies listed with the Federal i i ion’ 
Communication Commission. The inde- ace i gag gn nage eid 
pendent companies, needless to say, are ee ee ee 
. you see linemen you'll see Kleins—pliers 


JACKSON 
QUALITY 


YARDLIGHTS 


and wrenches, tool belts and safety straps, 
climbers and grips. 





There’s a sound reason for this prefer- 
Ti tate ence. For linemen and electricians—men 
who know good tools—also know of the 
quality materials and expert craftsmanship 
that go into every piece of Klein equip- 
ment. To them this excellence means safe- 
ty, efficiency, speed . . . on every job. 


Today Klein is in production on its com- 
plete line of quality equipment. Of course, 
demand still exceeds supply —but your sup- 
plier will furnish the Klein equipment you 
need just as soon as possible. 


Klein-Kord 
Tool Belts 








No. 8972-8974 


FOR RURAL 
LIGHTING 


#8972 has 12” Porcelain 
Enameled Reflector. 


#8974 has 14” Porcelain 
Enameled Reflector. 


COMPLETELY WIRED 
AND ASSEMBLED. 


For REA Installations. 


® Sold only thru Wholesalers 












Klein-Kord 
Safety Straps 


Klein Climbers The Klein Pocket Tool 
Guide showing the Klein 
line and containing use- 
ful information will be 


sent on request. 








® Manufacturers of 
Lighting Equipment 


JACKSON | 
ELECTRICAL COMPANY 
900-910 W. Van Buren St., Chicago 7, Ill. 


Su 


Mathias & Sons 


Established 1857 KLEIN Chicago, Ill, U.S.A. 


3200 BELMONT AVENUE, CHICAGO 18, ILLINOIS 
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AND AlOCESSORIES 


Better buy R & S Floor Boxes and Accessories because they're a 
better buy in all ways. Clean-cut design ... precision, sturdy 


construction ... molded phenolic composition interiors . . . com- 
pact, with advanced features. They're popular with contractors 
everywhere because they provide the quickest means for ease in 
installing and wiring. 


The R & S complete line can meet your every need whether for 
watertight Floor Boxes, single or gang types; Combination Floor 
Extension Sets, Floor Outlet Type Receptacles, Heavy Duty Floor 
Receptacles, Plugs, and Accessories. 


New Catalog gives complete information on 
R & S Floor Boxes and Accessories for conven- 
ient ordering. Ask for Catalog FB147-5. 


SOLD THROUGH 
ELECTRICAL WHOLESALERS 


Sales Offices in Principal Cities 








RUSSELL & STOLL COMPANY, INC. 


Precision-Built Electrical Equipment 
125 BARCLAY STREET, NEW YORK 7, N. Y. 
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small, local concerns. Most of them have 
some sort of tie-in of their lines with 
the Bell System. 

\ccording to figures of the FCC, there 
are now 31,600,000 phones installed in 
America. Connecting these phones are 
115,000,000 miles of wire. In 1946, ap- 
proximately 100,000,000 local calls were 
made each day. About 70,000 telephone 
conversations are being held in any one 
minute. In addition to the local calls, 
there were an average of 5,361,000 toll and 
long distance calls made each day last 
year. In 1945 there were about 27,000,- 
000 telephones in use, of which 16,000,000 
were dial sets. New York City has 
2,275,000 dial telephones and 225,000 non- 


dial. 


Labor Legislation 

Leading authorities believe labor legis- 
lation now being drafted by Congress will 
be vetoed by President Truman. Briefly 
the House labor bill and the one being 
written by the Senate committee cover 
the following ground: They outlaw closed 
shops, union shops, boycotts and jurisdic- 
tional strikes; they put curbs on paralysis 
strikes by forcing a 60-80 day mediation 
period and also curb industry-wide bar- 


gaining. 


Qe 


<G> Hhutomatic 


TIME SWITCHES 


| ee of precision 


® Synchronous 
@ Manually Wound 


: Stock Models from 
% 1100 to 4950 Watts 
‘- per pole. 




















cuecx tHe Automatic ine 


For any load . . . for every installation, 
there is an Automatic Time Switch to 
meet the most rigid specification. Com- 
pact, ruggedly constructed Automatic 
Switches have pure silver contacts... 
tamper proof cabinets with visible dial 
..+2 to 24 “‘on” and “‘off’’ operations. 
For dependable automatic time 
switches specify Automatic. 





Specifications and Information 


Time Switches Progressive jobbers 
Interval Timers have complete infor- 
Poultry Switches mation on Automatic 
Flashers products. Catalog 
Reloys mailed direct at your 


request. 
WRITE TODAY! 


CAL MEG. CO. 


56 STATE ST., MANKATO, MINNESOTA 
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OBITUARIES 





H. E. Kiefer 

Harold Earle Kiefer, 51, specialist in 
ofhMce operations for the service districts 
of General Electric Lamp Department, 
died suddenly in Los Angeles April 8, 





ITS OWN TUBE MILL 
ILSCO 


LUGS AND 
CONNECTORS 








Economy | &@& . 


FOR EXAMPLE: 
ONLY SIX SIZES 
FOR 16 WIRES 


No. 14 1,000,000 


c.m. inclusive 


to 





VERY connector 
can be used over 
and over again. Mini- 
mum 


wiring time... 





lower wiring costs. 


Write for 
illustrated 


18 - page 


catalog. 





COPPER TUBE 
& PRODUCTS, Inc 


. CINCINNATI, OHIO 




























TOPS also in Engineered De- 
sign and for ease of wiring and 
servicing. Exclusive 
Features make the line TOPS in 


PRODUCING SALES! 


New Revere Rotating Beacon 
for class { and 2 Airports. 
Ingeniously designed — has 
many outstanding features. 
(CAA Specs.) 











24” Airport  flood., 
1500 or 3000 Watt. 
Also available for 
5000 watt lamp for 
Sports lighting. 


The Famous 
Revere Hinged 
Floodlight 
Pole. Elimi- 
























A variety of range, 
boundary and ob- 
struction lights — 
CAA approved. 


spot lighter. 


WRITE FOR CATALOG DATA. 


REVERSE ‘Cc MPG, 


6011 Broadway > Chicago 40, Ill. 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT FOR EVERY NEED. 


25 Ss 

















REVERE 


Revere Triangular. Casts a 
definite 90 Beam pattern. 
Nothing like it for corner 
locations. 





nates danger- 
ous climbing 
4200 series en- to clean and 
closed flood. Has service floods. 
rotating feature 20, 24, and 30 
with degree foot mounting 
markings. 750- heights. 
1000-1500 Watt. 
Revere enclosed-type, fixed 
and portable floods. Avail- 
SERVICE able in all sizes up to 1500 
STATION | ae 
AIRPORT 
SPORTS 
INDUSTRIAL 
MARINE 
LIGHTING 
EQUIPMENT 





No. 3018 Convertible area and 
|, 2 or 3 top floods. 








Accommodates 


<a © F 
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add a line that 





JELLO 


TRICO Products sell easily... 
and stay sold. Top-notch qual- 


wy, 


















ity guarantees satisfied custom- 


ers, repeat sales and_ profits. 
Our strict Jobber policy and ag- 
gressive national advertising 


works for TRICO Distributors. 


e KLIPLOK CLAMPS 

e@ RENEWABLE FUSES 

e LEAKPROOF AIR GUNS 

e KANTARK 
FUSES 

e@ AUTOMATIC OILERS 

e FUSE PULLERS 


one-time’ 


ON EVERY CALL... SELL 


TRICO FUSE MFG. 


MILWAUKEE 12, WISCONSIN 
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U.S. PATENT NO 1.933.555 





Fast, Efficient, Economical 


WIRE CONNECTORS 


“Roughing in’’ of permanent wiring is 
simplified with SERU_ITS They form 
efficient and safe connections without 
using tape, solder or tools. Better mech- 
anical contact—no shorts or ground- 
ing. Compact in size 





EASY TO USE. 
1. STRIP WIRE ENDS 
2. SCREW IT 
3. THAT'S IT—WITH SCRU-ITS! 
WRITE TODAY FOR Foursizesfor joining many combinations 
DATA SHEET of AWG solid and/or stranded wires. 
No. B-5 101 USES... Here Are a Few! 
it contains complete * Fixtures * Lighting Devices 
specifications on * Outlet Boxes * Conduit Boxes 
SCRU.-IT sizes, dimen- * Fuse Boxes * Circuit Breakers 
sions, uses, etc. * Panel Boards * Switch Controls 
* Switch Boxes * Motor Connections 











SOLAR ELECTRIC CORPORATION 


FACTORY and SALES OFFICES 
WARREN, PENNSYLVANIA 























When the temperature at ceiling 
level of a room rises above normal, 
the Strato-Liminator turns itself 
on automatically by means of a 
thermostat. Temperature settings 
range from 55° to 85°. Automatic 
operation of Strato-Liminators 
assures uniform room temper- 
ature at all times. The specially 
designed louvers diffuse the air 
downward, creating a cooling, 
stimulating effect— without dan- 
gerous direct drafts. 

Write today for folder A-1 
and prices. Sold only through 


wholesalers. 


WILSTER, INC 


5700-F DETROIT AVE.-CLEVELAND 2,OHIO 


€s 
gatur 
en sates 
Hes te year '* 
pro 


* Thermostatically controlled for avto- 
matic operation. 


* Cool no-draft ventilation in hot weather. 
e Fuel-saving heat diffusion in cold weather. 
* Dissipates stale air and unpleasant odors. 
¢ Easy to install. 
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while on a business trip for the company. 


A native of Chicago, Mr. Kiefer re- 
ceived his education there and spent most ’ . . 
of his business life in the Chicago terri- ; : 
tory. He joined General Electric late /\ : 
in 1921 as a clerk in the firm's district : 7 

office in Chicago. After serving with the : ; : 


Edison Lamp Works for ten years in the 
Chicago area, he served nine years with 


the Midland Service District there. rd 
On July 1, 1942, Mr. Kiefer transferred ; : Pe 
to Nela Park, headquarters of the Gen- . ! yy 


eral Electric Lamp Department, Cleve- 
land, where he was made specialist in 
office operations for the department’s ser- 
vice districts coast to coast. He served 


in that capacity until his death. : 

Mr. Kiefer is survived by his wife, the : fae : - 
former Merle Rice of Rhinelander, Wis., a 
a son, Harold Earle, a daughter, Ruth, i eG ; ia 


and by his parents, Mr. and Mrs. Carl 
Kiefer of Akron, Ohio. 


ASSOCIATION NEWS ar 





BALTIMORE—The Annual Dinner 
and Dance of the Independent Electri- 





cal Contractors Association of Mary- 
land was held May Ist in the Emerson SPARKLING 
Hotel. An informal affair, the party 


drew a large attendance and was fully 


enjoved. a 


AS CHAMPAGNE 


— 








CHICAGO— Members « 


f the Electri- 


cal Maintenance Engineers of Chicago 
held their regular monthly meeting in 


NEW jp y ACTION 


brodt, secretary-treasurer of the group, 
told of his duties and experiences while e 
serving as Post Engineer during the 
war at the Aberdeen Proving Grounds. MANY DECORATIVE USES 
Committee appointments for the an- 
nual May dinner dance and the June 
and September golf tournaments were 
as follows: Entertainment: S. S. Call- 
ner, chairman; Clifford Gray; G. B. 
Henry; R. O. Herbig; J. J. O’Brien: 
D. L. Orton; R. C. Thompson; and 
J. J. Ryan. Golf: M. R. Ely, chair 
man; J. J. McKenna; George Palm; 
A. R. Dibben; H. H. Dejadon; Fred 
Acker; Paul J. Anderson; A. A. Piper; 
and F. M. Currie. 

The election date for the Women’s 
Division of the Electric Association 
has been set as May 20th. Agnes ( 


MADE UNDER ORIGINAL 
ROYAL PATENTS PENDING 


FULL PATENT PROTECTION 
GUARANTEED BY ROYAL 


March at Whiting, Indiana. Following ' 
the dinner, Colonel Carl E. Heim- INSPIRED PACKAGING 
















Johnson has been appointed chairman 
of the Nominating Committee with the WRITE FOR DETAILS 
following members: Erna D. Behrens, 
Catherine D. Finnigan, Helen A. Kee- 
van and Virginia Wells. Appointed to 





the Elections Committee were Ellen 


ROYAL ELECTRIC CO., INC. 


PAWTUCKET © RHODE 1sStANOD 


Johnson, chairman, Grace Burns, Mar 
gery J. Kull, Elverda M. Phillips and 
Florence R. Schofield. 


The first session of the class in Tele- 
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ARCHIE 








TI 
SUSTAINED {\ : 













SHORTS, 
HEAT FROM GROUNDS 
OVERLOADS [z OR SUDDEN 
BLOWS HERE——~ DANGEROUS 
iy SURGES 
HEAT BLOW HERE 
. CONDUCTED 
fits all away 180m {fe vera 






COOLS LINKS 


STANDARD FUSES 


@ The Pierce Balanced Lag Link makes a very effective sell- 
ing aid. With a link in your hand you can point out the scien- 
tifically placed ‘blow’ points and explain how: 


1. At low overloads a “blow” occurs only if the gradu- 
ally increasing overload becomes dangerous. 


2. At high overload, shorts or grounds, a “blow” will 
occur and protect equipment and personnel. 


Showing this exclusive Pierce Link leads to immediate orders 
for “refills’’—it's interchangeable with other links fitting 
standard fuse cases. Every sale of Pierce Links paves the way 
for bigger orders of Pierce Balanced Lag Renewable Fuses 
later. 


‘4 
A 

S108 ht 
Pierce Fuses have other important exclusive features, too! View wee — 


Screen Ventilation prevents dangerous afterblow and blown out cases. 


Arch Bridge Construction means rigid, permanent alignment and longer 
fuse life. 


ALL ADS OFFER A FREE LINK 


Whether your prospect has sent for a Link or not, he'll be interested in 
seeing one. Be sure to carry it as well as all your Pierce Fuse samples and 
price sheets, and be ready for questions. 


PIERCE RENEWABLE FUSES, INC. 
211 HERTEL AVENUE, Dept. L4, Buffalo 7, N. Y. 


because 


VACO 


Screw drivers i 
In addition, these an- 


dies are breck of... fit the hand correctly 
... grip firmly...do each job requiring the 
use of a screw driver better, faster, easier! 
_ Write for catalog. 



















There are 173 types of 
Vaco screw drivers. Type shown 
is especially suited for electrical 


maintenance work. 
kis 0 317 E.ONTaRi, _ 


=) C0) 0) bok LOM CHICAGO 11, 110. 


CANADIAN WAREHOUSE 
560 KING STREET WEST + TORONTO 2+ 





Ont.; @ 
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| COLD 
CATHODE 
LIGHTING 

INFORMATION 























24 , 
FOR 


LIGHTING 
SALESMEN 
CONTRACTORS 
ARCHITECTS 
ENGINEERS 











cc WwW 


Let this technical data and printed 
material help you to specify and 
sell Better and More Dependable 
lighting installations. 


ee 





Stettas ism 
moet oan 
\ Some SCONE Oarenarig 
Se " td 


For commercial or 
industrial installations 


“‘COLOVOLT 


Cold Cathode Low Voltage Light- 
ing offers these extra advantages 


e Longer lamp life...one year guaranteed 


e Lower maintenance cost per foot candle 
of light 


e Minimum interruption of important 
production jobs 


e Instantaneous starting without trouble- 
some Starters 


e Engineered for individual or line lighting 


| Write for Illustrated Material and Technical Data today? 


Architectural and 
Engineering Files 
for 1947 


*Trade Mark Registered U.S. Pat. Off. 


— GENERAL 
| LUMINESCENT CORP. 


6485S. FEDERAL STREET + CHICAGO 5, ILLINOIS 
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vision Installation and Service Train- 
ing, planned by Capt. William C. Eddy 
of Television Associates, Inc., and 
sponsored by the Electric Association 
was held April 1 at Television Station 
WBKB in Chicago. 





KANSAS CITY—The Electric Asso- yg Bg Bl Pp 0 R Cc E LA | N 0 N S T E E L 


ciation at its April 8th meeting heard 


H. H. Mobley, Assistant Director in a ‘““ABolite’’ REFLECTORS 


Charge of Administration of the Mis- . =e ere rs 

souri Division of Resources and De- ion Quality that meets every lighting requirement has always 
velopment speak on “Missouri in The = been the watchword of “ABolite” Reflectors. They are 
Industrial Development Picture.” The cc _—_ recognized throughout the lighting field for flawless con- 
speaker outlined and discussed current THREADED NECK TYPE struction, durability, ease of installation and maintenance. 
plans for bringing industry to Missouri GLASS-STEEL DIFFUSER 


A few of the standard types are shown. The complete 
“‘ABolite” line includes other types for outdoor use, pro- 
tective lighting, sports and parking areas, filling stations 
and sign lighting. For every application where high 
efficiency with porcelain on steel enameled reflectors and 


Corp. addressed the Association and = BES : . ired 
i ieee es FORMED NECK TYPE floodlights is required. 
its guests on the subject “FM is Here DEEP BOWL 


and the decentralization of industry in 
the State. 

On April 29th the Association plaved 
host to radio service men when H. C 





Bonfig, vice president of Zenith Radio 


ABolite Reflectors are sold exclusively 
through electrical wholesalers. Catalog 
for specifications sent on request. 


Today.” Special FM broadcasts over 
stations KOZY and KMBC were made 
and reception demonstrations given in 


the meeting hall. 


Light right 

















MILWAUKEE — The Basic Sales a ee es 

Training Course sponsored by the ELLIPTICAL ANGLE ; ; 

Electrical League started on April 8 THE JONES METAL PRODUCTS CO., West Lafayette, Ohio 

with a large group enrolled in the 

course. All meetings are being held in 

the Public Service Building — - —_—_—_—_—_—— — 
Norman k. Grahmstedt has been 










appointed Wiseonsin field director for 
the National Electrical Retailers As- 





sociation and at a meeting on April w- = == 
15th in the Public Service Building AZ P= oa tey 

: ; : : a ho % -_————_\ 
Auditorium C. C. Simpson, managing 


director of NERA explained the aims 
and purposes of the National organi 





zation to electrical retailers trom all 


over the state. 


MINNEAPOLIS—At a recent meet- 


ing the Minnesota Electrical Associa- 


> ar CASH IN ON 28 YEARS’ 
tion elected Moreau Bailey, electrical 
contractor, to presidency succeeding PREFERENCE FOR 


M. A. Oien. Other officers elected Selling Lenk seldering equipment te 
were G. L. Haugland, vice president; easy because of Lenk’s 28 years of 
W. A. Ritt, re-elected secretary-treas- leadership! The dependable quality 
rem > — ae a. e built into Lenk Blotorches, Electric 

urer. Four new directors elected were 

a ‘ i : 2 | Soldering Irons and Solder has won 

C. D. Burton, Elver Danielson, Ed- 


ward Karst, and L. A. McClure. 


customer goodwill everywhere. 


oe 5: i ° ss P Lenk products are available now in | BLOTORCHES 
[he Minnesota Electric Council, the quantiey 0s mast the demand. Ralisiiin, 
policy forming body of electrical con- | uniform quality and an expanding 


national advertising program have 


kept the road to profits open — why SOLDER 


break trail? 


tractor associations elected W. Arthur 
Starbird of Minneapolis as its new 





president at its 15th annual meeting. 
Mr. Starbird succeeds Eric Nylund of 





Duluth. Other officers chosen were 
Edward Linner, vice president; W. A. 
Ritt, secretary, and F. M. Tripp, 
treasurer. 









xx«r* 
MFG. COMPANY ee 


Dept. H, Newton Lower Falls 62, Mass. 


Manufacturers of Soldering Equipment Since 1919 





| |THE 
| 
Electrical contractor-dealers headed | 


the registrations at the Duluth Con- | 





ELECTRIC SOLDERING 
IRONS 
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pHeam can eommenmonses 


Tell us how we can get on the Talk-A-Phone “Special” and * 
do a profitable, big volume inter-communication business. | 


Talk-A-Phone Co., 
1512 S. Pulaski Road, Chicago 23, Ill. 


Name 


Address 





ml 


Here’s Your Ticket To 
PROFITABLE, BIG VOLUME 
INTER-COMMUNICATION TRADE 


Sign it! Send it! Travel full speed ahead on the 
Talk-A-Phone line . . . the world’s most com- 
plete and highly perfected line of inter-com- 
munication. Get aboard 
the big business special 
now ... take the best, 
most dependable route 
to peak inter-communi- 
cation sales and profits. 


Talk-A-Phone Co. 


1512 S. Pulaski Road 








Chicago 23, Ill. 





WHEN IT’S A REFLECTOR INSTALLATION FOR 


ARE YOUR CORRECT 
AND PROFITABLE 


ANSWER 
ANY SIGN + ANY LOCATION + ANY CONDITION 


Competition in business means better lighting of sign 
boards. Here, there, and everywhere, signs featuring 
products will be illuminated to greatest readability and 
attractiveness, with QUAD UNITS. Round Angle Sign 
Reflectors—Rectangular Angle Sign Reflectors and Spade 
Sign Reflectors make up a line that makes sales for you. 





= The weatherproof feature—the easy wiring feature—the 
flexibility—the uniform distribution of light and the interchangeable feature with QUAD 
sockets are among the many features you should investigate now. The times are ripe for 
good business. 


QUADRANGLE MFG. CO. 


ver. Ff Crea, CHICAGO7, ILL. 
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vention March 16-18 with 155 members 


attending, manufacturer's representa- 
tives, 113; wholesalers and distributors, 
78: commercial utilities, 73; rural elec- 


tric co-ops, 27; municipal utilities, 21; 


inspectors, 16; miscellaneous, 26 


NEWARK 


Electrical 


At a special meeting, the 


Essex League appointed 
Howard Snow as its new president to 
succeed Eric Hall who resigned due to 


his transfer from the New Jersey terri- 


tory where he was manager for the 
Westinghouse Electric Supply Co. 
Other officers moved up were Otto 
Rau, vice president; Earle Latham, 


Mr. 


Executive 


Latham was succeeded 
Carl 


treasurer 
the 
Schlaick 


on Committee by 


NEW ORLEANS The Electrical 
Contractors Division of the Electrical 
Association of New Orleans sponsored 
the April Dinner-Meeting which was 


held later in the month than originally 
scheduled not to interfere with 
the 
meeting in Houston on April 16-17-18 
Walter 
Barnes was in charge of arrangements. 

Messrs 


ent attended the Edison Electric 


sO as 


important Electrical Contractors 


Association Vice-President 


Guillory, Guidroz and Clem- 


Insti 


For Faster Starting 
USE 


“DOUBLE E” 


FLUORESCENT 
STARTERS 


FOR INITIAL EQUIPMENT AND REPLACEMENTS 


@ A SIZE FOR ANY LAMP 
@ FACTORY TESTED 
@ LONCER LIFE 


C 









UNDERWRITER APPROVED 
LICENSED UNDER PATENT 
NOS, 2200443, 2228210 


15 Watts, __ 18” + Te 
FS2 } 20 Watts 24” FSS | 6 Wiiecimmmnnal” 
30 Watts 36” ’ 
$4 40 Wott. 48” FSS 4 100 Watts_____60” 


NO Volts___ AC 


SOME CHOICE TERRITORIES OPEN 
FOR DISTRIBUTOR ene ee 


ELECTRONIC ENTERPRISES - INC. 
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tute Annual Sales Conference held in 
the Edgewater Beach Hotel, Chicago 
on April 1, 2 and 3. Secretary of the 
Association J. R. Guidroz also attend- 


ed and spoke at the E. B. and S. Sales 
Conference held in Chicago prior to 
the EEI conference 

First prize winner in the Thomas A. 
Edison essay contest which accom- | 
panied the Edison Centennial Celebra- 
tion was Miss Jean C. Jourdan (age | 
14) with an essay entitled “Edison, In 
spiration to Youth.” This finished up 
the ambitious celebration program 
which was successfully carried through 
by General Chairman C. C. Walther 





ROCHESTER, N. i. - Newly elected 


E-M-T- UP THE QUICK WAY 
officers of the Electrical Association oi : . o,? 
Rochester are: George J. Spillane 4 poheecenn Two Squeezes and its Set 


president; Ernest J. Howe, first vice 








TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fittings OISTRIBUTED BY 
do away with the twisting, turning and 
tightening of nuts and save you valuable 


president; Norman A. Krechman, sec 


ond vice president; Edward J. Kramer, The BM. R. Austin Co., Chicace, 111. 


executive vice president, and Hugh "i Clayton Mark & Co., Evanston, Ill. 








: time and materials. Then too, they are Clifton Conduit Co., Jersey Cy., N. J. 

Ward, treasurer. Directors elected stronger, neater and much easier to work — ere She Le ly 
: : with in tight places. Start using B-M Naeger ig me cee 

were: Eugene C. Alhart, Fred Anibal, Fittings pw ot ao eee sateen ous Enameled Metals, Pittsburgh, Pena. 

; ° J - National Enameling & Mfg. Co., 

Frank Beaucaire, Don J. Bryne, Mar- tomers—more profits from each job! Re 
’ - a oe . tiangle Conduit “able Co., 

ion Figler, Robert E. Ginna, C. F (All B-M Fittings carry the Underwriters New Brunswick, N. J. 


Seal of Approval) 








Harris, Frank M. Houston, Harold W. 
Nichols, Frank Ockendon, Walter 


Parkes, Edward A. Roeser and Ralph BM : 
al @ (24) BRIEGEL METHOD TOOL CO. + Galva, IIL 














| TRUCKS 


| Tractors and Trailers A - ( () 
_ FOR RENT 
Cinculi 





With or Without Drivers 
Long or Short Term Basis 


Branches in all Principal F l uorescen t $ 


Cities . . . for every purpose 


For Information call or write LIST $1995 


UNTVERSA The CIRCULINE Fluor- 
L CARTAGE COMPANY escent is a new lighting fix- 


40 Rector Street ture made by AFCO. Grace- 
New York 6, N. Y. ful — pleasing to the eye — 
practical . . . the CIRCU- 
LINE embodies all the 
characteristics that make for 
proper and adequate lighting 
in homes, restaurants, cock- 


T i’ i vd iTO f j c S$ tail lounges, funeral pertee, 


recreation rooms, etc. 


AVAILABLE ome kee fos CIRCULINE ust” $1995 














Fluorescent Fixtures — we 
A Line of The Very Highest Quality urge you to study our de- 
Steel Conduit Fittings Available for scriptive circulars and be 
Delivery Now. ready for some profitable 
business. 
CONDUIT BUSHINGS, ETC. 
THINWALL INDENTOR TYPE ° 


COUPLINGS & CONNECTORS 


WATERTIGHT COUPLINGS & | A M E R I c A N 
CONNECTORS | FLUORESCENT 
Address Box 55 CORPO RATION 


| 
Electrical Wholesaling 
330 West 42nd St. 
| 5407 Broadway, Chicago 40, Ill. 


New York 18, N. Y. 
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,, 


ELECTRIC// SOLDERING 
F IRONS 


that are sturdily built 
for the hard service of 
industrial usage. Have 
plug type tips and are 
constructed on the unit 
system, with each vital 

part, such as heating ele- 
ment, easily removable and 
replaceable. In 5 sizes, and 
from 50 watts to 550 watts. 





Bihitaaceile 





TEMPERATURE REGULATING STAND 


This is a thermostatically con- 
trolled device for the regulation 
of the temperature of an electric 
soldering iron. When placed on 
and connected to this stand, iron 
may be maintained at working 
temperature, or through 
an adjustment on bot- 
tom of stand, at 
low or warm 
temperature. 











For further information, write 115-1 


AMERICAN ELECTRICAL 
HEATER COMPANY 
DETROIT 2, MICHIGAN 

Titel olitisl-te Mm noha! 
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MORE FACTS 
ON PRODUCTS 





Electric Water Heater Control—An 
illustrated tolder, issued by the Sav-U- 
Time Sales Co., Rochester 2, N. Y., de- 
scribes the operation of a push button 
control unit that is designed for use in 
connection with electric water heaters 
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Fluorescent Fixtures — A four-page 
folder describes the  flush-to-ceiling 
type fluorescent fixtures manufactured 


»y General Fabricators, Inc., 1265 West 
Second Street, Cleveland 13, Ohio. Also 
included in the folder are lighting com- 
putation tables and other sales data. 





when woes ELECTRICAL WHOLESALING 


Fluorescent Fixture— Methods of utiliz- 
ing the “Holoflux” lighting unit for 
various commercial purposes are indi- 
cated in a folder issued by Holophane 


Co., Inc., 342 Madison Ave., New York, 


When writing 
mention 


ELECTRICAL WHOLESALING 








NEW YORK STATE 
TERRITORY 


Manufacturers Representative 
Albany — established with 
Electrical Wholesalers can 
handle additional line upstate, 
that has product promotion 
possibilities. 


Address Box No. 51 
ELECTRICAL WHOLESALING 


330 West 42nd Street 
New York 18, N. Y. 





FOR THE FIRST TIME 
IN THE 


ELECTRICAL INDUSTRY 


uaraitived 
— 


NrPeurr 

















MR. MANUFACTURER! 


If you have an electrical item, 
or items, a switch for example, 
that you would like distributed 
nationally, please send us de- 
tails. We are a nationally 
known manufacturer of wir- 
ing and signalling specialties 
and want a few items to sell 
to the jobber along with our 
own products. We have sales- 
men in all principal cities. 
Write Box 56, Electrical Wholesaling 


330 W. 42nd St. 
New York 18, N. Y. 











Stevens contact clips are guaranteed 
foreuer against ‘‘fatigue—contact on 
the socket always. 


Stevens sockets are uaranterd for- 
PUPF not to break unless wilfully damaged. 


Stevens sockets ore QUaranteed for- 

PUP to be competitively priced. 

Write for Catalogue Nos. 501W, 502W, 
501B, 502B. New reduced prices. CSA 

& Underwriters Labs. approval. 






ELECTRIC CORPORATION 


29 CONGRESS STREET - NEWARK 5, Nv. J. 
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Get behind this 
best-engineered tool that 
is setting new performance 
records in bending conduit. 


Hundreds of contractors have set new 
standards on all types of construction 
jobs, lowered their costs, gained valuable 
time with this great conduit bender... for 
a Tal machine bends cold, bends true, 
bends conduit to any radius up to90° in 
one single, uninterrupted operation. There 
is no need to waste time by replacing the 
conduit three to six times. 

With industrial and commercial con- 
struction just getting under way, with res- 
idential work only now building up a 
full load of steam, Tal offers you a money- 
making sales opportunity to build good- 
will among your 
contractor customers 
by demonstrating to 
them a quick, easy 
way to pull down 
costs and make in- 
stallations go easier 
and faster. Write 
today for complete 
information. 

















‘[Prestal Bender, inc. 





Electrical Division Milwaukee 2, Wis. 





Fluorescent Fixtures and Accessories 

-Price List No. 604A, issued by the 
Adjustable Fixture Co., 104 East Ma 
son St., Milwaukee 2, Wisconsin, de 
scribes the company’s various types of 
commercial and industrial fluorescent 
fixtures. 
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sheets, 
describing commercial types of fluores 


Fluorescent Fixtures — Data 
cent fixtures; fluorescent wall bracket, 
and a streamlined fluorescent wall 
bracket with plastic case, are issued by 
the Gorlfme Mfg. Co., 2441 So. Mich- 
igan Ave., Chicago 16, IIl. 
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Home Wiring Devices and Wiring 
Plans—A ~ 24-page booklet, entitled 
“Are You Going to Build, Modernize 
or Repair,’ describes in some detail 
an adequate wiring system for the mod 
ern home in simple language that can 
be understood by the average home 
owner. Various types of switch plates 
are shown for use in the hallway, din- 
ing room, kitchen, laundry, living 
room, bedroom closets, bath, and hobby 
room. Pass & Seymour, Inc., Dept. W, 
| Solvay Station, Syracuse 9, N. Y. 





| 
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| Floor Boxes and Accessories—Catalog 
| FB147-17, recently issued by the Rus- 
| sell & Stoll Company, Inc., 125 Bar- 
|clay St.. New York 17, N. Y., illus- 
trates and describes various types of 
watertight floor boxes and receptacles, 
| combination floor extension sets, floor 
|outlet type receptacles, heavy duty 
| floor receptacles, plugs, and associated 
accessories, now offered by that com 
pany. 
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Ventilating Equipment—A_ four-page 
folder illustrates and describes the va- 
rious types of floor and desk type elec- | 
tric fans as well as home type window 
ventilators manufactured by the Gor- 
lume Mfg. Co., 2441-43 S. Michigan 
Ave., Chicago 16, Ill. 


when writins ELECTRICAL WHOLESALING | 


mention 











FEATURE... 


NALCO PRODUCTS 


Candylbeme and Candle Flame Lamps 
For Beautifying Lighting Fixtures 
CARBON LAMPS 
HEAVY DUTY for Pilot Light and other 
Industrial Uses 
OitL LAMP ADAPTERS 
For Electrifying Oil Lamps 
INFRA-RED LAMPS 
Self-reflecting—Clear Glass 
DRI-THERM INFRA-~RED 
Strip and Portable Units 
PHOTOGRAPHIC DARK ROOM LAMPS 
For All Dark Room Work 
Illustrated literature sent on request. 


NORTH AMERICAN 


1034 TYLER ST. ST. LOUIS 6, MO. 
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Offer your customers quality—moderate 
prices—dependable performance. 





10” One-Speed COOLSPOT Oscillator Fan 
No. P-562—Pedestal Model 10” COOL- 
SPOT One-Speed Oscillator Fan. 


— 









No. 361 
12” Three-Speed 
COOLSPOT 

Oscillator Fan. 


No. 1251 
16” Three-Speed SIG- 
NAL Oscillator Fan. 


No. P-1251 
Pedestal 
Model 

16” SIGNAL 
Three Speed 
Oscillator Fan 




















| Luminous Wall Switch Plates—lIwo 

PY, aes oe types of wall switch plates that glow in 
A/, the dark and a bakelite triple con- 

| venience outlet are described on data 

sheet published by the Eagle Electric 


. ri 2. ee > “ 1 1 
Soh ie teed Cs He y _ Conduit Unions | 


. 
Reducing 
. 
Bushings 
Thermal-Magnetic trip multi-breaker 
designed specifically for small homes, 


a. 
farms, apartments, stores, garages, | Conduit Elbows 
Photolamps A revised photolamp 
N EW | data sheet, featuring a section of flash- 


tubes and new photolamp specifications, 
has been announced by General Elec- 
$ 2 8 0 > 0 0 0 > 0 @) 0 | tric Lamp Dept. at Nela Park head- 
quarters, Cleveland, Ohio. Special sec- 
tions of the booklet describe the repeat 
MA he K ET ing flashtubes, blue filter lamps for 


color photography, photoflood and 
photospot lamps, flash lamps, photo- 
(Most Spectacular Development for the | graphic uses of fluorescent lamps, etc. 


Home Since the Radio) 
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mention 


Multi-Breakers—A 4-page folder de- 
scribes and illustrates the Mo-4, 4-Pole 





cottages, barns, etc. Cutler-Hammer, 
Inc., 1410 W. St. Paul Ave., Milwau- 





| kee 1, Wis 
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mention 


eee || 


i] 











Biet Conduit Unions are avail- 
Mierntion  ” ELECTRICAL WHOLESALING able in a full range of standard 
sizes, male and female, and 90 
degree male elbow types. Unions 


Get In On the Ground Floor with 
Fastest Selling, High-Profit Item 
in the Field. 





are available in two types—ex- 


i N D | A N A plosion-proof and general pur- 
The most effective, ical pose. Reducing bushi 
air purifier ecu - ptm | T E R R | T 0 R Y available in 46 ogg = 


aw ) 
on bara eat pe a wait: | | Manufacturers Representative Conduit Elbows and Tees are 
+ portable unit. | | can handle additional estab- explosion-proof and dust-tight 


PUROZONE attacks and elimi- lished line for further sales . : 
nates odors nature’s way. Floods | || promotion. Agent is well es- and are available in many stand- 


the home with fragrant, purified. tablished among Electrical ard sizes, fernale, male and fe- | 
mountain-like air containing 150°/, Wholesalers in entire state of male types, 45 and 90 degree 
a oxygen. Recharges stale, | Indiana. elbows. 

PUROZONE thet actually tooeome Box 52, Electrical Wholesaling, The Pylet line also includes: 
vitality . . . relieves hay fever suf- ee ee Pipe Plugs, Fixture Pendant 


ferers . .. helps prevent colds. ae ae eS Loops and Hooks, Messenger 


Low initial cost and minimum ‘ Wire Conduit Support Clamps 
operating expense (unit actually | with and without fluorescent 


consumes one-half the current used fixture hanger hooks. 
MANUFACTURERS Consult your Pylet Catalog 


in electric clocks) sells consumer 
REPRESENTATIVES WANTED | for complete listings. 


immediately. 

NATIONAL ADVERTISING PROGRAM WILL Eastern manufacturer of complete line 
TELL AND SELL THE CONSUMER FOR YOU! of fine commercial and _ industrial 
fluorescent fixtures in conventional 


DISTRIBUTORS, JOBBERS, DEALERS | | and slimline, also nation’s outstand- 


ing custom-made fixture manufacturer. 

















1887 «© FIFTIETH ANNIVERSARY eo 1947 


Send for Full Particulars on PUR- | |) We are interested in establishing 

OZONE Franchises and Merchan- igents in several territories still open. 

| Must have excellent following and 

dising Plans. well qualified in illuminating enai- 
anak THE PYLE-NATIONAL COMPANY 


Address Box 53, 


PUk OZONE Electrical Wholesaling 1352 N. Kostner Avenue, Chicago 51, Illinois 
COMPANY 330 West 42nd St., 


New York 18, N. Y. 

















3254 Lincoln Ave., Chicago 13, Illinois 
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CLAY PRODUCTS CO. 
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Thermostats—A four-page folder de- 
scribing a line of adjustable and non- 
adjustable bi-metal thermostats recent- 
ly has been released by Stevens Mfg. 
Co., Inc., Richland Trust Building, 
Mansfield, Ohio. The folder suggests 


applications, describes principle of op- 
eration and shows typical calibration 
curves. 


When writing ELECTRICAL WHOLESALING 





Ventilating Equipment — A 40-page 
booklet, entitled ‘“Silent-Breeze Ven- 
tilating Fans,” is a selection and instal- 
lation manual of ventilating fans for 
the home, industrial and commercial 
uses. It contains information on de- 
sign and construction, installation dia- 
grams, and details of louvers. Holcomb 
and Hoke Mfg. Co., Inc., Indianapolis 
7, Indiana. 





veeeeation ? ELECTRICAL WHOLESALING 


Ventilating Equipment—A four-page 
folder contains typical application 
photos of ventilating fans in the labor- 
atory, the bakery, conference 
plant cafeterias, etc. 
tilating Co., 2850 N. 
Chicago 41, Il. 


rooms, 
Ilg Electric Ven- 
Crawford Ave., 


eration? ELECTRICAL WHOLESALING 





FLUX = 


for \ 
SODERING 
BRAZING 
WELDING 


. 


L.B. ALLEN CO., INC. 


6701 Bryn Mawr Ave. 
Chicago 31, U. S. A. 











MANUFACTURERS 
REPRESENTATIVES 


Wanted by prominent 
manufacturer of fluores- 


cent lighting fixtures, 
most territories avail- 
able. 

Write Box 54, 


Electrical Wholesaling 
330 West 42nd St., 
New York 18, N. Y. 

















CLIPPER BLOWERS 


Here’s a complete, packaged venti- 
lating unit that is engineered to do a 
big job in small rooms. .. and make a 
good profit for you. 

The Clipper is specially designed 
for ventilating kitchens, bathrooms, 
ticket booths, X-ray rooms, toilets, 
clinics and other small rooms. 

Clipper Blowers are mounted be- 
tween ceiling joists and vented out- 
side. They trap and expel unwant- 
ed air, heat and odors the instant 
they rise. 

The Clipper is NOT a blade-type 
fan, but a quiet squirrel cage blower 
that moves a volume of air under 
pressure. Its patented construction 
with the motor entirely removed from 
air stream, means greater efficiency, 
longer life, easier servicing. 

Ask your jobber for details of the 
Clipper Sales Plan or write us for 
complete information. 


FRA DE-WIND mororrans. ine 


5721 S. MAIN STREET, LOS ANGELES 37, CALIF. 
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Pas 


FLUORESCENT 
LAMPHOLDERS 


Yes, P&S know-how, resulting from 
over fifty years’ experience in the 
manufacture of precision-made 
wiring devices, gives you these 
important features: 


@ Rugged Construction 
@ Highest Quality Material 
@ Easy, quick installation 


@long life contacts that hold 
lamps securely 


@Ample binding screws (backed 
out and spun) 


@Finding slots that simplify re- 
moval and replacement of 
lamps 


. 
@Approved by Underwriters’ 
Laboratories 


DEPENDABLE DELIVERIES 


Send for complete information 





PASS & SEYMOUR, INC. 
SYRACUSE 9, N. Y. 
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To make fuse business more profitable 
sell Fusetrons for use throughout th 
entire electrical system— 


Fusetrons do everything fuses do, as is confirmed 
by the Underwriters’ Laboratories Label 


n addition they 


Entirely wipe out needless blows caused by motor 
starting currents or other harmless overloads. 


Fusetrons have tremendous time-lag. They hold 500% 
load more than 10 seconds whereas most sizes of ordinary 
fuses blow in less than one second. They won’t open on 
starting currents or harmless overloads (heavy overloads 
for a short time or light overloads for a longer time) 
Fusetrons won't shut down a circuit needlessly. They 
open only when something goes wrong. 


Give Thermal Protection to Panelboards and Switches 

The thermal cutout in the Fusetron will open whenever 
its temperature reaches 280° F. Thus if poor contact heat 
develops from any cause the Fusetron cuts off the current 
betore damaging temperatures can be reached. 

Ordinary fuses can’t so protect because the temperature 
of the link must reach 786° F. before it will melt out. 

With Fusetrons you are warned that a minor maintenance 
job is needed instead of having panel or switch damaged 
or destroyed by poor contact. 


Prevent Needless Blows caused by Heating in Panels 
and Switches 


Fuses have 55 to 140% greater electrical resistance at full 
load than Fusetrons, hence Fusetrons produce less heat than 
any fuses. They operate cooler and eliminate useless shut- 
down troubles caused by fuses running too hot. 


Permit use of larger motor or adding more motors 
on circuit WITHOUT installing larger swi'ch or parcel 


The operating load on Fusetrons can be close to their 
ampere rating because Fusetrons hold starting currents 
But ordinary fuses must be installed oversize because they 
lack sufficient time-lag to hold starting currents. 


By replacing oversize fuses with Fusetrons, you can load 
panels or switches near their capacity. A larger motor or 
additional motors can be installed without the trouble or 
expense of changing the panel or switch. 

On new installations, PROPER size switches and 
panels can be used instcad of CVERSIZE 

With ordinary fuses, switches and panels must be over 


Fit standard fuse blocks 
They are obtainable in all sizes from 1/10 to 600 ampere— 
in both 250 and 600 volt types. 


Also obtainable in plug type and Tamper-resisting type 
| (Fustats) for 125 volt circuits. 


Their Cost Is Surprisingly Low 


t+ &£ F&F F&F F 


Now 


Should you need more information about Fusetrons or the subject 
of electrical protection in general, don’t overlook the BUSS Fuseman 
in your territory. He will be glad to cooperate with you to the fullest 
extent. 


size because fuses larger than the operating load must be 
used to hold starting currents. 

_But Fusetrons hold starting currents, therefore, PROPER 
size switches and panels to fit the load can be installed, 
Saving money and space. 


Protect motors against burnout 


On normal installations, Fusetrons used in a size near 
ampere rating of motor will protect it against burnout from 
lack of oil, worn bearings, tight belt or anything that 
causes a dangerous electrical overload—yet their tremendous 
time-lag keeps them from blowing on motor-starting current. 


Give DOUBLE burnout protection to large motors 


Larger motors already equipped with overload protection 
sometimes burn out due to thermals or relays failing to 
operate. Replace fuses used for short-circuit protection 
with Fusetrons of size near motor rating and they will 
protect motor against burnout from any electrical overload, 
entirely independent of other overload device. 


Provide simplest way to stop burnouts from single 
phasing 

When single phasing occurs, increased current flowing 
through remaining phase will open Fusetrons (if size used 
is near the rating of the motor) and shut down motor. 
Never before has such dependable single phasing protection 
been available. 


Make burnout protection of SMALL motors simple 
and inexpensive 

Small motors have generally been operated without burn- 
out protection because the cost of protecting them has been 
too great compared to cost of replacing motor. Now for the 
little cost of installing a Fusetron of proper size, any 
motor can be given safe, dependable burnout protection. 


Protect Coils, Transformers and Solenoids against 
burnout 

Install a proper size Fusetron. It won’t open on harmless 
overloads or normal current surges, yet should a dangerous 
overload occur for any reason it will cut off the current to 
prevent a burnout. 


Delay may cost you business 


e 








is the time to sell Fusetrons. Executives are still looking 
for new ways to increase production and reduce costs. 


Bussmann Mfg. Co., St. Louis Div., McGraw Electric Company 


BUSS FUSETRONS 














